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ACME’S new low cost 
passageway door hardware 
designed for fast installation 


Insert only four screws to install both hangers, then 
lift door onto track. That’s all there is to it. No drill- 
ing, sawing, cutting, mortising or adjustments neces- 
sary. Cannot get out of adjustment 





No. 54 track 
made of heavy zinc coated steel. 


UNIQUE TRACK DESIGN—PREVENTS DOORS FROM 
JUMPING TRACK 

A specially designed ridge running half the length 
of the track prevents doors from jumping track in 
pocket. Doors can be lifted on and off easily, before 
finish stops are installed. 


















































No. 53 hangers, 
cadmium plated steel, 


large solid nylon wheel, 


WHY NON-ADJUSTABLE HARDWARE? 

Pre-fit doors hung in precision manufactured frames 
rarely require adjustment. Acme’s No, 53 non- 
adjustable hangers with large nylon wheels are 
designed for this type of installation. Adjustments, if 
needed, can be made with shims supplied. 


HARDWARE GUARANTEED FOR THE LIFE OF THE BUILDING. 


COMPLETELY PACKAGED 

Acme frames are manufactured 
only by mills dealing directly with 
the factory. They come 

completely packaged including face 
jamb, split jamb, and hardware. 


QUICKLY ASSEMBLED 
Three parts only — easily put together 
on the job and set in rough stud wall. 








STRONG FRAME 

Heavy gauge angle iron stiffeners 
guarantee rigidity of split jamb. Strong 
galvanized steel track has already 

been installed at the mill. 





For complete details of frame write to: D 
ACME APPLIANCE MANUFACTURING COMPANY 
35 South Raymond Avenue 

Pasadena, California 
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- SERIES 520 
DOOR FRAME 


FOR STANDARD 4” STWD WALLS 
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(To obtain more data on advertised products see page 152) 
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to help you sell... 


Over 400,000 “do-it-yourself” buyers are meet- 
ing Baldwin-Hill face-to-face in the dealer 
distributed publication “HOME Maintenance 
and Improvement” — 
and are offered a book- 
let on “HOW TO IN- 
STALL”. Write for 


sample copy. 


(To obtain more data on advertised products see page 152) 
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- one reason why 


BALDWIN-HILL 


Yop Spun Flat 


are so easy to apply 


There's nothing weak-kneed about B-H Magic Spun 


Blankets. Their spring-like rigidity and exceptional 
resilience speed application time—every time. No 
more flopping about or sagging with B-H insulation. 
Even longer lengths are easily handled by one man. 
And B-H Spun Blankets cling to studs, even before 
stapling, like ivy to a brick wall. 

Backing up a fine product is a sound merchandising 
program with counter displays and wall streamers, 
decals and envelope stuffers, samples and catalog 


sheets, Sweet's catalog reprints and advertising mats 
as well as two new promotions shown at the left. 


Ask Your Building Materials Wholesaler or 
Write Us for Complete Information 


BALDWIN- HILL COMPANY 


2006 Breunig Avenue Trenton 2, N. J. 


Kelamezoo, Mich. - Huntington, Ind ~ Temple Tex 
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Sell homes 
quicker with 
new 
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wood windows 


MALT-A-VENT Wood Window Units 
are packed in sturdy cartons .. . 
each contains two completely 
glazed units, with hardware in- 
stalled. MALTA carton-packing in- 
sures clean, unmarred stock ... 
eases handling problems! 


For intriguing window arrangements that capture 

and hold the imagination of home buyers, use 

the versatile new MALT-A-VENT Wood Windows. 
Self-aligning, they quickly combine to form 

groups of awning, single and multiple casements, 

casements with fixed or awning units, awning groups 

above, below, or flanking picture windows 

making even modest homes outstanding! 

MALT-A-VENTS possess all 

of the Malta construction-plus features . . . 

precision-milling . . . chemically treated . . . full weather- 
stripping. Sash is full 2” dimension and putty-glazed. 

All operating panels swing wide for easy cleaning from inside. 
See your nearest Malta jobber, literature available upon request. 


Manufacturing Company 
MALTA, OHIO 


Makers of the MALT-A-MATIC © MALT-A-MASTER © MALT-A-GLIDE © MALT-A-VENT wood window units 
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NEWSCAST 


LATE AND IMPORTANT Developments of the Industry 


WEST COAST STRIKE PICTURE. Negotiations are continuing with few positive results 
so far. Union meetings still pending suggest that no drastic steps 


are likely to be taken for several weeks. The industry feels anything 
could happen. 


PRICES FOR HOMES COULD BE HIGHER IN 1955. You can tell your customers that 
waiting for a new house is a long-odds gamble... it won't be cheaper 
next year. The current easy money policy, combined with an increased 
federal deficit will probably result in higher building material 
prices, boosted labor costs. 

WHO SELLS AMERICA'S HOUSES? House and Home magazine reports a growing trend by 
builders to retain independent real estate firms to handle their sales 
as competition increases. In 12 cities 50 to 75% of the builders are 
selling through real estate firms, and in 14 cities it's 80% or higher. 


Here's a function dealers could perform to improve contractor relations. 
RETAIL BUSINESS GENERALLY IMPROVED. In the New England area lumber dealers re- 


port keen competition but there are signs price-cutting is easing. 
Dealers expect a good year. Middle Atlantic retailers have had spotty 
weather and they have been buying slowly. The Long Island carpenter 


strike was settled. Retail competition in the New York area has never 
been tougher. Midwest dealers are doing well but are keeping inven- 
tories low anticipating a drop in fir prices. In the south business is 
excellent, sales up about 10% over last year. Volume on the Pacific 
Coast is good, Seattle and Los Angeles builders are heading for a top 
year. 

AIR CONDITIONING FOR LOW COST HOMES. Families are moving into 22 new, completely 
air conditioned homes this week at Austin, Tex., for a one-year study 
of weather control in the average home. The buyers of the homes will 
co-operate with the National Association of Home Builders and supply 
information which should be useful in designing air conditioned houses. 

SCHOOLS FOR DO-IT-YOURSELF CUSTOMERS COULD BE IMPROVED. That's the opinion of 
our editors after visiting scores of dealer sponsored schools. Here 
are a few suggeStions. Carry out the full schedule of classes planned, 
drastic changes kill interest. Prepare more publicity both before the 
school starts and during the school. Stage a "dry-run" to avoid em- 
barrassing delays during the class periods. 

HEAVY CONSTRUCTION INCREASES. In the last week in May heavy construction con- 
tracts awarded totaled $288 million, up nearly $30 million from the 


like 1953 period. This was the fourth successive week in which con- 
tracts exceeded the year-earlier level. 


INSURANCE COMPANIES PUSH 100% MORTGAGES. Much of the initiative for no-down- 
payment, 350 year mortgage loans is coming from insurance companies 
rather than individual investors. The major life company lenders are 
in the market for GI loens in Missouri, Kansas, Oklahoma, Arkansas and 
many other states. The greater percentage are 100% GI's, but there is 


also a limited volume of FHA loans and a increasing amount of conven- 
tional loans at 4% to 5%. 


continued on page 9 
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LOADING AT THE YARD 


$8,000 is nice money! 





We save it in a year with a Clark-Ross 
fork truck and three roll-off truck bodies 


. . « JOHN R. STILES, President, Stiles Lumber, Inc., Grand Rapids, Mich. 


“Looking back at 
our old handling 
methods, it’s dif- 
ficult to see how 
we could operate 
profitably. We be- 
lieve any yard can 
get the same bene- 
fits we enjoy by 
investing in a 
Clark-Ross fork 
truck and roll-off 
bodies.”’ 


Here are the 10 benefits of mechanized handling as 
listed by John Stiles: 


ROLL-OFF AT THE JOB-SITE 


1 Big time savings in loading and unloading at job sites 
2 Yard supervision is easy for the fork truck driver 


3 Unloading cars is faster, much cheaper—men work at conven- 
ient levels on clean pile bottoms 


4 Much easier to inventory lumber in uniform packages 


8 (To obtain more data on advertised products see page 152) 


Dead time of trucks minimized; loads are preassembled 


6 Housekeeping is simplified—costs little to change location of 
5000 feet of lumber 


Better morale of employees—no back-breaking lifts, they like 
working in on up-to-date yard 


Lower-priced labor—the fork truck driver is a natural foreman- 
on-wheels 
¥ Spot sales are easier, with fast service 
10 Receiving of deliveries trom local wholesalers is much cheaper 
Want to modernize your yard, by an investment you'll 


get back in a year? Talk to your Clark dealer, listed in 
the Yellow Pages. 


ROSS CARRIER LINE 
Ci q RK Industrial Truck Division 


CLARK EQUIPMENT 
EQUIPMENT 


COMPANY 
Battle Creek 40, Michigan 
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Easier Terms Spur Housing Starts 


Lender leniency is giving an up- 
ward push to private housing starts, 
which in April were the highest for 
any month in three and a half years. 
And a Wall Street Journal 11-city 
check indicates this rising trend 
has continued in May. 

An official of the Home Builders 
Association of Metropolitan Pitts- 
burgh reports home-building starts 
in his area last month are running 
about 20% ahead of May, 1953, and 
“well ahead” of April. 

Laurence E. Neville, executive 
secretary of the Home Builders As- 
sociation of Greater St. Louis, says 
starts in his area this month are 
“keeping up” with the high April 
level. 

Builders and lenders generally 
agree easier mortgage terms are 
stimulating home sales. Edmond 
Dagnino, president of Boston Fed- 
eral Savings & Loan Association, 
reports about 25% of the Veterans 
Administration- guaranteed loans 
starts in his area last month are 
on a no-down-payment basis. 

An official of San Francisco’s 
regional V.A. office reports ap- 
praisal requests received in the 
February-April period this year 
totaled 14,311— more than four 
times the number filed in the like 
1953 months. 

There’s widespread evidence of 
this easier lender policy. A Vet- 
erans Administration official in 
Portland, Ore., has this to say: “We 
have several hundred G.I. loans in 
the mill at no down payment and 30 
years to pay. Last year at this time, 
we had none.” 

“Last year we required a $500 
down payment and repayment in 25 
years on a $10,000 house,” reports 
C. B. Faulkner, Houston builder. 
“Now we’re asking only $50 down 
and allowing 30 years to pay off the 
balance on houses in that price 
class.” 

Harry G. Glazer, vice president 
of Philadelphia’s Fidelity Bond & 
Mortgage Co., chimes in: “There 
are unlimited funds available for 
no- down-payment, 30-year G.I. 
loans. This was definitely not true 
six months ago.” 

Of the 11 major cities checked, 
only Cleveland reported any tight- 
ening of mortgage terms. 


Senate Committee 
Finishes Housing Bill 


The Senate Banking Committee 
has finished its version of the hous- 
ing bill and reported to Senate 
where little trouble is expected. De- 
bate is expected to begin June 3 and 
the measure should be “out of the 
way in about three days.” 
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The committee raised the limit of 
Government-insured mortgages on 
one- and two-family homes, from 
$16,000, to $18,000; on three-family 
homes, from $20,000, to $24,000; 
and on four-family homes, from 
$25,000, to $30,000. President 
Eisenhower had asked that the 
limits be raised to $20,000; $27,000 
and $35,000 respectively. 

The Senators also said the maxi- 
mum amount of insurance on new 
homes should be 95% of the first 
$9,000 and 75% of the rest. Mr. 
Eisenhower had requested that the 
dividing line be drawn at only 
$8,000, to give a better break to 
low-cost housing. 

Raising this percentage and the 
specific dollar limits on mortgages 
has the effect of reducing down pay- 
ments, because the buyer generally 
has to put up the difference between 
the Government guarantee and the 
total price of the house. 

The committee, however, did not 
apply these more liberal terms to 
old houses, as requested by the 
President. It said, instead, that old 
houses could be insured for no more 
than 80% of their FHA-appraised 
value. 

The Senators also lengthened the 
time limit on most loans for new 
houses. They set a flat 30-year ma- 
turity to replace the present setup, 
which varies from 20 to 30 years 
depending on the size and price of 
the house. For old houses, under 
the committee provision, the term 
for which they can be insured de- 
creases by one year for each year of 
their age, down to a minimum of 20 
years. 

The committee refused to go 
along with President Eisenhower’s 
proposal for no-down-payment, 40- 
year Government loan guarantees 
on low-cost housing. 


$150 Million Claims 
Filed Against FHA 


Sen. Byrd (D-Va.) said lenders 
have filed claims for more than $150 
million from the Federal Housing 
Administration on defaulted gov- 
ernment-insured home repair loans. 

Continuing his exposure of “fed- 
eral housing scandals,” Byrd said in 
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a statement that FHA “has insured 
everyone involved against loss, ex- 
cept the borrower, in 17 million re- 
pair or improvement loans totaling 
$7.6 billion without any prior ap- 
praisal.” 

Byrd attributed “this amazing 
revelation” to Administrator Albert 
M. Cole of the Housing and Home 
Finance Agency, of which FHA is 
a part. 

The home repair and improve- 
ment program, said Mr. Byrd, is 
the one Assistant Attorney General 
Warren Olney described as “ex- 
ploited by organized groups of 
swindlers, thieves and crooked sales- 
men to cheat and defraud literally 
thousands of small home-owners,” 
and as “ruinous to legitimate 
dealers.” 


NRLDA Mailing New 
Merchandising Calendar 


Dealers are now receiving the 
new quarterly merchandising cal- 
endar prepared by the National Re- 
tail Lumber Dealers Association 
that covers July, August and Sep- 
tember. 

The calendar assists dealers in 
planning their advertising, win- 
dew and counter displays and 
and other related forms of promo- 
tion. The calendar gives themes 
for each month and suggested 
headlines for weekly ads. 

The advertising theme for July 
will be “Build that new home to- 
day,” in August “It’s easy to build 
or remodel” and for September 
“Snug up for winter,” 


Department Store 
Opens Do-It-Yourself Shop 


A Lexington, Kentucky depart- 
ment store has begun a unique op- 
eration, believed to be the first of 
its kind in the nation, catering ex- 
clusively to one of the most sig- 
nificant marketing trends in recent 
years—the snowballing do-it-your- 
self market. 

Purcell’s do-it-yourself shop, in a 
separate building from the parent 
store, sells nothing but do-it-your- 
self items, and even offers free use 
of its workshop to anyone who 
wants to learn more about building 
things. 

The shop is designed especially 
for the home handyman who wants 
to do home improvement and repair 
work, but isn’t sure just where to 
start. It stays open until 9 p.m. 
two evenings each week, and its 
well-equipped workshop is fairly 
bustling with activity those nights. 

One of the “regulars” is a 70- 
year-old Lexington woman who de- 
clared: “Very few people realize 
that it’s no more difficult to operate 
a lathe or bandsaw than a sewing 
machine.” 





Progress Reported on NRLDA Exposition 


Henry 


National 


Munnerlyn, 
Retail Lumber Dealers 
Association, has announced the 
committee which will plan the first 
national exposition to be held Oct. 
2-10 in the Kingsbridge Armory, 
New York City. 

Ray A. Schaub, Northern In- 
diana Lumber & Coal Co., Whiting, 
Ind., will be the general chairman 
of the exposition committee with 
Phil Creden, Hines Lumber Co., 
Chicago, as exposition chairman. 

Other members of the exposition 
ommittee include: Paul Collier, 
xecutive vice-president, North- 
astern Retail Lumbermens Asso- 
ciation; John Dain, Dain Supply 
Co., Mahopac, N. Y.; Paul DeVille, 
DeVille Lumber Co., Canton, Ohio; 
Clyde A. Fulton, Colborn-Fulton 
Lumber Co., Charlotte, Mich., and 
Bob Jones, executive vice-presi- 
dent, Middle Atlantic Lumbermens 
Association. 


president, 


Also on the committee are W. B. 
Kennedy, Jr., The Rogers Lumber 
Co., Oklahoma City; Watson 
Malone, III, Watson Malone & 
Sons, Philadelphia; Russell Now- 
ells, Nowells Lumber & Coal Co., 
Rochester, Mich.; W. T. Spencer, 
Spencer Lumber Co., Gastonia, 


N. C.; H. L. Stokely, Frontier Lum- 
ber Co., 


jrownsville, Tex., and 
Findlay Torrence, secretary, Ohio 
Association of Retail Lumber 
Dealers. 


Tentative Schedule 


The exposition wil! be open to 
the public and to dealers from 
Saturday, Oct. 2 through Sunday, 
Oct. 10, from 1 p.m. to 10 p.m. The 
official opening will be Oct. 2 with 
the mayor of New York City and 
other dignitaries present. A recep- 
tion will also be held after the 


PLANS are well underway for the first 


opening for exhibitors and dealers. 

The executive committee of 
NRLDA and officers of federated 
associations will meet at the Com- 
modore hotel, Oct. 3. And the board 
of directors are scheduled for the 
Commodore Oct. 4-6. 

There will be a registration fee 
of $5 per dealers, with no charge 
for wives. Admittance to the exhi- 
bits only will be $1. 


Homeowner Survey Shows 
67% Do Their Own Work 


The first comprehensive survey of 
the do-it-yourself trend reveals that 
67% of the homeowners checked 
were doing their own repairs and 
remodeling. The survey, conducted 
by Georgia-Pacific Plywood Cor- 
poration, covered 9,000 homeowners 
in every section of the country. 

Three sharply defined home-value 
brackets were examined. Owners 
were questioned in the $10,000- 
$15,000, the $16,000-$20,000 and 
the $21,000-$25,000 price ranges. 
In each bracket 3,000 homeowners 
were queried. The survey also 
showed the most popular home im- 
provement projects of the 9,000 
people questioned, giving dealers 
an accurate indication of the best 
way to slant their merchandising. 


Survey Highlights 


In the $10,000 to $15,000 group- 
ing about 63% of the homeowners 
were spending their spare time in 
home improvement projects. These 
included: 

Adding an extra bathroom or pow- 
der room, exclusive of plumbing 
work 


Building a basement amusement 
room 


national exposition sponsored by the 


National Retail Lumber Dealers Association. Above left to right: Ray Schaub, 
general chairman of the exposition committee, Henry J. Munnerlyn, president of 
NRLDA and Phil Creden, exposition chairman 
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Painting the interior 
Finishing-off the attic 
General home improvement, in- 
cluding bookcases, radiator cov- 
ers, extra cabinets, installing 
floor coverings 
Homeowners in the $16,000 to 
$20,000 bracket turned in the best 
score on do-it-yourself—about 72% 
did their own work. Their projects 
covered: 
Finishing-off the basement 
Paint and redecorating 
Landscaping including planting 
trees and shrubs, building ter- 
races, stone walls, fences, walks, 
etc. 
Insulating the house 
Adding additional rooms 
The 3,000 homeowners in the 
$21,000 - $25,000 classification did 
67% of their own work and listed 
the following: 
Painting and decorating the in- 
terior 
Landscaping 
Finishing basements 
Adding a guest powder room 
Building rooms in the attic 


Fir Plywood Output 
17% Above Orders 


Fir plywood production was 
about 17% above orders for the 
week ended May 22, according to 
the Douglas Fir Plywood Asso- 
ciation. 

Industry’s unfilled order file de- 
clined for the third successive 
week and now represents a little 
less than four weeks’ production. 





LETTERS 





Need Do-It-Yourself Information 


To the Editor: This yard of the 
Mullin Lumber Co. will soon trans- 
form itself primarily to serve “‘Do- 
It-Yourself Trade.” We have re- 
ceived many helpful hints from 
your magazines and thus turn nat- 
urally to you for more help. Would 
you be kind enough to send a list 
of the 100 end-use packages which 
bring prices of $100 or more, and a 
reprint of the theory of compensa- 
tory pricing. 

Mullin Lumber Company 

Paul Snyder 

Studio City, Calif. 


Home Mortgage Financing 


To the Editor: Your article “One 
Solution to Home Mortgage Financ- 
ing” caught my fancy and I feel 
that it wovld be a great thing for 
the established dealer if we could 
establish such an organization. We 
are interested in hearing more 
about this and would be happy to do 
what we could to advance this line 
of thinking. 


Hubinger Lumber Co., Inc. 
Frank Rittmueller 
Frankenmuth, Mich. 


June 14, 1954, AMERICAN LUMBERMAN & 





GOOD/YEAR | 


the Wertds Moot Beauwtifat Ft 
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The Flooring that SELLS ITSELF 
to the “do-it-yourself” trade! 


# 


%. 
e 


7 
Merchandised 
in a Complete, 
Compact, 
Self-Selling 
Unit! 


We think you ll | 
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ke THE GOODYEAR TELEVISION PLAYHOUSE—every other Sunday—NBC TV Network 


NEW GOODYEAR DISPLAY & 
MERCHANDISING UNIT makes for 
sure-fire, over-counter flooring sales! 
Includes a display easel showing com- 
plete color-sample selection of Goodyear 
ALL-Vinyl Flooring where the cus- 
tomer can work out the color combina- 
tion he likes best. This unique merchan- 
dising unit features Goodyear’s handy 
Flor-Master Installation Kit which pro- 
vides all the tools and instructions 
needed to do a professional job — plus 


literature, floor-planning graphs, adhe- 
sives — everything needed to install 
either Goodyear vinylor rubber flooring. 
Flooring available in rolls or in handy, 
carry-home cartons of pre-cut tiles! 


WRITE FOR FREE CATALOG and 
complete details. Learn how you can 
turn a handsome profit by featuring 
famed Goodyear ALL-Vinyl Flooring 
— through a packaged plan for over- 
counter selling. 


Address : Goodyear, Flooring Dept. R-8322, Akron 16, Ohio 


GOOD, YEAR All-Vinyl Floviing 


FLOORS+WALLS+>COUNTER TOPS —IN TILES AND 45*WIDE ROLLS 


Flor aster—T.M. The ¢ 


(To obtain more data on advertised products see page 152) 


soodyear Tire & Rubber Company, Akron, Ohio 
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ANOTHER 

IMPORTANT 
IMPROVEMENT 

IN THE MANUFACTURE OF 


MOUNTAIN-GROWN 


OAK FLOORING 


Meet Our New 
Remarkable 


7 

Lockwood Oak Flooring long has 

been a product of superior quality Remember the occasional annoying “chip” or “splinter” left in the 
because of its Nail Groove, Double end groove of the flooring? ...the one caused by the grooving 
Hollow Back and Eased Bottom saw on the End Matcher? 

Edges! WELL, IT’S GONE FOR GOOD NOW... thanks to the 

SPLINTER CLIPPER! 
Now comes a truly great additional Our SPLINTER CLIPPER is a saw that darts into the end- 


refinement — the new SPLINTER matched piece, beveling the grooved corner, and thus eliminating 
CLIPPER. any chip or splinter that otherwise might have been left there! 


tes/tiiaeenilinms eau bie Call this New Feature to the attention 


more r n why LOCK- 
WOOD OAK FLOORING is of your customers! You'll thereby help them 


more desirable product giving 
the dealer another “consumer to do a better job with a better product, at less cost! 
appeal” selling point! , 














Your sales of Lockwood Oak Flooring will increase when you sell all 
of its wonderful advantages! 
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Report from 


Washington, June 11 


The NRLDA says the big exposi- 
tion, planned for this October in 
New York, is creating a lot of in- 
terest; not only among retailers 
but also among manufacturers and 
the general public. 

So far as this page knows, it’s to 
be the biggest and most inclusive 
show ever undertaken by retail 
lumbermen. A combined trade and 
consumer exposition. The Kings- 
bridge Armory, in the Bronx, 
where it’ll be staged, has a central 
space measuring 300x600; and this 
area is free from pillars. Ideal for 
displays. 

The Association, it would seem, 
is aiming at a couple of primary 
purposes. 

One has to do with methods that 
are useful in persuading the cus- 
tomer to see his local dealer first. 
The NRLDA hopes to develop some 
new methods of this kind and also 
to collect and assemble a lot of 
older ones that have proved effec- 
tive. The importance of this infor- 
mation has been proved, for ex- 
ample, by the success the “dyna- 
miters” have had in short-circuit- 
ing local dealers and in using Title 
I as a burglar’s jimmy. 


Expect Thousands 


The show, to be held in the 
northern part of the city, is ex- 
pected to attract many thousands 
of potential home-building custo- 
mers. These people, in addition to 
gaining a lot of useful information 
for themselves, will give the visit- 
ing dealers a chance to observe and 
measure the effectiveness of vari- 
ous sales approaches. This prac- 
tical contact experience will be 
supplemented by a Marketing For- 
um, to be continued through five 
days. 

The second purpose is to demon- 
strate to manufacturers of build- 
ing materials the strategic position 
and services of local dealers in the 
light construction field . . . this 
is but a small part of the big story; 
and you’ll be hearing much about 
it during the coming months. 


Public Housing 


Opponents of Federal public 
housing got an unexpected assist 
from the Supreme Court. 

The decision of the court to end 
segregation in public schools had 
no direct bearing upon public 
housing. But a few days later the 
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court did refuse to review a Cal- 
ifornia judicial decision denying 
the right of a San Francisco public 
housing project to bar negroes as 
tenants. The refusal to review left 
the California decision in full 
force. 

The Senate Banking committee 
had already voted to give the Pres- 
idet authority to start as many as 
135,000 public housing units a 
year; 100,000 more than Mr. 
Eisenhower had asked. Senator 
Maybank, South Carolina, had 
been a leader in the drive to au- 
thorize the larger number. But 
when the court refused to review 
the California case the Senator 
said he’d offer an amendment from 
the floor, when the bill came up, to 
end ALL future public housing. 
He’d make an exception of public 
housing now under contract. 


Substitute Amendment 


No decision at this writing; but 
the guess among reporters is that 
the Senate is rather likely to vote 
in a substitute amendment author- 
izing the President’s program of 
35,000 public housing units a year 
for four years. Chairman Cape- 
hart, of the committee, has made 
this suggestion; though he’s op- 
posed to all public housing. 

If the senate should reach this 
decision, its bill would have to go 
to a Senate-House conference com- 
mittee; and the House has already 
passed a bill eliminating all public 
housing provision. ... A fellow 
newshand, weary from running up 
and down after public housing on 
the Hill, made this comment: “I’ve 
just thought up a new kind of ex- 
temporaneous cocktail; and I’m 
naming it after this public housing 
thing. Yeah. ‘The Vacillating 
Strut.” Genuine blue ruin.” 

Aside from public housing, the 
bill reported out by the Senate 
committee follows rather closely 
the President’s program. It allows 
for more liberal mortgage insur- 
ance; although it does tighten the 
House-passed bill at a few points. 
One example: The Senate commit- 
tee voted to require a 5% down 
payment on homes insured by the 
FHA, up to $8,000. The House had 
fixed the ceiling at $10,000. 

This is not a parallel case to the 
Supreme Court’s ruling; but it 
should be mentioned that Norman 
P. Mason, acting commissioner of 
the FHA, has been preparing in- 
structions that no minority-group 
lines are to be drawn in the insur- 


WASHINGTON 


ance of murtgages. The commis- 
sioner thinks there’s an important 
and so far not fully utilized oppor- 
tunity for the industry to develop 
mutually profitable construction 
business among minority groups. 
This is quite aside from the com- 
missioner’s idea that fairness is 
also involved. 


Lumber Dealer Research 


When Norm Mason was ap- 
pointed acting commissioner, he 
resigned his position as Trustee of 
the Lumber Dealer’s Research 
Council. That position is now held 
by Paul Cadwallader, Cadwallader 
Lumber Co., Pennington, N. J. The 
Council, founded five years ago, is 
a group of 300 dealers who have 
supported research in housing by 
voluntary contributions. 

A closer association between the 
Council and the National Retail 
Lumber Dealers Association was 
approved at the recent meeting of 
the NRLDA Directors. The Coun- 
cil will keep its own name and will 
be responsible for its research 
funds. The purpose of the change 
is to assure continuity of the re- 
search program and to provide a 
central office for the Council’s ac- 
tivities. 


Fannie May 


The Federal National Mortgage 
Association during the month of 
April sold $108 million of its mort- 
gages; considerably more than it 
purchased in that month. This 
leaves $2,299,000,000 in Fannie’s 
mortgage portfolio as compared 
with $2,366,000,000 a month ear- 
lier. 

Incidentally, another item about 
housing legislation. The Senate 
Banking Committee voted to con- 
tinue the present organization and 
operation of Fannie May for 
another year. 

The House-passed bill accepted 
the Administration’s recommenda- 
tion that the FNMA be rechar- 
tered; with a provision for the 
gradual liquidation of its holdings 
and an eventual transfer of its 
functions from governmental to 
private hands. Chairman Capehart, 
of the Senate committee, said his 
group was not ready to accept the 
new corporation, at this time. 


R. Y. Kerr 
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Gracefully designed, yet fully adjust- 
able for nearly all wood or metal doors! 
Made of silvery-satin Alacrome that 
will not rust or tarnish, Patented holder 
makes installing easy !Surface clamps 
for fastening grille to outside of 
door included, 


Attractive Display Carton 
Shows ‘em and Sells ‘em! 
Each grille packed in individual, color- 
ful carton with complete instructions 
™ for installing and suggestions for 
arranging scrolls. Really an eye-catch- 
ing display! 


Beautibies Seven Doors Iam |) 
PROTECTS THEM, TOO!.. 
FITS-ALL nO. 1 Instantly adjustable to all screen 


doors. Accordion-like action permits expansion from 16” to 
30%" in width between stiles and from 4014” to 3034" high 
Squared up size is 3034” x 3034”. Packed 12 to carton—screws 
furnished. Made of Alacrome—silvery-satin finish. 


FITS-ALL no. 2 For doors with divided sections. 


Each side adjusts from 13” wide and 1934” high to 1414” wide 
and 1714" high. Will not rust or tarnish. Packed 12 pairs to 
carton 


FITS-ALL nO. 3 For lower section of door with 


cross-bar. Fully adjustable from 14” wide and 3214” high be- 
tween stiles to 25” wide and 25” high between stiles. Silvery-satin 
Alacrome finish. Packed 12 to carton 


FITS-ALL no. 4 For upper section of doors. Ad- 


justs from 1914” wide and 34” high between stiles to 334” wide 
and 2034” high between stiles. Will not rust or tarnish. Packed 
12 to carton, 


FITS-ALL no. 7 Adjusts from 18” wide to 32 


high between stiles to 2444" wide to 27” high. Squares up at 
26” x 26". Packed 12 to carton. 





Quality ORDER TODAY! Your order will be shipped same day received! 
coe MACKLANBURG-DUNCAN CO. 


OKLAHOMA CITY, OKLAHOMA 
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FITS-ALL NO. $6—Easily in- FITS-ALL NO. FS — Fits full- 
stalled and fully adjustable. size panel. Adjustable from 22° 
Made of Alacrome with silvery- to 30° wide and from 75” to 


satin finish—will not rust or 
tarnish. Packed in individual 


carton. 








Nu-ART ORNAMENTAL ALUMINU 










Nu-WAY PUSH 
GRILLE—4° high, 
made of silvery-satin 
Alecrome. 3 0 
openings from 24” to 
26” wide and 36” fits 
between stiles from 
28” to 30”. Packed 
12 to carton, 





55” high between stiles. Packed 
6 to carton. 








MALLARD 


SAILBOAT 


installed 


dow guards. 
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Nu-WAY DELUXE 
GRILLE — F. 


— will not rust or tar- 


nish! Packed 12 to 
= carton. 
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colorful Outlini 
IN individual en 
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GULL SAILFISH 
- <¢ 
mm ph OD 
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Nu-WAY — Comes in 
satin pmo y | or steel with 


black enamel Easi 
and 32”, 36", 42" doors. ty 
on doors or as win- 






: RT 
SRILLE ORNAMENTS 


nearly all 
Screen door grilles. Made 
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SQUIRREL 








silvery- 
nish. Fits 30° 

















YOUR INITIAL 
GOES HERE 
LIKE THIS 
























Customer cho 
Numbers fron 
and mou 
Packed 2 


OS€S initial or 
1 your stock 
nts on black disc 
discs to envelope | 
©ws and fasteners. 

ve, yet inexpensive! 
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MAILBOX SCREEN DOOR GRILLE 


GATES 


METAL LATH FOR STRENGTH . 
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METAL LATH 
AND PLASTER 


give you complete design freedom 


scala mS, shemale tlinesietdinns, 


Plastering and Lathing 
Contractors, Building 
Supply Dealers: 


In the interests of 
furthering metal lath 
and plaster construc- 
tion, this Truscon 
message soon will ap- 
pear in leading archi- 
tectural and building 
magazines, 


JKosevevseeed 


(To obtain more data on advertised products see page 152) 


Metal iath is the only contemporary plaster base that can be 
shaped, curved, and formed to achieve the exact architectural 
effect you want. 

On this base, plastering artists faithfully execute your ideas. 
Using metal lath and plaster construction, you gain complete 
freedom of design. Your ideas are not bound by structural 
limitations that confine you to straight lines and flat surfaces. 
No other wall and ceiling materials are so versatile and flexible. 
This time-proved construction gives you other benefits, too. 
Beauty. Decoration. Fire-resistance. Earthquake-resistance. 
To help you utilize plastered surfaces most effectively, Trus- 
con manufactures more than forty different metal lath items 
and accessories. They are approved by all building codes 
and accepted by plastering contractors. More facts in Sweet's; 
or, write for Truscon’s complete catalog, ““Modern Master- 
pieces of Architectural Molding.” It’s a handy guide to metal 
lath and plaster construction. 


TRUSCON STEEL DIVISION 
REPUBLIC STEEL 


1058 ALBERT STREET @ YOUNGSTOWN 1, OHIO 
EXPORT DEPT.: CHRYSLER BLDG., NEW YORK 17, N.Y. 


TRUSCON® 





PLASTER FOR BEAUTY 
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7000 DEALERS 


HERE’S WHY YOU, TOO, SHOULD DEAL WITH weather-proof 


WE SELL ONLY TREMENDOUS ' LIBERAL | YOU'RE DEALING 
_ TO LUMBER NATIONAL CO-OPERATIVE WITH ONE OF 
AND HARDWARE ADVERTISING ADVERTISING AMERICA’S 
DEALERS! | CAMPAIGN! PROGRAM! LARGEST AND’ 
You're protected Life, Good Housekeep- TV Films, Radio Spots, OLDEST 
against competition ing, Post, Better Homes Ad Moats, Circulars! MANUFACTURERS! 
from specialty dealers! and Gardens, etc : : 











Duo-Motic — Duo-Dor 


“DO-IT-YOURSELF” 3-TRACK 


ALUMINUM COMBINATION WINDOW “DO-IT-YOURSELF” 
3 ALUMINUM COMBINATION DOOR 


Lowest price ever! Triple- 


. track, self-storing 
design; rugged, all- 
aluminum construction 


DUO-MATIC is so easy 
to install that any 





homeowner can do 
his own installation 


and save! 


$29.95 Value 


ch coli Rm aela 


B si598 


CORNER TWO MARKETS IN ONE WRITE-WIRE FOR INFORMATION! 
WITH THESE TWO PRODUCTS! 


Either the vast “do-it-yourself’’ market .. . or, for Pr the weather- root C0 
those who so prefer, you can arrange for installation. a 


$69.95 Value 
Retails For 





- 


1407 East 40th St. © Cleveland 3, Ohio 


PRIMING AND PAINTING 
Archer Pol-mer-ik has for years 
been the choice of professional 
painters. It’s the polymerized 
linseed oil—giving a tougher, 
more durable paint film that 
brushes easier, levels better, 
stays clean longer. Featured in 
full-page ads in the painters’ 
trade magazines. 
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BUILDS 
STORE TRAFFIC 
HELPS YOU 
SELL MORE PAINT! 


Robi 


LINSEED OIL 


| Builds store Trafhe.- 
Helps You Sell More Paint / 
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FORDYCE, 


Franingor — 


KANSAS. SOFT 
> PINE.. Cuts Costs, 
Holds Customers 


Dimension, boards and sheathing dried to 
mandatory moisture required for each 
grade (they’re grade-marked). 

All stock double end-trimmed and paraf- 
fined (4-square ends, trade-marked). 

No time lost cutting out defects (there are 
none). 

Natural light weight enhanced by correct 
kiln drying (no case hardening). 

Clean, bright, straight soft-textured stock 
expedites assembling and nailing (no split- 
ting). 

No returns come back to cut into your 
mark-up (customer likes and keeps any 
surplus for his next job.) 

To cash in on these Fordyce bonus values, 
avoid the risks of lumber anonymous— 





Buy Brands You Know 


LUMBER COMPANY ~. FORDYCE, ARKANSAS 
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For well over 50 years Northern Woods have been recognized for their high quality. The 
Northern Lumber Mills are better equipped today than ever before to serve you with well- 
manufactured, accurately-craded Northern Woods. Consult the firms on this page for your 
requirements in Northern Woods. 


Schneider Bros. Lumber Co. . . . . Marquette, Mich. “Copeland Lumber Co. . . . =. =. =. ~ Chicago, Ill. 
h 


Northern Hardwoods and Hemlock, Hardwood Dimensions. Roug Mills — Marquette and Cusino, Michigan 
, d : ill and Sales Office — CHICAGO — 135 S. La Salle St. 
Hardwood Turnings. Har we td size. Planing Mill an siedncade Wilts Pins end oniou’ 


. A : . 

tHolt Hardwood Co. =. ww CSCS. C to, Wis. "C. M. Christiansen Co. =. =. =.) . . . Phelps, Wis. 
Maple, Birch, Beech, Oak Flooring. Strip, Assembied Block, An outstanding Wisconsin lumber manufact — Hardwood, White 
Herringbone. Parquetry types; all types Heavy Duty Flooring. Pine, Hemlock and Cedar Products. 





* j * i mill Sal i 
td. W. Wells Lumber Co... . Menominee, Mich. Wm. Bonifas Lumber Co. (Mi “icy, ) dates Neenah, Wis. 
Hard Maple and Oak Flooring. Strip, Herringbone, Block patterns. Northern Hardwoods. White Pine. 
Custom kiln drying. Upper Cote Wee Maple and Birch lumber, Modern Dry Kilns. Expert Millwork. 

rough. 


“Goodman Lumber Company . . . . Goodman, Wis. 


North Hardwoods, Hemlock, White Pine, B ood, Hardwood 
Edward Hines Lumber Co. of : 4 . . Chicago, Ml. ~ Stnenston. Planing Mill. Dry Kilns. “Rotary Cut Weatse. 
Mill at Bergland, Michi 


an 
Sales Office—77 W. Washington $t-Chicago 2 
Hardwoods, Hemlock and White Pine. Planing Mill and Dry Kilns 


“Michigan Pole & Tie Co. . . . . Newberry, Mich. 


See ereveed_ jambes. oe. meg aie. Bae 
. e t Mitt. 
“Boehm-Madisen Lumber Co. . . . Milwaukee 3, Wis. — a“ 


Mill: Lake Linden, Mich. Mirs. Hardwoods. L.C.L. ._ kiln 
dried hardwoods from stock at Thiensville, . 


*Roddis Plywood Corporation . Marshfield & Park Falls, Wis. 


Cadiliac-Soo Lumber Co. . . . Sault Ste. Marie, Mich. (id... ‘Sault’ Ste. ‘Marie, Ontario, Can. 


Complete stock N. Hdwds.. Hemlock, W. Pine. Cedar Pred., Maple. 
Northern Hardwoeds, Hard Maple a Specialty. Hemlock, White Pine. ; ’ *r’ . E Dry i ’ 
Modern Dry Kilns. Facilities for Surfacing, Resawing. etc. CES, Tip Wbwe. Vesv's Bess. Miywe. Mecan ae incon 


“Abbott Fox Lumber Co. . . . . tron Mountain, Mich, “Ahonen LumberCo. . . . . . . Ironwood, Mich. 


Northern Hardwoods, Hemlock, White Pine, Spruce. Planing Mill 
ee a ne a oe ee ee —Modern Dry Kilns. Sales agents for the “AAA” brand MFMA 
: Hardwood Flooring. 


tMember Maple Flooring Mfrs. Assn. *Member Northern Hemlock & Hardwood Mfrs. Assn. 
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For want of a screw... a customer lost 


Today’s lower inventories require service — quick service! Domes- 
tie manufacturers are ready for new service demands because 
know-how and service have built American industry. 


You profit from both these “home products” when you order 
from Southern. Here Wood Screw packages alone fill nearly 
two miles of 24-inch shelves, with plenty of room for quick load- 
ing from shelf to truck — sometimes in as few as five minutes. 


Wood Screws — Phillips or Slotted, Flat, Round, Oval, in steel, 
brass, silicon bronze, aluminum and stainless steel . . . the only 
line you need to stock! 


Machine Screws — Phillips or Slotted, Round, Flat, Oval, Truss, 
Fillister and Pan. 


Slotted Steel Stove Bolts — Round and Flat. 


Write us your requirements. Samples and 
catalogue free upon request. Box 1360-1. 


Factory Warehouses 


4100 Dell Avenue 

North Bergen, N. J. 

Union 5-0985 

New York, LOngacre 4-4497 
TWX: Unien City, N.J. 3555 


325 West Ohio Street, 
Chicage 10, Ul., 
SUperior 7-6531, 7-6532 
rWwX: CG 2069 


2640 Fast Washington Blvd ‘SCR EW COMPAN » 


Los Angeles 23, Calif., STATESVILLE © MORTH CAROLINA 


Logan 5-6157 


rWX: LA 723 


2131 Farrington Street, 


—_a2 WOOD SCREWS © STOVE BOLTS © MACHINE SCREWS 
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YOUR CUSTOMERS will read about how to 
build a Playbar with Conolite in the January 
issue of Mechanix Illustrated and will see 
the full-page Conolite advertisement in the 
March issue. As interest mounts, be ready to 
sell them Conolite by the yard! 
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THE NEW PLASTIC LAMINATE 


FOR A HUNDRED HOME USES 


Anyone can cover tables, counters, sink tops, window sills or wall 
panels with Conolite and be sure of beautiful results every time. 
This hard-surface laminated plastic goes on easily without special 
tools and bonds to wood, metal, press board or plaster surfaces with 
a lasting grip. You can offer your customers an exciting variety of 
colors and patterns, including wood grains. For all of its special 
features and convenience, Conolite still sells for a sensationally low 
price. Don’t send customers away disappointed when they come te 


you for Conolite — look into this new decorative laminate NOW! 


FACTS ABOUT CONOLITE: 


® Conolite is easy to clean, dent-proof, flexible 
enough to form curves and coves. 

® Full-resistant to boiling water, acids, grease, 
alcohol, temperatures up to 350°F. 

® Comes rolled in a choice of several colors, 
widths and any desired length to eliminate 
extra seams. 


Send a post card today for full details 


CONTINENTAL CAN COMPANY 


CONOLITE DEPARTMENT 


16th AND LOCUST STREETS, WILMINGTON 99, DELAWARE 
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SELLING AIDS 
AVAILABLE TO YOU 


Here’s one of the easi- 

est to understand book 

of instructions ever | 

written... | how 

to 

Attractive folder has apply 
actual samples and | con 
ideas for use. .. OLiTE 


“the tps 17 
SURFACING" 


Compact display has handy sample squares for 
customer's inspection. ..extra samples are 
included in a protected compartment. 


SPACE ON BOOKLETS FOR YOUR IMPRINT 
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Pittsburgh Makes 


ONLY 


If you remember just one thing about 
Pittsburgh paint brushes, remember 
this simple fact: Pittsburgh makes only 
fine brushes! 

Take the Red Stripe line, for example. 
The quality of natural bristle that we 
used to know is not always available. 
Our world-wide contacts buy the best 
natural bristle that és obtainable, how- 
ever, and we use it to manufacture Red 
Stripe brushes—fine brushes that do a 
fine job! 

In the line of man-made bristles, you 
again have the best. Pittsburgh-devel- 
oped Neoceta, the first bristle in the 
world ever designed specifically for 
painting and painting alone, is available 
under the Red Stripe label in mixtures 
with hogs’ bristle, and in 100% Neo- 
ceta fills. 

What's more, every type and size Red 
Stripe brush—from the smallest to the 
largest—is made with the same care, 
with the same fine workmanship and 
materials, and must pass the same rigid 
inspections, as famous Gold Stripe 
brushes. Pittsburgh people don’t know 
any other way to produce brushes. That's 
why we say—Pittsburgh makes only 
fine brushes! Now, don’t you think 
you ought to check your supply of 
Pittsburgh brushes? 

For the address of the Pittsburgh 
supplier nearest you, write: PITTSBURGH 
PLATE GLASS COMPANY, Brush Div, 
Dept. C-6, 3221 Frederick Ave., Balti- 
more 29, Md. 

There's a Pittsburgh brush for every 

home and industrial use. 


PITTSBURGH 


Kad Sta 


ip BRUSHES 
G BRUSHES © PAINTS © GLASS ® CHEMICALS © PLASTICS © FIBER GLASS 


PITTSBURGH PLATE GLASS COMPANY 
IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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ALSO BRINGS YOU... 
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Bevel and 
Bungalow Sidings 


IN A VARIETY OF GRADES AND SPECIES 


_ 
| for generations as a manu- 
facturer of quality lumber products, 
Weyerhaeuser has developed the pro- 
duction of bevel and bungalow sidings 
to a fine art. 

Weyerhaeuser Bevel and Bungalow 
Sidings are among the building indus- 
try’s most popular exterior wall cover- 
ings. Their bevel design provides an 
overlapping, water-shedding pattern 
which increases their value as an 
exposure material. Offered in a variety 
of durable Western Softwoods, 
Weyerhaeuser 4-Square Bevel and 
Bungalow Sidings are proved, weather- 
resistant products. 

In addition to their high functional 
value, bevel and bungalow sidings are 
easily adaptable to many styles of 
architectural design. They highlight 
the structural mass with form, tex- 
ture and color. The deep shadow lines 
amplify the width, which is the most 
striking characteristic of rambler 
houses. The decorative schemes of 
homes built with Weyerhaeuser 4- 
Square Bevel and Bungalow Sidings are 
easily altered with each new paint job. 


You can satisfy the needs of your 
market with Weyerhaeuser 4-Square 
Bevel and Bungalow Sidings which are 
manufactured in a variety of grades 
and sizes from Western Red Cedar, 
West Coast Hemlock, Idaho White 
Pine, Ponderosa Pine and Sitka Spruce. 

Ask your Weyerhaeuser representa- 
tive to give you full details of these 
popular wall coverings . . . or write 
for descriptive literature. 


Weyerhaeuser Sales Company 


ST. PAUL 1, MINNESOTA 


BUILDING 


Propucts MERCHANDISER 
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There's $79 for YOU 




















in every DELTA SHOP 
you gell/—And NOW 








i¢ the time to sell 'em 


for the BIGGEST Summer modernizing and repair boom in history ! 


High cost of professional 
repairing and modernizing 
and the unavailability of 
professional ‘“‘handymen’’ 
have created the tremendous 
*‘do-it-yourself’’ boom. Con- 
tinuing high costs and in- 
creasing home ownership are 
making it even bigger. 
And... 


Summer is BIGGEST 
Do-it-yourself” 
selling season! 


Summer is when most 
major home repair and re- 
modeling jobs are done. 
Summer is when you sell 
most paint and “‘do-it-your- 
self’? hardware items. Sum- 
mer is when lumber dealers 
sell most lumber. That’s 
because (according to a 
recent survey) 60% of home 
owners spend their vacations 





Talk to Your 
Jobber NOW 


This Summer can mean 
really BIG profits to you— 
if you get ready for it now. 
Get one DeltaShop ‘‘up 
front” right away, and make 
sure you always have at 
least two more for imme- 
diate delivery. Place your 
order for Delta’s new, exclu- 
sive ‘‘Accessory Selling 
Center’ that pays for itself 
in one quick turnover. Your 
Delta Jobber will help you 
get set to display, demon- 
strate, and PROFIT—to 
the tune of $79.00 plus on 
every DeltaShop you sell. If 
you don’t know your Delta 
Jobber’s name, send the 
coupon today. 





Prominent “up front” display generates big $79.00 DELTA- 
SHOP profits for you. Exclusive Delta “Accessory Selling 
Center” pays for itself in one quick turnover of accessories, 





at home, fixing, remodeling, 
enlarging! 


DELTA ouatity power roots 


And that’s why this 
Summer—right now—is 
your biggest opportunity to 
cash in on VOLUME SALES 
of the famous DELTASHOP—to make 
$79.00 plus on every sale of this 
nationally-advertised one-motor 
combination of the four most-used 
home repair and modernizing tools! 


Get Set For Your BIG SHARE! 


The rush on garden and lawn care 
tools is over-—-so get a DELTASHOP 
up front now, where customers can 
see it, touch it, picture it in their 
homes. And don’t forget DELTASHOP 
Accessories—-there’s big money in 
them, too. (See photo.) 


keeps paying off month ofter month. 








SELL THE DELTASHOP 
for this kind of profit: 


Your Selling Your 
Investment = Price Profit 
No. 34-530 
Complete DeitaShop $160.65 $229.50 $686.85 
No, 62-253 % hp Motor 35.96 44.95 8.99 
No, 49-188 
Belt & Pulley Group 32! 5 450 1} 35° 





$199.76" $278.95*° $79.19° 


PLUS: Big additional profits on the many DELTA- 
SHOP Accessories, and extra store traffic from 
accessory buyers every month in the year! 


PLUS: Extra sales of paint, hardware, and 


countless “do-it-yourself” items to every DELTA- 
SHOP user! 


*Based on prices effective in most areas. Western Region 
prices slightly higher. 








DELTA QUALITY MAKES THE DIFFERENCE 





r 
| 
| 
| 
| 
| 
! 
| 
| 
| 
| 
| 
| 
| 
| 
{ 


ANOTHER PRODUCT BY‘ 


Rockwell 


Delta Power Tool Division, 
Rockwell Manufacturing Co., 
678F N. Lexington Ave., Pittsburgh 8, Pa. 


Please rush me the name of the DELTA 
Jobber nearest me. 
Name 


Address 


City Zone 


County State 


























FREE! it you enjoyed laughing at Phil Interlandi’s mirth-making cartoon this 
month, send for Hager's new book containing 28 full-size popular “Everything 
Hinges on Hager” cartoons! It's FREE! Just address 











C. Hager & Sons Hinge Mfg. Co. + 139 Victor Street + St. Lovis 4, Me. 
Founded 1849—Every Hager Hinge Swings on 100 Years of Experieace 
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The Top-Quality Weather Strip 
EXCLUSIVE PATENTED CONSTRUCTION — 
Spring steel molded in live sponge rubber. 
NEOPRENE COATING 
oil, grease, grime, abrasion. 
ADJUSTABLE FLEXIBLE — RIP-PROOF 
SEALS HEAT IN, SEALS COLD OUT 

EASY TO INSTALL 


Bridgeport INNER-SEAL Live Rubber 
Overhead Garage Door Cushion 


This profitable, year-‘round seller is 
now available in new self-display 
boxes. 8-ft. length sells for $2.65; 

9-ft. length for $2.95 — 
prevents splintering, elirainates 
slamming noises. Seals 

out dirt and cold. 


- Waterproof. Resists 


STRIPPING 


---in NEW DISPLAY PAKS 


for Faster, More Profitable Sales! 


Now! INNER-SEAL, the top-quality weather stripping is avail- 
able in Queen B and B Paks . . . new attractive packages that con- 
tain the exact lengths customers need to weather-strip a door, win- 
dow or storm window. INNER-SEAL Queen B and B Paks are 
compact .. . easy to stack and to stock, easy to display and sell! 

These new display Paks enable customers to see and feel INNER- 
SEAL's superior qualities. Each Pak contains complete simple in- 
structions on how to weather-strip. 

New INNER-SEAL Queen B and B Paks make colorful dis- 
plays ... and they give you volume sales and rapid turnover. 

More than 600 million feet of INNER-SEAL have been sold! 


It's nationally advertised and has tremendous consumer accep- 
tance. Order your stock today! 


QUEEN B PAK 17 Fr. B PAK 10 Fr. 
Suggested Retail Price $1.98 Suggested Retail Price $1.19 
Also available in 100 and 500-foot reels 


| celieeneticenetianedianentiaetiontionstianstianetinetionetametimtnedsiiamntataetamteentiamttanedaa 


Dept. ALG 
BRIDGEPORT FABRICS, INC., iBridgeport 1, Conn, 


Please send me complete information on INNER-SEAL 
Weather Srripping and INNER-SEAL Garage Door Cushion. 


BRIDGEPORT FABRICS, INC. 


BRIDGEPORT 1, CONNECTICUT 
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ROFIT BUILDERS! 


a4 


=] 
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OU’'LL sell more and better builders’ hard- 

ware when you put these compact Corbin 
silent salesmen to work for youl Use them in 
windows .. . on walls . . . on counters. They'll 
attract many an “impulse” sale that would 
otherwise be lost. They're tops as conversation 
starters . . . action getters. It will pay you to 
ask your Corbin distributor about these color- 
ful, low cost sales-build- 


ing sample mounts now! CORBIN 











reste 
mance 
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4 
P. & F. CORBIN 
Division 
The American Hardware Corporation 


New Britain, Connecticut 














General Distributor 


PLEXOLITE DISTRIBUTING CO. INC 
4223 West Jefferson Bivd 
LOS ANGELES 16, CALIFORNIA 

REpublic 0253 


Regional Distributors 
SAN DIEGO 

Maloney Specialties 

823 W. Laurel St., BE. 9-4168 
BAKERSFIELD 


Hopper Machine Works 
ee 2315 “‘M”’ St., 5-9071 
Every PLEXOLITE dealer is in a 






“dé os FRESNO 
position to meet all competition — and Fiberglas Engineering Co 
attract volume sales and greater profits. 334 Van Ness, 2-0314 





SAN FRANCISCO 
Fibergias Engineering Co 


1200 - 17th St., UN. 3-2380 
SACRAMENTO 
Fibergias Engineering Co 
1615 Thornton, Gi. 3-4814 
PORTLAND 
Fibergias Engineering Co 


406 N. W. Glisan St., BE. 6361 


Only PLEXOLITE offers 12 beautiful i cian tn 


colors to meet all requirements. Lead- 1248 - 6th Ave. So., SE. 7030 
” ing architects acclaim PLEXOLITE’s SPOKANE 


; . - Fibergias Engineering Co 
colors the best in the field. 3044 E. Trent. KE. 0408 


, BOISE 
Fibergias Engineering Co 
2525 Ark St., 2-3627 
SALT LAKE CITY 
Fibergias Engineering Co 
336 So. Third St. W., 3-2769 







eer mee 





a 






PHOENIX 

Aggressive national and local adver- } 4a pg ee 
tising plus effective “point-of-sale” ALBUQUERQUE 

materials create more sales for each Fiberglas Engineering Co 
dealer right in his own area. ; 1011 Sawmill Rd. N. W., 3-6767 





DENVER 
Construction Specialties 
2625 Walnut St., KE. 3271 


TE 


KANSAS CITY, WICHITA, 


OMAHA, DES MOINES 
The Carter-Waters Corp 
F | R E i G LA S PA N E | S 2440 Pennway, Kansas City, Mo 
Grand 2570 
OKLAHOMA CITY 
Kilpatrick Bros 


820 N. W. 4th St., FO. 51351 
DALLAS - FT. WORTH 









Produced by a new and exclusive 








: C.P.W ner Sales Co., Inc 
process in the world’s largest, most 301 S.£. 14th St., Grand Prairie 
. NO. 22679 - FO. 8141 
modern plant devoted exclusively to Beatie st 
; ‘ W. L. Macatee ons, Inc 

translucent reinforced plastic panels so Auetin an Pa atk? 
—you are assured of the highest SAN ANTONIO 

P P P Builders Specialty Co 
quality. Get full details about this 931 W. Hildebrand, PE. 9101 

DULUTH 


fast selling shatterproof material 
from your nearest regional 


Arrowhead Steel Distrib ., Inc 
367 Garfield Ave., DU. 75016 










CHICAGO 
STOCKING DISTRIBUTOR 1300 W Sain St. LA. 3-1900 
listed at the right. HONOLULU 


Larson & Buck 
749 Nimitz Highway, 59-978 


ANCHORAGE 
Fibergias Engineering Co 
P.O. Box 833, AN. 2-9702 


©¢ pbc 


Unlimited Uses 
for the 
Do-It-Yourself, 
Residential 
and Industrial 
Markets porcine Insole 


















For car $s, 


For awnings, port: 
fences, greenhouses 


For industrial 
canopies, partitions 


skylights & sidelights 
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ALUMINUM 
SCREENS 
for wood and 
metal windows 


firitess 


| 











Manufactured to the Window Industry's highest 
standard in the large, modern Warren plant. 
Requests for samples honored when made upon 
your letterhead. Write Dept. A-10 for color 
catalog. Warren field engineer available for 


consultation on special problems. 


@ SPECIAL ORDERS @ 


Our engineering department available for devel- 
oping special roll-formed sections, hardware 


and weather-strip to customer specifications. 


3701 N. W. Sist STREET, 
MIAMI, FLORIDA 
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The Lufkin White Clad is the newest addi- 
tion to the well-known, nationally ac- 
cepted ‘‘Mezurall"’ line of tape-rules. It 
is unequalled in tape-rules with a white 
line and is priced to appeal to mechanics, 
homecraftsmen and homemakers. 


GREAT 


CONSTRUCTION 
FEATURES 


SELF-ADJUSTING 
END HOOK 


Gives the most accurate 
measurements, as the 
hook automatically 
slides to compensate for 
its own thickness, 


TESTED 

AND PROVEN 
MOST DURABLE 
WHITE LINE 


Bold black figures and 
markings (both edges) 
are easy to read against 
snow-white 2” line. 
White finish, on bonder- 
ized, tempered steel 
blede, is covered by a 
tough abrasive-resistant 
clear plastic for greater 
wear. Concave blade 
will project unsupported. 
Blade operates smoothly 
— brake prevents creep 
—con be replaced in 
seconds. 


GREAT 
SALES AIDS 


IT PAYS TO’ SELL [UF KIN ; 


TAPES —- RULES —— PRECISION TOOLS 
ORDER FROM YOUR HARDWARE JOBBER 


NEW, LIGHT, 
“MAGIC meTAL” case “TT 


New lightweight alloy metal is 
lighter than any other used in 
die-casting, yet makes the tough- 
est, strongest, most durable case 
on the market. Case is exactly 2 
inches wide for accurate inside 
measurements. 





W 926 6 Ft. $ .98 
W 928 8 Ft. 1.19 
W 9210 10 Ft. 1.49 
W 9212 12 Ft. 1.89 


Replacement Blades Available 











*SEE-THRU” 

RE-USABLE BOX 
Each White Clad tape-rule is 
packaged in a beautiful 2-color 
plastic box with hinged cover 
and snap fastener. Your cus- 
tomers will be pleased with this 
bonus. 


EYE-CATCHING 
DISPLAY CARTON 
Brightly colored attractive car- 
fon holds six tape-rules. On 
your counter, in your window 
or in your showcase this cus- 
tomer-stopper will build im- 

pulse sales. 


NATIONAL ADVER- 

TISING PROGRAM 
The greatest national advertis- 
ing program ever undertaken 
by a manufacturer in this field 
will help build your profits. 
Hard-hitting, hard-sell ads will 
reach over 25 million homes 
again and again to pre-sell 
consumers on the Lufkin White 
Clad Mezurell. 
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CYCLONE FENCE DEPT., AMERICAN STEEL & WIRE DIVISION 
UNITED STATES STEEL CORPORATION 
WAUKEGAN, ILLINOIS + SALES OFFICES COAST TO COAST 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


“Recommend a guard of 
Cyclone Hardware Cloth to make 


Cyclone Insect Wire Screening 


in a door last even longer” 


HEN small children are continually pushing 

the screen in a door instead of the handle, 
even Cyclone Insect Wire Screening won’t hold 
its shape indefinitely. So you can do your cus- 
tomers a favor by showing them how Cyclone 
Hardware Cloth can be used as an effective 
door guard. 

Cyclone Hardware Cloth, applied to both 
inner and outer sides of the door, absorbs all 
those pushes and kicks. It detracts in no way 
from the attractive appearance of the door. 

Some retailers display these two Cyclone 
“Red Tag” Hardware Products in use on a 
sample door. It’s an eye-catcher that gives you 
an opening to talk about both products—Cy- 
clone Insect Wire Screening, available in gal- 
vanized, bronze and aluminum and Cyclone 
Hardware Cloth the woven cloth with the ex- 
clusive welded selvage. 

You’re getting into the season now when 
screens are needed. So check your stocks of 
Cyclone Insect Wire Screening and Cyclone 
Hardware Cloth. If they are not complete, get 
in touch with your jobber today. 


USS CYCLONE “Re¢729 HARDWARE PRODUCTS 
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Colll the floor that's NATURALLY becaatiful ! 


BRUCE STRIP 
Honduiood Floor 


Prefinished or unfinished—take your choice 


You give owners more for their money—and make 
extra profits for yourself—when you sell highest 
quality, nationally advertised Bruce Strip Floors. 

The homeowner gets flooring that’s properly 
seasoned, precision manufactured, and always “up 
to grade.”” An extra bonus is the pride of owner- 
ship and the higher value of his home. 

When you sell Prefinished Bruce Strip Flooring 
you make your regular flooring profit . . . plus an 
extra profit on the factory finish. The owner 
benefits, too, because the Bruce “Scratch Test” 
Finish outwears surface finishes 3 to 1. And the 
builder saves time and labor costs—there’s no 
sanding and finishing on the job. Write for prices. 


E. L. BRUCE CO., MEMPHIS 1, TENN. 


Hedrich-Blessing Photo 





Three simultaneous placing methods . 


.. by crane and bucket, direct pouring and 60’ chutes. 


635 yds. in 6% hours with 15 mile haul 


Medium size plant does big job with Jaegers 


Here's 


with dependable truck mixers, even after 


what a good operator can do 


some of them are 10 to 12 years old. 


10,000 cu. yds. of con 
for the Columbus & Southern Ohio 
electric 


tion 


The contract, 
crete 
Co.'s Pieway Powerhouse addi 
included 8 monolithi 
16” thick, 
equipment, The 
forced concrete mats, measuring 56° 1014” 
x 669 


foundation 
heavy 
largest of 


mats for generating 


these rein 
. called for a continuous one-day 


pour ol 635 cu. yds. 


lo meet this schedule, Arrow Sand & 
Co. ready-mix hauler, 
Anderson Haulage Co., needed every 


Gravel with its 
the 
mixer in its Jaeger fleet, plus 1 addi 
tional Jaegers supplied by the Columbus 
Ready-Mix Corp. these 
were litthe 3 yd. units and 18 were 414 


ya. 


len of mixers 


1Zec. 


They batched these 28 mixers at 3 


different plants located 13, 15 and 16 
miles from the job. On the site they had 
6 places at which to unload. The con- 
crete averaged 414” slump. It was placed 
by several methods simultaneously and 
then vibrated in the forms. 


The first truck started at 7:40 a.m. At 
2:10 p.m. the last of the 635 yds. had 
been poured —an average of 98 yds. 
an hour without a hitch. 


The Jaeger mixers used on this job 
ranged from | to 12 years old. There are 
good construction reasons for this long, 
dependable service. Ask your Jaeger dis- 
tributor, or write for catalog. 


60’ chutes were needed 


to reach forms. #»— > 


? 


THE JAEGER MACHINE COMPANY 


160 Dublin Avenue, Columbus 16, Ohio 


COMPRESSORS * PUMPS * LOADERS * CONCRETE MIXERS * PAVING MACHINES 
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2 important improvements in 


Armstrong’s Temlok Sheathing 


Armstrong’s Temlok Sheathing now offers the 
combined advantages of an impregnated and a 
coated hoard. 


NEW, BLACK “RAIN-SHIELD” FINISH. A new 
“Rain-Shield” coating has been baked right 
onto Temlok’s outer face to give two-way 
weather protection. It keeps out rain yet al- 
lows vapor to pass through freely from inside 
the house, preventing harmful condensation 
inside the wall. 

To the builder, “Rain-Shield” Temlok means 
faster construction. Since this protective fin- 
ish sheds water, the exterior finish of the house 
can be applied immediately after a rain storm 
without waiting for the sheathing to dry. 
When Temlok is cut, the board is still pro- 
tected because each fiber is individually 
coated. The new “Rain-Shield” 
coating cuts clean, too, will not 
gum up the saw. 


NOW STRONGER THAN EVER. 
A new binder is now being used in 
Temlok Sheathing. Laboratory 
tests demonstrate that the new 
Temlok Sheathing exceeds all 
strength requirements of Federal 


Specifications for insulating sheathing by a far 
wider margin than ever before. For example, the 
test on “transverse strength” (the force required to 
break a sample in two) rates the new Temlok over 
2% times the required standard, and about 50% 
stronger than before. 

In addition to these new features, Temlok still 
offers the many extra advantages it has always had. 
Temlok cuts building time endl cost: Its wood fiber 
composition adds efficient insulation to a house, re- 
ducing the cost of both heating and air condition- 
ing. Imprinted with your name, Temlok acts as an 
advertising billboard wherever it goes up. 

For full details on the new Armstrong’s Temlok 
Sheathing, see your Armstrong wholesaler 
or write Armstrong Cork Company, 3706 @® 
Rieker Avenue, Lancaster, Pennsylvania. @@® 


Armstrong’s Building Materials 


M-67® Monowall® + Cushiontone® + Temlok® + Hardboards + Insulating Wool + Counter-top Cement 
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How To Keep Your Outside 
and Inside Consumer Salesmen 
Busy Making High Profit Sales 


HOME Maintenance & Improvement mag- 
azine sells home planners and homeowners 
the same high profit building packages, and 
the same fast turnover products that you 
want your outside and inside consumer sales- 
men to sell. You can add its amazing effec- 
tiveness to your sales efforts for just a few 
cents per copy, and you can apply its selling 
force as broadly or narrowly as desired. 








It’s a full size magazine, of high quality 
and real beauty. Everything about it is de- 
signed to encourage readers to want to build 
onto, improve or maintain their property. It 
supplies essential home building information 
—how to do it, what to use and where to buy 
necessary materials, parts and tools. It’s the 
best salesman in print! 





HOME Maintenance & Improvement mag- 
azine service is available only to retail lumber 
and building products dealers. It was de- 
signed specifically to solve their local general 
adyertising needs. And each dealer subscrib- 
ing to its service is protected from any 
duplication of names in his trading area. 


r 
* 











It’s inexpensive . . . the total price per copy 
mailed is less than what it costs you to dic- 
tate and send a personal letter. And it’s 
simple to use. We imprint the name and 
address of your company prominently on the 
front cover of each copy you order. When 
your customers and prospects receive it, it 
bears your name, therefore—it’s your maga- 
zine! Then, we address and mail—paying 
the postage—to whomever you select. That’s 
all there is to it! 


The result, of course, is that readers inter- 





ested in something shown in the magazine 
are directed exclusively to you. You can’t 
miss! 


Is it tested? Over 1,500 retail lumber 
dealers had us mail over 400,000 copies of 
the big Summer 1954 issue to their customers 


and prospects. It’s the biggest and best thing 
of its kind! 


Like to examine a copy of HOME Mainte- 
nance & Improvement, without obligation? 
We will gladly send you a free sample copy, 
if you’ll inquire as indicated below. 


HOME 


iy 


pace & Impeet?in 


eo 
; 


HOME 


Maintenance & Improvement 


Service Manager, Room 2000A, 139 N. Clark St., Chicago 2, Illinois, FInancial 6-5380 





Another effective service developed for the retail lumber and building products dealer by American Lumberman and Building 
Products Merchandiser magazine. 
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Nothing sells roofing and siding faster than complete ex- 
terior color styling for either new construction or remodel- 
ing jobs. Ruberoid helps you cash in on the sales magic of 
color with its color-styling idea, nationally advertised in The 
Saturday Evening Post, Better Homes & Gardens, Good 
Housekeeping and farm magazines. 

First, Ruberoid’s color-related line of Color-Grained As- 
bestos Siding and Asphalt Roof Shingles in decorator colors 
gives you a complete range of harmonious colors to sell. 

Second, the Ruberoid “Colorator”, an easy-to-use selec- 
tor, helps you dramatize the application of professional 
color principles. It shows Ruberoid roofing and siding in 
pleasing combinations with trim and accent colors. 

Third, Ruberoid Asphalt Shingles offer rugged, handsome 


The RUBEROID co. 
Asphalt and Achestos Building Maternal 


beauty at no extra cost. And Ruberoid’s famous Color- 
Grained Asbestos Siding offers unusual textured sidewall 
beauty ... and it never needs paint! It’s maintenance-free 
. an appealing fact that helps close sales. 
Sell these color-matched Ruberoid Roofing and Siding 
Shingles with the aid of the “Colorator”, one of the most 
dramatic sales tools you've ever had to work with. 


The RUBEROID Co. 
Dept. A, 500 Fifth Avenue, New York 36, N, Y. 


Please send me a free copy of the Ruberoid ‘‘Colorator.”’ 
YOUR NAME 


COMPANY 


ZONE........ STATE 
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5 Years 


Since 1949 around 500 “Brunetti Built Homes” 
have been built . .. and Lupton Metal Windows 
are in all of them. When the same builder buys 
the same windows year after year it can mean 
just one thing — he’s satisfied and so are the 


people who buy his homes. 


Everybody profits with Lupton Metal Windows. 
Home-buyers are sold on their strength, beauty 
and efficiency. Builders like their simple instal- 
lation .. . the savings in construction time .. . 


the almost complete lack ot service call-backs. 


National advertising sells Lupton Metal Win- 
dows to consumers, builders, architects and the 


entire building field. Newspaper mats and pro- 


“Brunetti Built 
Homes”, Glen Rock, 
N. J. Builder: Fred 
Brunetti, Maywood, 
N. J. Architect: 
Leonard G. Feinen, 
Hasbrouck Heights, 
N. J. Windows: 
Lupton Steel Resi- 
dential Casements. 


of Success 
with Lupton Metal Windows 


motional material help make Lupton Metal 
Windows “move”. A full line of styles and sizes 
in aluminum and steel makes it possible to “fill” 
almost any order. Warehouse stocks on the East 
and West Coasts speed delivery. Get the whole, 
profitable Lupton story — from your nearest 


distributor — or direct from... 


MICHAEL FLYNN MANUFACTURING CO. 
700 East Godfrey Avenue, Philadelphia 24, Penna. 


VAember Steel Window Institute & Aluminum Window /Afrs. Assoc. 


LUPTON 


METAL WINDOWS 
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Lupton Aluminum 
Awning Window 


— —————e roe 














y 


Lupton Casement 
Steel or Aluminum 

















Lupton Aluminum 
Double Hung Window 
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MICHAEL FLYNN MANUFACTURING COMPANY 


Sales Offices and Sales Representatives 


MAIN OFFICE AND PLANT 
700 East Godfrey Avenue, Phila. 24, Pa. 


LOS ANGELES 

672 S. Lafayette Park Place, Los Angeles 57, Cal. 
STOCKTON (Warehouse) 

1441 Fremont Street, Stockton, Cal. 
WASHINGTON 


Bond Building, 14th St. & New York Ave., 
Washington 5, D. C. 


KANSAS CITY 

(Herb W. George 

9209 Cherry st lanai City 5, Mo. 
NEW YORK 

51 E. 42nd Street, New York 17, N. Y. 
CINCINNATI 

De Sales Building, 1620 Madison Road 
Cincinnati 6, Ohio 

CHICAGO 

(Harry E. Heseltine, Jr.) 

2514 Burr Oak, Blue Island, III. 


Partial List of Lupton Distributors 


ALABAMA: 
Birmingham 1: Virginia Steel Co., Inc. 
P. O. Box 1152, 1007 37th Place North 


ARIZONA: 
Phoenix: Mallco Distributors 
P. O. Box 3916, 315 South 11th Ave. 


CALIFORNIA: 

Burbank: Arrow Sash, Door & Mill Co. 
243 West Santa Anita Ave. 
Stockton: Michael Flynn Mfg. Co. 
Warehouse—1441 W. Fremont St. 
Whittier: Whittier Glass and Mirror Co. 
11434 E. Whittier Bivd. 


CONNECTICUT: 
W. Hartford: General Building Products Co. 
12 Brixton St. 


DELAWARE: 
Wilmington: Hance Hardware Co. 
74 Stone Hill Rd.—Augustine Cutoff 


DISTRICT OF COLUMBIA: 
Washington 11: Cushwa Brick & Bidg. Sup. Co. 
137 Ingraham St. N.E. 


FLORIDA: 
Gainesville: Stringfellow Supply Co. 
P. O. Box 152, 536 S. W. Second Ave. 
St. Petersburg: Veterans’ Building Supplies 
P. O. Box 1559, 2700 22nd St. North 


GEORGIA: 
Atlanta 1: Henry Taylor & Son 
P. O. Box 1328, 1058 Amsterdam Ave. N.E. 


ILLINOIS: 
Chicago 13: Johnston Iron Works, Inc. 
1133-43 Cornelia Ave. 


KANSAS: 
Kansas City 10: Lusco Brick & Stone Co. 
1136 Southwest Blvd. 
Wichita 1: tusco Brick & Stone Co. 
P. O. Box 1481, 342 N. Waco St. 


KENTUCKY: 

Covington: Tate Builders Supply Co., Inc. 
P. O. Box 27—Rouse Sta., 19th & Russell Sts. 
Erlanger: Tate Builders Supply Co., Inc. 
47 Dixie Highway 
Lexington: Clay Ingels Co., Inc. 

347 E. Main St. 


LOUISIANA: 
New Orleans 19: Favrot and Pierson 
3511 Toulouse St. 


MARYLAND: 
Baltimore 3: Maryland Stee! Products Co. 
P. O. Box 1997, Bush & Ridgely Sts. 


MASSACHUSETTS: 
Arlington 74: Boston Screen & Sash Co. 
91 Mystic Street 
Springfield: General Building Products Co. 
232 Albany St. 
Worcester: General Building Products Co. 
120 Grove St. 


MICHIGAN: 
Grand Rapids 7: Steele Bros. & Todd 
1050 Cottage Grove, S.E. 


MISSOURI: 
Kansas City: s lames Brick & Stone Co. 
Ox 


NEBRASKA: 

Omaha: B & C Steel Corp., Inc. 
508 Karbach Bidg. 
Scottsbiuff: B & C Steel Corp., Inc. 
Scottsbluff-Gering Highway 


NEW JERSEY: . 
Cumden: Camden Glass & Mirror Co. 
22nd & Federal Sts. 
Newark: Fireproof Products Co., Inc. 
183 Frelinghuysen Ave. 
Trenton: Industrial Engineering Works, Inc. 
67 Bloomsbury St. 


NEW YORK: 
Elmira: LeValley Mcleod, Inc. 
215 E. Church St. 
New York 54: Fireproof Products Co., Inc. 
138 Bruckner Bivd. 


(To obtain more data on advertised 


NORTH CAROLINA: 
Charlotte: R. J. Lock Stee! Products Corp. 
P. O. Box 1763, 1200 W. Moorehead St. 


OHIO: 
Dayton 9: Hilltop-Dayton, Inc. 
Box 586-H, R. R. #11 
Toledo 12: Mayfair Lumber & Supply Co. 
5240 Lewis Ave. cor. Mayfair 


OKLAHOMA: 
Oklahoma City 6: Lusco Brick & Stone Co. 
400 N. Klein St. 
Tulsa: Allied Hardware & Supply Co. 
7500 Sand Springs Rd. 


OREGON: 
Portland 10: Mercer Steel Co., Inc. 
2555 N.W. Nicolai St. 


PENNSYLVANIA: 
Allentown: United Materials Co. 
314 Gordon St. 
Bellefonte: M. L. Claster & Sons, Inc. 
P. ©. Box 539, 197 S. Water St. 
Du Bois: H. Shakespeare & Sons 
Du Bois St. 

Erie: Ralph A. Neff 
341 Shenley Drive 
Harrisburg: C. H. Hershock, Inc. 
1513 N. Cameron St. 
Lancaster: Charles E. Johnson 
P. O. Box 293, 312 N. Lime St. 
New Castle: Fleming Stee! Co. 
Pen Argyl: Orrin Palmer 
403 ogo dee Ave. 

New Holla 
New Holland Gomes Product Co., Inc. 
abun Se Shannon 
Empire Bidg., S67 Sine Ave. 
Reading: Berks Building Block Corp. 
2210 North 5th St. 
Scranton 2: Anthracite Bridge Co. 
Genet Street 
Turbotville: Turbotville Block Co., Inc. 
Wilkes-Barre: William H. Pierce 
402 Bennett Bidg. 
Wilkes-Barre: F. N. Henry 
540 S$. Main St. 
York: Atlas Manufacturing Co. 
Grantley Rd. & Pa. R 


RHODE ISLAND: 
Providence: General Building Products Co. 
P. O. Box 415, 185 Charles St. 


SOUTH CAROLINA: 
Columbia: Kline Iron & Metal Co. 
P. O. Box 1013, 1225 Huger St. 


TENNESSEE: 

Knoxville: Dealers Warehouse Corp. 
1372 North 6th Ave. 
Nashville: McMurray Structural Steel Co. 

Demonbreun St. 


TEXAS: 
Dallas: Gene Paige Co. 
P. O. Box 2428, 2434 S. Harwood St. 

El Paso: Electrical & Mechanical Supply Co. 
P. ©. Box 3247, Sta. A, 708-716 N. Piedras St. 
Houston 7: Gene Paige Co. 

7620 Washington Ave. 


UTAH: 
Salt Lake City: Buehner Block Co. 
809 South Wect Temple 


WEST VIRGINIA: 
Charleston 28: Fireproof Products Co. 
P. O. Box 2311, Suite 422—Professional Bidg. 
Martinsburg: Richard R. Feller Co. 
P. O. Pox 543, 900 Baltimore St. 


VIRGINIA: 

Bristol: Central Warehouse Corp. 
P. O. Box 85, 512 Scott St. 
Richmond 21: Virginia Steel Co., Inc. 
Mailing—Stewart Station Post Office 
Office—3122 W. Cary St. 


WISCONSIN: 
Milwaukee 13: Thomoe Glass Co. 
6510 West River Parkway 
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Cash in on the big trend to hardwood paneling! 
STOCK and —_—— 


TODAY'S MARKET : 


We 
a 


Matching nl Tin, Ye om 


DIFFERENT HARDWOODS 


Oak, Birch, Cherry, Maple, Mahogany, Walnut © 
and Blonde Limba. All beautifully prefinish- © 


ed: buyers simply nail in place and add trim. 


Sales come easier when you can 
offer matching hardwood trim. 


, . sang Offered unfinished in matching 
‘ woods, Roddiscraft provides fin- 

i By a0) ishing materials and complete 

big instructions for matching trim 

wee’ finish to panel finish. Formulat- 

ite, ed to make finishing ony, these 


exclusive materials can be used 
Style 100 Style 200 Style 300 Style 400 successfully by both amateur 
° a 


aA and professional. 
DIFFERENT STYLES a 


Customers choose from V-grooved (Style 100) 
. V-grooved and cross-scored (Style 200) ... Peed 
and V-grooved, cross-scored and pegged (Style 
300) for vertical installations; special matched 
V-grooved Craftwall (Style 400) for horizontal 
installations. “4 


wie) 


: i Full-color ot in eee ayaa 
CONVENIENT SIZES sd = ‘ ‘aap teal: Galnah 
ie for you. They’ll help you win the 


F . . , . . vaneling sales for new construc- 
With varied sizes, installations are easier, fast- ron eee come Ao So end to 


er, less costly. Panels sizes offered are 48” x the do-it-yourself buyers. Get set 
96”, 32” x 64”, and 16” x 96” — all 14” thick. to cash in . . . call your nearest 


Roddiscraft warehouse for com- 
plete details. 


Advertised In All Markets ! 








nationwive Roddisrraft warenouse service 


Se OCer es Cambridge 39, Mass...229 Vassar St. Marshfield, Wis. ....115 S. Palmetto St. 
Charlotte 6, N.C..... 123 E. 27th St. Miawd 38, Fla. eve 255 N.E, 73rd St. 
Chicago 32, Ili.. i 


..3865 W. 4st St. Milwaukee 8, Wis. ...460!1 W. State St. 
Cincinnati 4, Ohio 836 Depot St. New Hyde Park, L. I., N. Y. , 
R RPORATION Cleveland 4, Ohio ...2717 E. 75th St. & as, 0. ¥ eae ee ee 
Dallas 10, Texas 2800 Medill St.” New Yor! » Ve 4 th St. 
ODDIS PLYWOOD CORP Detroit 14, Mich, ¢ 11855. Jefferson St. Port Newark 5, N. J. 103 Marsh St. 
hf Id Ww = Houston 10, Texas 2403 Sabine St. Philadelphia 34, Pa. ne > 
i isconsin Kansas City3,Kan., 35 Southwest Blvd. San Antonio 6, Texas N. Cherry St 
Marshfield, LosAngeles58, Calif. 2620E.VernonAve. St. Louis 16, Mo. 3344 Morganford Road 
Lowisvilie 10, Ky. 1443 S. 15th St. San Francisco 24, Cal., 345 Williams Ave. 
San Leandro, Cal. ......720 Williams St. 
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Salional s 
newest 
money-saver! 


Oalionals popular-priced bookkeeping machine 


that saves money for small or medium-size businesses 


Now every business, regardless of size 
(including branch offices), can enjoy the 
advantages of mechanized bookkeeping 
at its economical best. This new low-cost 
National will quickly pay for itself, then 
continue savings as increased annual profit. 
This National front-feed bookkeeping 
machine combines the most desirable auto- 
matic features of much _ higher-priced 
equipment with outstanding speed, sim- 
plicity and ease of opezation. It will do 
most of your bookkeeping automatically 
. and what the machine does automati- 
cally the operator cannot do wrong! 


THE NATIONAL CASH REGISTER COMPANY, vayvron 9,on10 


ca, 


Posting is so simple that anyone can 
learn to operate it in a few minutes. And 
it functions so easily and smoothly that 
operators like to use it. It enables them 
to accomplish more with much less effort. 
For example, Statement, Ledger and Jour- 
nal are all posted simultaneously. No cal- 
culations, no guesswork required—even 
totals print automatically. These are only 
a few of the new machine’s advantages. 

And :t’s instantly converted into a high- 
speed, Duplex Adding-Subtracting Ma- 
chine that does all kinds of general figure 
work quickly and efficiently. 


949 OFFICES IN 94 COUNTRIES 


JUILDING PropuCcTsS MERCHANDISER 


You must see a demonstration to 
realize how this machine sets a new 
standard of performance never 
before attained in a bookkeeping 
machine at so low a price! See how 
it will save time and money on your 
work. Call your nearby National 
representative today! 


*TRADE MARK REG.U.6. PAT OFF, 


Wutional 
ACCOUNTING MACHINES 
ADDING MACHINES + CASH REGISTERS 
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Plan your 1954 
NATIONAL HOME 
WEEK KITCHENS 


WOW! 


Let’s look at the ie tehikelatel| 


Home Week Record! 


Builders exhibited 3,400 homes, with 11,200 
sales as direct result. 





Over 8,000 homes shown to more than 


10 million people, with another, richer 
harvest in sales. 


1953 


1954 





The biggest yet! 





sae 


For your 1954 exhibit homes, now’s the gives your homes custom-planned elegance 
time to plan your kitchens—because you at the economy of steel. All the features 
can plan better kitchens when you're still in of a flat-rim sink are combined with those 
the blueprint stage, and your Youngstown of completely pre-fabricated steel units. 
Kitchens distributor can show you how to Call your Youngstown Kitchens distributor 
save dollars. now. Or write: Builder Sales Department, 
Diana-style Youngstown Kitchens — the Mullins Manufacturing Corporation, 
most versatile line of kitchen equipment — Warren, Ohio. 


MULLINS MANUFACTURING CORPORATION ¢ WARREN, OHIO 
World's Largest Makers of Steel Kitchens 
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NOW...an automatic way for color 


to increase your interior paint sales 


DEVO Becarnatic. docs t ! 


... With less than *400 investment complete 


Mere’s how: 


1. Self-service wall and trim color selection 
for your customers 


« Easy to choose with exclusive Decor-matic dial 
e Saves 75% of your selling time 


5. Get top-quality One-Coat Velour in every can 


e Easy to apply e Quick drying flat wall enamel 
e Tough alkyd base ¢ Scrubbable e Odorless 
e Also available in Gloss and Semi-Gloss 





Only 18 colors get you 180 


e 18 “most-wanted” bases 

e Only 20 “one-shot tube” colors 
e No extra tinting base whites 

e No extra tinting base grays 


Carry low, flexible inventory... 
get 5-time turnover 


e More space for you 
e More profitable for you 





You sell real color beauty 
e Colors proved right in survey of 
300,000 women 


e You mix color to color for soft, subtle tones 
e Deep tones are lovely... more livable 


Hard-hitting sales support 

e Ultra-modern point-of-purchase chip rack 
e Free to qualifying dealers 

e National advertising 

e Sales-producing promotional material 





Easy to mix 


e No extra containers needed 
e No partially filled cans 
e Sell colors in cans...as is 








3UILDING Propucts MERCHANDISER 
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Increase your paint sales 


More and more paint is being sold to brighten 
homes with the magic of color. Open your door to 
more paint sales .. . more paint profits. Write for 
detailed information about this low inventory — 
fast-turnover — most practical color system. 


Devoe & Raynolds Company, Inc. 


787 First Avenue 


we 


New York 17, N. Y- 


Devoe & Raynolds Compaay, Inc., Dept. AL-6 
787 First Avenue, New York 17, N. Y. 


Gentlemen: I am interested in learning more about the 
Decor-matic paint color system. Please rush my free 
copy of “A New Formula for Profitable Paint Sales.” 


Name 





re 





Address 








City Se ae 


45 








*““CERTAINLY...we always keep 





a good supply on hand”’ 


Your trade knows the good results obtained with Trinity white 
cement. The raw materials are carefully selected —then 
manufactured with painstaking care. More than 200 tests for 
quality are made during each working day. 

Trinity white cement gives a brilliant white. When pigments are 
added it gives purer colors and tints. It is a true portland cement 
that meets all Federal and ASTM specifications. It is continuously 
advertised to all architects, builders and contractors. 

Keep an adequate stock on hand! 


as white z 
ae 


Sark 
cyy* 


as snow 


plain or waterproofed Meets all Federal and A.$.T.M. specifications 


A Product of GENERAL PORTLAND CEMENT CO. + Chicago - Dallas - Chattanooga + Tampa - Los Angeles 
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IT'S A SUCCESS NATIONALLY... 






























































aud LOCALLY 


a Se 


THE SENSATIONAL NEW 


LUDMAN 


FIBERGLASS SHOWER DOOR 
TUB ENCLOSURE 


@ New Home Builders e Over-the- 
Counter Sales e Remodeling e 
e Added Baths e New “Install It 


Yourself’ Craze 


Just about everyone who has a home—or is building a home, plus thousands 
of apartment dwellers in your area—are your prospects. Only the Ludman 
Shower Door Tub Enclosure, made in the World's Largest Plant, gives you the 
opportunity for a quick turnover... guarantees greater ease of handling... 
quick shipment. Compare the low price of Ludman with the much higher price 
of most competitive shower doors. It pays to feature Ludman Shower Doors! 
Only LUDMAN gives you... 

Competitive price schedules .. . National advertising and 


sales aids ... Support of National Sales Organization .. . 
Trained Sales Specialists to work with you. 


Here’s how you can “Cash in” on this Fabulous Market...How you 
can join hands with LUDMAN — world leader in Window Engineering. 
MADE BY THE WORLD’S LARGEST MANU- 


FACTURER OF SHOWER DOORS, AWNING 
WINDOWS AND JALOUSIES. 


GET THE FULL STORY! 


It’s a natural! Easy to order, ecsy to 
handle, easy to sell! Send for this bro- 
chure, today ... full details on the most 
profitable dealership item in years. 


. 


BUILDING Propucts MERCHANDISER 


LUDMAN CORPORATION, Dept. AL-6 
Morth Miami, Florida 


Gentlemen: Please send Tub Enclosure Brochure 
with dealer price schedules and discounts. 





(To obtain more data on advertised products see page 152) 

















AIM: for FASTER deliveries with 


Acme Steel Strapping Ideas 


When you can unload six tons of prestacked lumber in five minutes, 
you’re on the way to substantial savings in time and labor costs. 
Customer relations improve, too, because orders are processed 

and put at building sites more quickly. Idea # 401 shows this is 
happening every day at Home Materials Company, Mansfield, Ohio. 


Acme Idea Man, 
Hank Dekker, 
Mansfield, Ohio, 
helped solve this 
materials handling 
problem 


ask your 
“Acme Idea Man 
to help solve your 
problems 





Here, Acme Steel Unit-Load Band permits complete bundling 
at the yard of stacked-for-use lumber. It arrives undamaged 
at specific construction areas on schedule and may 

be easily inventoried on the job. 


To find out how you can speed up deliveries of lumber and other 
building materials—and save costs at the same time—ask your 
Acme Idea Man to make a demonstration at your yard. Or, write 
Acme Steel Products Division, Dept. YA-64, Acme Steel Company, 
2840 Archer Avenue, Chicago 8, Illinois. 


Al M For Safe, Lower-Cost Shipping 
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HERE’S 


HOW YOU 


SAVE WITH FORD TRIPLE ECONOMY 


You get more 





truck for your 


money in a 


From front to rear axle, 
new Ford Triple Economy 
saves you money all the way. 


Under the hood of every Ford Truck 
you'll find a new gas-saving Low- 
FRICTION engine. For greater driving 
ease and better control there’s Ford’s 
famous Driverized Cab plus _ time- 
saving extras like Fordomatic. And 
every Ford has low curb weight, big 
load space to let you haul more every 
trip. For complete information see 
your Ford Dealer today! Or write: 
Ford Division, Ford Motor Co., Dept. 
T-24, Box 658, Dearborn, Mich. 


Big, one-piece curved windshield offers 
over 938 sq. in. of glass area for eye- 
saving visibility. Extra-deep side windows! 


One of the biggest pickup boxes in the 
44 -ton field .. . 45 cu. ft. capacity. All- 
bolted construction for extra strength. 


New Fordomotic Drive is fully automatic. 
No clutch. No shift. Repays its extra cost 
in time saved on stop-go work. 


BuILpDING Propucts MERCHANDISER 


New Ford F-100 Pickup has big, 45 cu. ft. capacity. Five transmission choice, 
including Fordomatic Drive... Power Braking, too... at worthwhile extra cost. 


You get gas-saving power from the new 
115-h.p. Cost Clipper Six or the all-new 
Overhead-Valve, 130-h.p. Power King V-8. 


King-size cab door opening nearly a yard 
wide lets the biggest drivers slip in and 
out easily. Leg and foot room to spare! 


| eee | 

or 

Reds . 

New upholstery of free-breathing woven 


plastic is cooler, easier to clean, feels 
better, looks better, lasts longer. 


Widest seat in its class. Non-sag springs 
and exclusive shock snubbers reduce road 
shocks 75%, cut fatigue. It’s comfort plus. 


Power Brakes, now available on half- 
tonners, make stopping up to 25% easier. 
Pressure to stop truck won’t break bulb. 


FORD 


TRIFLE ECONOMY 


TRUCKS 


MORE TRUCK 
FOR YOUR MONEY! 


Box floor is just over 2 feet from ground 
for easier loading. Locked horizontal, tail 
gate serves as a rigid, level platform. 


ALL THREE 


1. Gas-Saving Power 
2. Driver-Saving Ease 
3. Money-Saving Capacities 
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On every count 
GRIP is the proven 
Wonder Adhesive! 


GRIP has every feature which the plastic lami- 
nate industry wants most in a pressure sensitive 
adhesive 


1. It’s easiest to apply. Has the criginal 
green color which assures uniform 
application. 

2. It works fast. Dries quickly and the 
work is permanently set. 

3. It bonds stronger and longer under 
almost any condition. 

Study the chart below for convincing 

proof of GRIP’S tremendous 

superiority. 


GRiP ‘ ”“ 
adhesive 
AP , 
were "Ke 
adhesive 
adhesive 
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st ttention: Wholesale Distributors 


Franchises are now being awarded from coast to coast 
to tie in with the extensive national advertising 
campaign of this wonder adhesive 


DON’T DELAY — WRITE TODAY! 


ROYAL SALES & MANUFACTURING CO. 


1224 S. SANTA FE AVE., LOS ANGELES 21, CALIFORNIA 
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EDITORIAL: 


The Merchandising H-Bomb in Your Backyard 





The do-it-yourself market is continuing to 
grow with ever-widening influence on building 
material retailing. Since the importance of this 
market was recognized in 1951 it has been ex- 
panding at a yearly rate of $1 billion. This year 
the handyman shles will conservatively reach 
$4 billion and the end is not yet in sight. Truly 
it is a merchandising H bomb! 

The subject brings to my mind a kaleidoscope 
of impressions such as: a Chicago lumber dealer 
making 150 sales an hour, averaging $13.50 
each; a Lockport, Ill., dealer selling 100 houses 
last year, every one built by the home owner 
himself; a Cincinnati dealer whose billing for 
tool rentals was $28,000; and who sold $12,000 
of the one item of sand paper. 

Also the 8,000 letters a day being received 
from women do-it-yourselfers by Marge Schmid 
who runs a Oklahoma City television program 
entitled. “Here’s How”; 50 pages of hardware 
advertising in the Saturday Evening Post; most 
of which featured do-it-yourself; a 36 page 
special section of the South Bend Tribune de- 
voted to this market; and scores of dealers run- 
ning how-to-do-it evening scnools for their cus- 
tomers. 


How It's Grown 


The facts with regard to this market are 
astounding: 


12 million home workshops 


182,000 attended the Los Angeles do-it-yourself 
show and 20,000 bought handyman patterns 


More than 75% of interior paint is now self- 
applied, mostly by women 


42% of plywood goes to this market, 60% of all 
wallpaper, 50% of floor tile 


200,000 new homes were erected last year with 
the owners as their own contractor 


Popular Mechanics reports that 8.5% of our fam- 
ilies plan new homes and 56.7% of them plan 
to do some of the work themselves 


Over 5 million patterns will be sold by the Easi- 
Bild Pattern Co. this year 


Why It's Grown 


Among the contributing causes for this mar- 
keting phenomenon we find: 


The significant difference between the wage rates 
in the building industry and the hourly com- 
pensation of other skilled workers. The $2.00 
per hour workers find it hard to pay $3.00 or 
more per hour for building labor 


It is a swing-back to early American pioneering 
in self reliance 

The inadequate number of apprentices being 
trained in the building trades 


A quarter century of manual training in our 
grade and high schools 


More available leisure time of workmen on a 35 
or 40 hour week 


BuiLtp1nc Propucts MERCHANDISER 


Ingenious manufacturers are making the work 
easy 

Tool manufacturers are developing tools that 
make jobs easy and fun 


Many new consumer magazines are doing an 
excellent promotional job 


Consumers can make their spare time worth 
more than their regular work time 


Home seekers can develop the necessary equity 
for conservative mortgage financing by doing 
most of the work themselves 


Pride of accomplishment 


All these add up to make “do-it-yourself” have 
some of the aspects of a social epidemic. 


What About the Mechanics? 


One of the problems that worried us at the 
start was “what would be the reaction of the 
building mechanics?” 

At first it was negative, but now all trades are 
finding that the do-it-yourself movement is sus- 
taining and increasing building trades employ- 
ment rather than handicapping it in any way. 

For example, in Seattle, brick layers until the 
do-it-yourself program started had been notor- 
iously unemployed. The brick industry started 
a “do-it-yourself” school and since then there 
hasn’t been an unemployed bricklayer in Seattle. 


Looking at the Future 


It seems probable that anything that can be 
made or done by an individual with any kind of 
a tool, will be subjected to the do-it-yourself 
treatment. 

Do-it-yourself will have an important bearing 
on future product designing, engineering, styl- 
ing and packaging. There will be much study 
of ways to package together related items. 

Manufacturers will substitute simple for 
technical terms in the instructions which will 
go in every package, and may even supply the 
necessary tool kits to go with the package. For 
example, one wallpaper manufacturer is offer- 
ing a paperhanging tool kit for $2.11. 

Ultimately the consumer, having learned the 
economy of do-it-yourself, may seek even further 
economies in the field of distribution as well as 
production. 





Showroom Designed 


to Serve Contractors and Architects 


Demonstrations of materials in actual use and private 
rooms for customers are incorporated in this new showroom 


just opened by the Heimbach Lumber Co., Duluth, Minn. 





WALLS OF GLASS make the new showroom a king-size display case. 


60'x /70° WAREHOUSE 
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The new sales building of the 
Heimbach Lumber Co., Duluth, 
Minn., is a giant display case 
where architects and contractors 
can bring their clients to examine 
hundreds of building materials in 
actual use. 


Showroom exhibits include a 
model kitchen, a wide range of 
power tools, 150 kinds of molding 
and 20 doors on sliding racks. The 
variety of domestic and imported 
wood paneling in private offices 
and meeting rooms is supplement- 
ed by a grouping of wall and plas- 
terboard finishes, flooring and 
millwork. There are large paint 
and hardware departments, perma- 
nent displays of insulation and 
roofing and islands grouped so 
related items adjoin each other. 


“We will be much better able to 
serve our contractors and to help 
them with their customers by pro- 
viding a place to. see—in use—the 
materials they are discussing,” 
says W. P. Heimbach, Jr. 


“We've also found that since the 
war, a great many women are buy- 
ing building products,” adds Heim- 
bach’s brother Van. “We’ll be able 
to serve them better with our great 
variety of displays.” 

In addition to the showroom, a 
new warehouse was also completed 
this month. Both buildings are 
adjacent to the firm’s existing mill- 
work factory and storage ware- 


houses. The entire operation now 
covers a square block. 


The Showroom 


The sales building is 56 x 113. 
The exterior walls are cavity type 
four-inch face brick, a two-inch 
space insulated with vermiculite 
fill with a four-inch cinder block 
backup. Glass walls, eight feet 
high, allow motorists and pedes- 
trians to see the entire store. At 
the end of the building there is a 


(continued on next page) 
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CUSTOMERS DRIVE INSIDE the new warehouse when they need materials. 
This service feature eliminates carrying and saves time of yard workers. 


. im 2 
a 


COLORFUL PAINT DEPARTMENT appeals to women shoppers. Notice the mod- 


ern design for the sales counter 





also sells VAULT in 
PERFORATED HARDBOARD DISPLAY also sells CONCRETE PAINT : 
molding. Slide-out rack for doors is visible at the the basement is fireproof. Con- 


right 


BUILDING Propucts MERCHANDISER 


venient eoncrete ramps help cut 
materials handling time. 


HOME PLANNING ISLAND just 
inside the front door includes a 
selection of color slides and a 
stereo viewer. 


53 








DULUTH STORE 


(begins on page 52) 





blacktopped (150 x 150) parking 
lot. 

The plate glass entrance doors 
are flanked by ornamental plant- 
ings in a concrete curb. Just in- 
side is an island devoted to home 
planning and remodeling with a 
collection of color slides of com- 
pleted jobs and a stereoscope hand 
viewer. 

African mahogany and sliced 
white oak paneling are used in the 


partners’ offices. Floors are oak 
block. Desks—like all other fur- 
nishings in the building — were 
made in the millwork shop. The 
general office section is paneled in 
birch and gumwood covers the 
walls in the credit office. Other 
rooms are finished in a variety of 
wall, ceiling and floor coverings. 
Not including the 18 x 23 paint 
department, the remaining display 
area measures 40 x 100. Company 
officials visited many new stores 
in the area before deciding on the 
most effective designs for display 
islands. Most of the display room 
table tops are the blanks which 
were cut from flush doors where 


“ 
4. 
MEMBERS: WESTERN PINE ASSOCIATION 


ae WEST COAST LUMBERMAM'S ASSOCIATION 


~ 
~ 


J). HERBERT BATE CO., INC. 
30 Church St., New York 8, N. Y., WOrth 4-6363 
1215 Public Service Bidg., Portland, Oregon 
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glass was specified. The blanks, 
formerly a disposal problem, are 
also mounted on wrought iron legs 
to make attractive do-it-yourself 
furniture. 

The large meeting room in the 
basement contains a fully equipped 
kitchen which is used in demon- 
strations. The room is also avail- 
able for contractor-architect meet- 
ings. 


New Warehouse 


The new warehouse adjoining 
the showroom is a concrete block 
building 60 x 170, with a bow- 
string trussed roof. The building 
holds insulation, plywood, roofing 
and plasterboard — all palletized 
and handled by forklift trucks. 
Lumber is stored in three enclosed 
buildings which have a total ca- 
pacity of 1,500,000 board feet. Be- 
sides conventional lumber carts, 
handling equipment includes two 
3,000-pound forklifts, gravity roll- 
er and power belt conveyors. 


Preview of Buildings 


Contractors, architects, city offi- 
cials, bankers and executives of 
lending agencies and their wives 
attended a preview showing of the 
buildings. Despite bad weather, 
about 7,000 visitors thronged the 
grand opening on a Friday and 
Saturday. 

The firm’s advertising program 
includes a weekly 15-minute radio 
newscast; display ads are used on 
the building page several times a 
week. Ad sizes vary from one col- 
umn by four inches to two columns 
by five inches. Billboards are used 
to promote do-it-yourself insula- 
tion jobs. 

The Heimbach Lumber Co. was 
founded in 1883 by the late W. P. 
Heimbach, father of the present 
senior partners, C. M. Heimbach 
and W. P. Heimbach. The third 
generation members of the firm 
are sons of W. P. Heimbach, Sr.: 
W. P. Heimbach, Jr., and Van 
Heimbach. 

Employes number 40, nine of 
whom have been with the company 
for 25 years or more. 


Do You Have a 
Collection Problem? 


One Ohio dealer found that a past 
due charge almost eliminates nui- 
sance accounts. Read how his sys- 
tem works. You'll find it on page 58. 
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Philadelphia Builder 
Sells Entire Development 
In Just One Week! 





All 112 
Split-Level Homes 
Roofed with 
Certain-teed 


Thick Butt 
Shingles 





Popular as split-level homes are, 
it takes something special to sell 
57 in one day—an entire develop- 


ment of 112 in just one week. 


It takes outstanding design. It 
takes good, sound construction. 
And it takes the best in building 


materials 


That's why the “‘specs”’ called for 
Certain-teed Thick Butt Asphalt 


Certain-leed 





Sample Home, Springdell Farms Development, Springfield, Pa. 
Builder: Springdell Corp., Norman Slott, President 


Shingles on every one of these 
Springdell homes. 


Certain-teed Thick Butt Shingles 
are thicker where it does the most 
good—on the part of the shingle 
exposed to the weather. They're 
‘“Millerized’’* for longer life. And 
they come in some of the hand- 
somest colors you've ever seen. 


Colors that contribute even more 


| 
on Wd 





REG. U.S. PAT. OFF. 


Quality made Certain...Satisfaction Guaranteed 


Propucts MERCHANDISER 


Architect: David Slott 
Roofing Contractor: Sam Collum 


here because split-level roofs are 
at eye level and so more impor- 
tant to over-all appearance. 


Are you familiar with Certain-teed 
Asphalt Shingles ? There are styles 
and colors for every type home. 
There are no better asphalt shin- 
gles you can stock and sell today. 


*Special asphalt-impregnating process 
developed by Certain-teed. 


CERTAIN-TEED PRODUCTS CORPORATION 
ARDMORE, PENNSYLVANIA 
EXPORT DEPARTMENT: 100 EAST 42ND ST., NEW YORK 17, N.Y. 


ASPHALT ROOFING « SHINGLES « SIDINGS « ASBESTOS CEMENT ROOFING AND SIDING 


SHINGLES « GYPSUM PLASTER « LATH « WALLBOARD « SHEATHING » ROOF DECKS « 
FIBERGLAS BUILDING INSULATION »* ROOF INSULATION « SIDING CUSHION 
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Competing 
Lumber Dealers 
Sponsor 


Home Show 


; > . ‘Ra 
eng Seng Gn Gee . at 
meetin i SUNT 1 es Sb OM ae 
BLOWTORCH DEMONSTRATES effectiveness of insulation at one of the 54 ex- 
hibits of the Green Bay Building Idea Show. Non-conductivity of insulation 
protects the demonstrator’s hand from heat. 


“Building Ideas for 1954” theme of Wisconsin planned to display only those ma- 
’ terials that go into the construc- 
Lumbermen’s Club program. tion of a house and not to include 
such items usually found in home 
Thirteen competing lumber firms recently to stage a “Building Ideas shows such as electrical appli- 
in the Green Bay area—members for 1954” show. ances and TV sets. 
of the Northeastern Wisconsin “From the very beginning,” says “We were definitely opposed to 
Lumbermen’s Club—joined forces L. H. Wagner, club president, “we (continued on page 124) 








£cash in on our national } 
a * i a . 
i paint it yourself advertising 


Make your place headquarters for the Complete Line of Campbell-Haus- 
feld Compressor Outfits. Display these carefully engineered, sturdily 
built, factory tested outfits for the customer who wants to spray paint 
four to six times faster than he can brush . . . easier and better. 
Campbell-Hausfeld Spray Painting Outfits fit right into the national 
trend to do-it-yourself . . . because it costs less . . . or because they can 
do the job when they want it done. 





increase paint sales by selling sprayers 


When you sell paint, sell Campbell-Hausfeld Paint Sprayers. They belong together. 
If you have a tool rental department, you'll be interested in this letter of Kagel 
Paint & Hardware Company of Wilmington, Delaware: “We have been renting 
tools for some time and yours are the first portable compressors that we ever found 
satisfactory for this purpose ...” Renting Campbell-Hausfeld Sprayers 
sells more paint . . . and frequently renters of equipment apply the 

rental on the purchase price. 


Illustration shows Pressure Queen . . . portable spray painting outfit . , . 

packs power of four cylinders into space usually required for one cylinder. 7 
No tank ... no pulsation. Outperforms all other portable outfits. Good *e 
profit item! Trouble-free! At right . . . PT-24 Material Tank com- q | 
pletes outfit. | 


© Send for catalog of the Complete Line, naming your jobber. 


The CAMPBELL-HAUSFELD CO., 239 Railroad Ave., Harrison, O. PT-24 


Material Tank 


CAMPBELL-HAUSFELD Portable Air Compressors 
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WHY Is LOCKWOOD ‘c’ SERIES 


SMART, INFORMATIVE 


COLORFUL SAMPLE 
PACKAGING 


MOUNTS 


QUICK, ACCURATE INSTALLATION 


When you handle the LOCKWOOD ‘C’ Series, you’re 
selling the finest quality lockset in the low-price field, 
bar none... . feature by feature comparisons prove it. 

Backing up LOCKWOOD quality are beautifully fin- 
ished sampie mounts... well designed packages with 
graphic labeling . . . and LOCKWOOD’S amazing 
SPEEDRIL, the ingenious new installatidn tool that 
guarantees accurate, speedy boring and makes light 
work of hard labor. 


Who can match this combination of selling features? 


LOCKWOOD HARDWARE MANUFACTURING COMPANY 
FITCHBURG, MASSACHUSETTS 
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25,000 ACCOUNTS HANDLED by 16 clerical personnel, are posted on cycle billing 
machines (left) and analysis machines (right) 






PHOTOSTATING ALL BILLS pro- 
vides a permanent record on 16 mm. 
strip film 


Fast Way to Handle Past Due Accounts 





Ohio firm’s 1% monthly assessment The monthly headaches of handling past due ac- 
is big fac : —— ‘ - ; counts has been eliminated by Scott Lumber Com- 
is big factor in eliminating nuisance accounts. 


pany, Bridgeport, Ohio by using department store 
4 
SeOTT =i! 











tiveness of their system. As a standard, one-quarter 
of one per cent has been set up as the past due ac- 
count loss maximum. It is less most of the time. This 
past month it was six hundredths of one per cent! 
The concern’s ten yards, all within a 45-mile radius, 
are each billed separately on different days through- 
out the month. At the central office 16 employes proc- 
ess the billings for all the yards. Mechanical equip- 
ment is utilized wherever possible; this includes post- 
ing machines, automatic ledgers and photostating 


= gece 7 Losses from past due accounts illustrate the effec- 





techniques for their 25,000 customers. 
LUMBER sone Sees 











equipment. 
meron . After a sale is made, one of three copies of the bill- 
" . ing is sent to the accounting department, leaving the 


delivery copy and the original office copy in the yard. 
Upon arrival the data is posted in the files and in the 
ledgers. Photostatic copies of all bills are made on 
- 16 mm. strip film for permanent record. 
ee Tee Billing on ten different account due dates during 
retam On YOUR Ment Bravia - the month maintains an even flow. For example, the 
os Gate Enacne ano cn customers of the Wheeling, W. Va. yard may receive 
vesnience im vemieving | their bills on the 14th of the month while customers 
My stan on Yoi8 GYAYEME of the Steubinville, Ohio yard may be billed on the 
oes 18th. 
Automatically, after 60 days, the third billing of 
accounts that have not been paid receive the standard 
1% past due charge. This is compounded monthly 
" 1 mane 8 until the bill is paid. Very few customers have com- 
aare, rene 2 an plained about past due charges, the firm reports. Most 
customers remit after receiving one or two past due 
4 charges. The policy of a mini ast due charge 
charges. The policy a minimum past due charge 
of 25¢ the third month attracts the attention of small 
———————_—_—_——_———_ quantity purchasers. 
Removable ledger sheets facilitates a monthly as 






























NOTICE OF PAST DUE CHARGE weil as an annual analysis of current accounts out- 

RE EES ET A EC standing. General sales comparisons are also made 

yout account with amount indicated below es « Past Due Charge on that portion of your from the sheets, which have running totals by com- 
belence which lo move then 30 deys peut dus modities, yards and salesmen of sales to date. 

This ie not consid red interest but ise charge made to help defray the extra expense of R. L. Kinney, company treasurer, says, “Our prac- 

handling eestunts Wh past op betaneee tice of adding past due charges to accounts receivable 

You ean avoid turther pest due charges by taking care of your account scoording to our is comparatively new. But, we have found it advan- 


terms which are Met ensh 10 days after billing date shown on pour catement. 





tageous in two ways: first, it helps keep the small 
past due accounts off our books. And secondly, it pro- 































vides a source of revenue that generally covers the 

DATE AND AMOUNT OF CHARGED) | extra expense involved in carrying such accounts.” 

an enere maa emma Founded in 1869, the firm is celebrating its 85th 

ee ee ¥ anniversary. A planing mill, warehouse, sales office 

PAST DUE NOTICE cards are enclosed with the monthly and managerial office are centered in the business 

billing statement which also has notification of past due district of Bridgeport, Ohio. Their retail business 
charge policy averages 7.2% cash sales to 92.8% charge sales. 
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BUILDING 


GOLD SEAL’ 


FLOORS AND WALLS 


ONGOLEUM-NAIRN INC., Kearny, N. J 


Propucts MERCHANDISE! 


$5000 to 


winning customer 


$500 to 


winning dealer 
plus 140 other prizes for both! 











Customer may win $5,000 just by telling why she 

likes the new Gold Seal Tile floor she bought from you. 
Dealer wins by helping a winning customer with entry. 
“Mr. and Mrs. North” are promoting contest now . . . 
through July ... over 49 NBC and other TV stations. 


2 solid months (April, May) of full-color contest ads 


in AMERICAN HOME, SUCCESSFUL FARMING, 
HOUSE BEAUTIFUL BUILDING MANUAL. 
Contest promotes the famous Gold Seal line of 
resilient tile: Linoleum Tile, Rubber Tile, VinylTile, 
Vinylbest Tile, and Ranchtile—one for every kitchen, 
taste, budget. 

Contest on now—runs through to July 31—115 
profit-packed selling days during the big remodeling 
and building season. 

Get in the booming tile business now for as little as 
$25 with the sales-making Gold Seal Tile-O-Matic— 
all stocked and ready to go! (It’s been proven in 
use by over 7,000 successful dealers. ) 


Congoleum-Nairn Inc 
Customer Service Department 
Kearny, N. J 


Please rush full details on the Gold Seal Tile-O-Matic and big 
“Kitchen of the Year” contest 


Name 
Firm 


Address 





| 
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Show your customers 


How to 
Keenan (111 COsts 


’ an 


with Upson 
All Weather Sheathing 


This builder will tell you that “All Weather” is the best name for 
Upson Sheathing. Snow or rain, work continues. And that’s just 
one saving. There are mere. 


In fact, everything about Upson All Weather Sheathing reinforces 
this main point: your customers save. Here’s why. 


Upson All Weather Sheathing costs less to buy, yet offers 
highest quality. Check price lists. Compare. Upson All Weather 
Sheathing does a better job for your customers at less cost. 


Super strong. Made from 6 plies of true-individual wood fibers, 
laminated and scientifically welded together. Eliminates costly 
corner bracing. In fact, Upson All Weather Sheathing meets 
and exceeds requirements of FHA Technical Circular No. 12. 
Also accepted by the Veterans Administration. 


Slashes application costs two ways. 
First, king sizes cover large areas with a single panel section. 
Mr. Roth, contractor, and Mr. R. G. Morgan, of the Now two men can sheathe a house as quickly as four men. 
Upson Co., look over plans. That’s real snow you see, but j 
it didn’t stop application of Upson All Weather Sheathing. Second, exclusive ‘son CuraSeal waterproofing process 
permits continuous work, even in rain or snow. Absolutely 
safe to store outdoors, cuts storage costs. 


Ten different sizes mean material wastage pared to almost 

nothing. Your customers can cover an entire wall with just 

one or two panels. More. Sell as soffits: Upson will cut to size. 
Standard sizes: 2 x 8, 4.x 8, 9, 10, 12. 


King sizes: 8 x 12, 14, 16, 18, and 29. 


Sell Upson All Weather Sheathing for your customer’s next job. 


For full FREE details, mail coupon today! 


UPSON (AY Wester | 
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Upson All Weather Sheathing is super strong, adds tremendous 


Only Upson offers king size sections. Work time cut 50%. 
bracing strength. Your customers save, no costly corner bracing. 


Windows cut out after application, pieces used in gables. 


These men apply CuraSeal waterproofed Upson Sheathing even 


There’s virtually no waste with Upson All Weather Sheathing. 
in a snow storm. Upson is absolutely safe to store outdoors. 


Small pieces from window cut-outs are used to finish gable. 


A greater range of sizes lets you buy sheathing to fit job. 


Apply building paper then siding. No waiting for good weather. 
Only two sections were used on each side of doorway 


Sell your customers on amazing Upson All Weather Sheathing. 





| THE UPSOW COMPAMY 
| 144 Upson Point, Lockport, New York 


| Please rush me FREE folder and Application Instruction Sheet on Upson All Weather 


| Sheathing. 
| NAME 
| COMPANY 
STREET 


CITY 


PROVEN QUALITY YOU CAN TRUST + sosser's name 
| JOBBER'S ADDRESS 


eee eS 
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2. SAFETY COMMITTEE JURISDICTION extends from the 
offices to the farthest loading docks. Committee discusses all 


unsafe practices 


and corrective action; 


reports findings to 


department supervisors. 


1. SAFETY POSTERS and bulletins issued by the 


Ruffin and Payne safety 


committee appear in 


con- 


picuous places in the office, shops and yard. Button 


on R. 8S. Greenwood's lapel 


member of the committee 


signifies 


that he is a 


“‘Accidents Cost Everybody - Safety Saves Everybody’”’ 


With this slogan as a guide, Ruffin & Payne, Inc., 
climbed from expensive rock bottom to the economical top 
of the safety lists in Richmond, Va. Now they’re teaching 
others. Here’s their two-part program: 


Developing a safety program 
pulled Ruffin & Payne, Inc., from 
the bottom to the top of safety lists 
in Richmond, Va., boosted em- 
ployes’ morale and substantially 
reduced overall costs. 

“The Richmond Safety Council 
keeps accident records on all yards 
and woodworking shops in the 
area, and we must admit that we 
were once at the very bottom of 
these lists,” says Craig Ruffin, 
president. “Our accidents were 
costing us money, morale and time 

so we did something about it. 
We developed a safety program.” 

“If only to prove to other deal- 
ers that it can be done—I want to 
say that we are now at the top of 
the safety lists,” Ruffin adds. “Our 
program has been studied by rep- 
resentatives of the state depart- 
ment of labor and industry, and 
the city of Richmond examined our 
system before installing a safety 
program of their own.” 

The firm’s simple but effective 
safety program can be divided 
into two parts: 
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The program for office, mill and 
yards. 


The program for truck drivers. 


1. The Safety Committee 


Watchdog for safety in the Ruf- 
fin & Payne organization is the 
safety committee. The committee 
is composed of seven members— 
each representing a different de- 
partment. The committee serves 
for three months on a rotating 
basis. It meets once a month and 
a stenographer sits in to keep the 
minutes. 

The committee has jurisdiction 
over the entire plant on mat- 
ters of safety. Members watch 
for unsafe conditions—like loose 
stairs, faulty floors and weak rail- 
ings; and unsafe practices, like 
careless handling of equipment 
and materials. All unsafe condi- 
tions and corrective possibilities 
are discussed in the meetings. The 
committee chairman reports find- 
ings to supervisory heads of the 
departments. The department su- 


June 


14, 


pervisors have the responsibility 
of correcting the conditions. 

“We find that allowing the em- 
ployes and department supervisors 
to run the safety program works 
much better than having company 
officers operate it,” says Ruffin. 
“Employes feel that the program 
is their own and results are more 
effective.” 

Wear Safety Buttons 

Ruffin is an ex-officio member of 
the committee and he often sits in 
on the meetings to help emphasize 
the fact that the committee has 
full support of the company. He 
also reads over the minutes of past 
meetings periodically to be sure 
that the committee’s safety recom- 
mendations are carried out. 

Each member of the committee 
wears a safety committee button 
at all times on the job. R. S. Green- 
wood, current safety committee 
chairman, says, “The buttons 
themselves serve as excellent re- 
minders for most of our employes.” 

At the end of each year, em- 
ployes with a perfect safety record 
receive medals during a special 
ceremony. Some of the 115 em- 
ployes have won medals signifying 
accident-free work for 10 years. 


2. Drivers’ Safety Program 
“Our safety program for drivers 
\ MERICAN 


1954, LUMBERMAN (& 





SATEZY PAYS - STOP AccID: WTS 
VEHICLE OPERATORS 


SCORE BOARD 


3. “THE STINK SHEET” reveals the accident rec 
ords of each driver. Drivers with clean safety records 
for the year receive medals and cash awards 


is derived from the program devel- 
oped by the Lumbermens Mutual 
Casualty Co.,” says Ruffin. “The 
company provides us with general 
information on procedure and 
handbooks on safety for all of our 
drivers. Whenever a new driver is 
hired, a supervisory employe goes 
over the booklet with him to make 
sure he understands it thoroughly. 

“An outstanding feature of the 
drivers’ program is the vehicle 
operators’ scoreboard which is 
posted in the shipping room where 
all can see it,” says Ruffin, “and 
it is extremely effective in keeping 
the drivers safety-conscious.” 

Called the “stink-sheet” by the 
drivers, the 3’x4’ scoreboard con- 
tains the names of the 12 drivers 
and a listing of the months. When- 
ever a driver is involved in an ac- 
cident—regardless of how minor 

the full particulars are posted in 
the proper month opposite the 
driver’s name. 

Drivers Receive Awards 

At the end of the year, drivers 
with an accident-free record re- 
ceive a safe-driving medal and a 
small cash award. 

“The stink-sheet really keeps us 
on our toes,” says one driver, “be- 
cause nobody wants to have his 
mistakes written up where every- 
body can see them to laugh at.” 

Summarizing, Ruffin said: “We 
feel our safety program gives our 
employes a personal feeling of be- 
longing to our firm and it helps 
them to realize that the firm is 
genuinely interested in their wel- 
fare. We also believe our program 
definitely has helped protect our 
employes, our customers and the 
public. It certainly has prevented 
property damage to our own 
equipment and others’, too,” Ruffin 
concludes. 


BuiILpInGc Propucts MERCHANDISER 


4. TRUCK CAB SAFETY REMINDERS carry a different 
message each month. The tiny posters fit into a metal holder 
on the glove compartment 








It’s not always the FASTEST one who 





gets there FIRST.. 


in the 
\ 
SAFEST + Way 


Ly} 
= 
KEMPER INSURANCE 








A GOOD RULE: 


Follow at 


KEMPER INSURANCE 





EXAMPLES OF REMINDERS for the truck cabs are reproduced here. The re 


minders, which come in varying colors, are furnished to the firm by the Lumber- 
mens Mutual Casualty Co 
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typical quote, one of the many received: 


“Right off the bat, 1 had 20 calls and made 9 sales 


as a result of the Weldwood Life promotion.” 


Frank G. Traeger, Traeger & Sons 
Montclair, New Jersey 


L. Odabashian Co., San Mateo, Calif. “This is the first time, 
industry wise, that we have had an opportunity to really tell a 


selling story. It's bringing in business—it will bring in more!” 


Hammond Lumber Co., San Fernando, Calif. “We were amazed 
to see so many new faces. I’m sure it was the Weldwood Life ad 
that pulled many of them in, We are more than satisfied.’ 


Huber Lumber Co., Norwood, Ohio. “| personally had three 
direct calls as a result of the Weldwood ad in Life the very first 
day. You can't beat manufacturers’ support like this 


Wrightson Lumber Co., N. Hollywood, Calif. “It’s going to put 
Weldwood in a lot of homes. Customers know what we are talking 
about because they read about it in the Weldwood advertising.” 


Eat C$ Bi? 


you sow 
this 
beoutiful 


WELDWOOD 
WALL 
PANELING 











6430 Lumber Dealers from coast to coast 
tie in with Weldwood LIFE advertisement 


Talk about a howling success, the recent Weldwood Life 
promotion seems to have lifted sales right off the ground 
for many lumber dealers—that’s what they tell us! 


Best of all, the Weldwood sales being made are high unit 
profit sales—and that’s the only kind that pays off! 


WELDWOOD—the best known name in plywood with the 


con sumer! 


THE LIFE PROMOTION is an example of the all-out merchan- 
dising job Weldwood is doing to bring “money-in-hand”’ 
business into your lumber yard. Hard-selling Weldwood 
advertisements are also appearing in other leading maga- 
zines as well! Every ad is designed to tell and sell the huge 
do-it-yourself market on how easy it is to install the beauti- 
ful Weldwood paneling shown. Even more important, every 
ad says, “get it at your lumber dealer's!” And, don’t forget, 
our distributing warehouses carry a $25,000,000 inventory 
to augment your own stocks! 


WELDWOOD—the best known name in plywood with the 
builder! 


WELDWOOD TAKES A BEAD on the builder business, too! 
Each and every month sees a double-page Weldwood ad- 
vertisement in leading builder publications. “Weldwood 
interiors help sell homes faster, superior Weldwood Douglas 
Fir Plywood speeds the job, StayStrate® doors are guaranteed 
for life!’ No selling message is left unsaid to boost your 
builder sales! 


PLACE AN ORDER with your Weldwood sales representative 
today! Ask him about point-of-sale displays and other sales 
aids which will help you tie in with the big sales pro- 
motional job Weldwood is doing. Join the thousands of 


Weldwood lumber dealers who are ringing high notes on 
the till! 


FOR FURTHER INFORMATION call today at any of the 73 
United States Plywood or | 5.-Mengel Plywoods distribut- 
ing units in principal cities, or mail coupon. 


Ss 
Pruit’s Plywood & Hardware Co., Los Angeles, Calif. 
“Weldwood has been selling terrific for me and this promotion 
had a lot to do with it. Customers were really presold!” 


“The Weldwood Life ad 
brought many inquiries. A lot of people had been thinking of 
doing something—that Weldwood ad brought them to Life.” 


; ; AME RC ary ~~ 
Practical | == 


Big hard-hitting Weldwood advertisements appear in these 
leading consumer and building publications too! They regularly 
reach millions of interested readers, your customers! 


Restrick Lumber Co., Detroit, Michigan. “U.S. Plywood’s ad in Life 
was a big help to us at the local level. Would like to see more good 
selling jobs done like this in the industry.” 


ay 
Weldwood 


United States Plywood Corporation 
WORLD'S LARGEST PLY WOOD ORGANIZATION 
35 West 44th Street, New York 36, N. Y. 
U.S.-Mengel Plywoods, Inc., Louisville, Ky 
In Canada, Weldwood Plywood L’d., Woodstock and Toronto 


United States Plywood Corporation 
Box 61, New York 46, N. Y. 


Please have your sales representative contact me with full details 
about the complete Weldwood line and sales promotional material 


Pes bake vacier 


eee 





DO-IT-YOURSELF DEMONSTRATIONS bring customers to all four sponsors of the lively TV program. 


Non-Competing Dealers Sponsor TV Show 


This is the second in a series of 
articles on television as an adve? 
tising media for retail building ma 
terials dealers. The first article, 
“New Television Programs for Big 
and Small-Town Dealers,” appeared 
in the February 22nd issue. 

The next article in this series will 
describe how a wholesaler promotes 
his retail dealers over TV. Watch 
for this article—another American 
Lumberman exclusive. 


The Editors 


Multiple sponsorship of one tele- 
vision show in New Haven, Conn., 
produces results while splitting 
the cost between three non-compet- 
ing yards and a bank. For the past 
15 weeks the television program 
“Do-It-Yourself” has been viewed 
over station WNHC Thursday at 
7:15 p.m. by most of Connecticut. 

Generally, an extensive televi- 
sion series is beyond the advertis- 
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Three Connecticut dealers and a bank benefit from 
joint sponsorship of weekly do-it-yourself program. 


ing budget of the smaller building 
materials dealer. A group of non- 
competing yards, taking advantage 
of TV coverage, can keep the cost 
down without appreciably diluting 
the advertising value. 


Steps Up Store Sales 


Sponsored by the Capital City 
Lumber Company, Hartford, the 
Drazen Lumber Company, New 
Haven, the J. E. Sinith and Com- 
pany, Inc., Waterbury and the 
Tradesmens National Bank of New 
Haven, the program is increasing 
store traffic, states E. S. Smith of 
J. E. Smith and Company. 

“We received 1,332 replies in two 
days after a request to write for a 
free booklet on power tools,” he 
reports. The station staff claims 
the program attracts more mail 
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than any other they have had. 

The partnership has extended to 
the Tradesmens National Bank be- 
cause of the large volume of mod- 
ernization financing they handle. 
They feel a similar cooperative ef- 
fort can be established in other 
towns. 


The weekly program features a 
home improvement project or a 
demonstration of power tools. The 
15-minute program only begins to 
“teach” the homeowner how-to-do- 
it. Viewers are requested to obtain 
work sheets from the lumberyard 
which explain and illustrate the 
weekly project. A manual training 
teacher and the industrial arts di- 
rector of the New Haven schools 
participate in the live TV pro- 
duction. 
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profitable items 
that are easy to sell 





S' pPorTED by Pittsburgh’s extensive consumer advertising 

campaigns, these Pittsburgh Door Mirrors, Wall Mirrors 
and Furniture Tops practically sell themselves. Give them a 
little display space . . . back them up with free merchandising 
aids... point out to your customers the blue Pittsburgh Label 
famous mark of quality plate glass . . . and you'll find that 
these three glass items will bring you quick, easy profits. For 
further information, write the Pittsburgh Plate Glass Com- 


yany, Room 4181,632 Fort Duquesne Blvd., Pittsburgh 22, Pa. 
pany | g 


WHETHER she lives in a small apartment or a 
large house, whether her furnishings are tradi- 
tional or modern, every homemaker wants at 
least one door mirror. As an aid to good groom 
ing, a door mirror is invaluable . .. and it adds to 
the attractiveness of the home, too, Pittsburgh 
Door Mirrors are 68” high for fulldength vision 
. and plate glass for accurate reflections. 


~ 


A GENEROUS-SIZED wall mirror adds dramatic beauty to any room... that’s why more and more HOMEMAKERS don’t have to be sold on che idea 

home-owners and decorators are including structural mirrors in their decorating plans. And nw of protecting their furniture with Pittsburgh 

the new mirror brackets—a recent Pittsburgh development—make it easy for your customers to Plate Glass Tops. They know how a glass top 

install even giant-sizeG wall mirrors the nselves. will end their worries about cigarette burns 
scratches and stains, and they like the fact that 
glass tops, while protecting the surface, reveal 
the full beauty of well-polished wood. 


PAINTS - GLASS - CHEMICALS - BRUSHES - PLASTICS - FIBER GLASS 


G . 
ARas S's ee, PrEmrtrs GEASS COMPANY 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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Latch onto More Hardware Sales 


The hardware market is expanding as do-it-yourself 
repairs and home ownership increase. Step up your profits 


with these dealer-tested ideas. 


nase | wi 
‘HARDWARE 


SELF-SERVICE DISPLAYS for small hardware items are 
now available from several manufacturers. Above, is an 
acetate slide cover boxed item, which is packaged to appeal 
to the feminine market. P. BD. Thibert Lumber Co., Spring- 
field, Mass., says household hardware sales increased 300% 
in 90 days after installing a merchandiser similar to the 
one at top of page 
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How to sell 
more HARDWARE 


Sixth in a merchandising series 


New hardware designs and ma- 
terials, attractively packaged and 
displayed, combined with national 
manufacturers’ advertising are 
helping promotion-wise dealers 
ring up extra profits from hard- 
ware sales to the do-it-yourself 
market. 

The builders hardware market 
had been dictated by new construc- 
tion until remodeling and do-it- 
yourself home improvements came 
into the picture. Many older homes 
are now ripe for remodeling and 
this opens a tremendous potential 
for both building material and 
hardware sales. Women are the 
key to this market and manufac- 
turers have designed hardware to 
meet feminine tastes and backed 
it up with a barrage of consumer 
magazine advertising. 

Sales have increased since home- 
owners are becoming “hardware 
conscious” through national pro- 
motion. Now besides the big-ticket 
contractor sales, building supply 
dealers are picking up added sales 
from: 

—Owners finishing shell home 
interiors themselves 
Do-it-yourself remodeling and 
repairs 

—Cabinet and builders’ hard- 
ware replacement 
Impulse sales 
hardware 
Cabinet hardware for unfin- 
ished furniture 


-Workshop hobbyists 
-Packaged “matched” hard- 
ware aimed at the feminine 
market. 


of packaged 
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To capitalize on this relatively 
new market, dealers are adopting 
new promotion and merchandising 
ideas. They are increasing their 
advertising budgets, departmental- 
izing stores, using better displays 
and signs, stocking more prepack- 
aged hardware, employing and 
training more consumer salesmen, 
sponsoring home shows and do-it- 
yourself demonstrations and, in 
some cases, even adopting self- 
service. 

It always hasn’t been easy for a 
lumber dealer, trained in the tra- 
dition of service-type selling, to 
switch to a quick-service type sell- 
ing which greatly speeds the 
“nickel-and-dime” sales that re- 
quire no personal selling. 


Manufacturers have given the 
dealer plenty of ammunition if he 
wants to use quick-service selling 
to meet the challenge of chain 
stores and supermarkets. Nails, 
screws, drawer pulls, knobs, screen 
door hardware sets and many other 
items are prepackaged and often 
mounted on _ attractive boards. 
Matched sets of builders’ hard- 
ware are boxed in easy-to-stock 
cartons. 

The hardware market is defi- 
nitely booming. But each dealer 
must plan intelligently to get his 
share of the business. A _ well- 
rounded sales program is neces- 
sary and these points must be 
considered: 


Store Displays must sell hard- 
ware and not merely create effects. 
Quick-service selling requires put- 
ting a maximum of merchandise 
before the customer and display- 
ing it so he can buy without sales 
assistance. 

High, dusty shelves are being 
replaced in many stores by eye- 
level displays. The exterior cabi- 
net door is used to display hard- 
ware stored inside. This exposes 
the customer to the maximum num- 
ber of hardware items. 


Stores are fanning out horizon- 
tally to make room for wider aisles 
and island-type displays. With this 
type display feature and seasonal 
items can be rotated regularly and 
not lose their sales appeal as cus- 
tomers get accustomed to them. 


Manufacturers’ Displays can be 
used to advantage by small dealers 
to compensate for a limited sales 
staff. Many manufacturers’ dis- 
plays are now prepared with the 
small dealer in mind to make up 
for his lack of a merchandising 
manager. The most effective 
counter displays are those that 
contain actual samples rather than 
photographs. Carded merchandise 
with the price imprinted is espe- 
cially effective in attracting im- 
pulse sales. This type display has 
the added advantage of being easy 
to inventory. 


Buttpinc Propucts MERCHANDISER 


Impulse Sales can be increased 
with attractive displays. Moving a 
bolt bar from the rear to the front 
of the store increased sales in one 
instance. Bolts, previously a slow 
mover, became a fast seller and no 
comparable space is returning a 
comparatively greater profit. 

A common error in impulse mer- 
chandising is to display too many 
specialty items such as garden 
tools and neglect regular builders’ 
hardware, nails, screen door 
latches and other seasonal items. 
The object of impulse merchandis- 
ing is to suggest or remind cus- 
tomers of hardware items they 
could use around the house. 


Personal Service has a definite 
place in even quick-service stores. 
The Regal Lumber Co., Falconer, 
N. Y., recently redesigned its hard- 
ware department to prime custom- 
ers for impulse sales and self- 
service. But Regal soon learned 
that self-service was too imper- 
sonal and didn’t encourage the 
customer to bring his building 
problems to the dealer. Now Regal 
supplements self-service with a 
competent staff to give the cus- 
tomer advice and personal service 
on his building problems. 


The Rosenthal Lumber & Fuel 
Co., Crystal Lake, Ill., adopted a 
similar plan. Three years ago its 
store was remodeled to cater to 
women and quick-service. Now a 
steady flow of customers keeps 
three salesmen busy wrapping 
purchases and answering ques- 
tions about installation. A high 
school student and a housewife 
work part-time to assist during 
the rush hours. 


Regular Advertising. Even the 
finest lumber and building supply 
store needs promotion. Consistent 
advertising keeps the public aware 
of the products ycu handle and 
there are plenty of seasonal items 
to inspire hardware ads. Items 
should be illustrated, described 
and priced. It’s a mistake to cut 
down on advertising when compe- 
tition gets tough. 


Signs are silent salesmen. A 


good sign capitalizes on store 
traffic, drawing attention to special 
items to take up the slack left by 
less personal selling. Signs which 
are descriptive and contain more 
than just the price of the item are 

excellent impulse sales boosters. 
Tags are a vital adjunct to any 
type promotion. Descriptive tags 
offer suggestions about the uses 
and care of the merchandise. They 
also help salesmen do a better job 
by providing product information. 
Literature helps prime prospects 
for future hardware sales. During 
an open house at the branch yard 
of the E. C. Henry Lumber Co., 
(continued on next page) 


MATCHED LOCK AND LATCH SETS 
in a mass display offer the customer a 
wide choice and increased sales at the 
Milot Brothers Lumber Cs., Woon- 
socket, R. I. 


WORKING MODELS of mounted door 
hardware at the Rosenthal Lumber 
Co., Crystal Lake, Ill, interests a 
housewife. Step counters are used to 
display a maximum of hardware items 
in a limited space. 


Courtesy American Hardware Corp. 


MOUNTED CABINET HARDWARE in 
matched sets is attractively displayed 
on a rotating panel. Items displayed 
are individually packaged on _ the 
counter. 








HARDWARE SALES 


(begins on page 68) 





Port Henry, N. Y., last fall plenty 
of literature was handed out. 
Months later people were inquir- 
ing about products never before 
sold in the area. Inquiries showed 
that literature picked up at the 
open house had presold the cus- 
tomers before they came into the 
yard. 


Packaged Merchandise is rela- 
tively new in the hardware field. 
Packaging bolts, washers, nails, 
screws and other in _ pre-priced 
containers increases self-service 
and impulse sales. Prepackaging 
nails and screws cuts down on pil- 
ferage and spares the salesman 
the long minutes he has to ignore 
a big-ticket customer while he 
counts out a quarter’s worth of a 
bulk item. 


Sales Training is important. A 
lively, profitable hardware depart- 
ment can almost always be traced 
to informed, enthusiastic person- 
nel. This doesn’t just happen but 
is the result of sustained training 
by management. Salesmen should 
be briefed about every new prod- 
uct before it is placed on the 
counter. 


Salesmen should wear some type 
of identification, either a badge or 
a special jacket so they can be 
easily recognized by customers. 

Adequate Stocks must be kept 
on the selling floor. Under quick 
service forward stocks in some 
categories must be increased from 
10% to 30% and promptly replen- 
ished. In many stores about 50% 
of the week’s volume is sold in 12 
to 15 hours during the week. Sears 
reports that in some of its stores 
70% of the week’s total business 
is done in eight or nine hours. To 
eliminate walkouts because of in- 
adequate stocks dealers must 
maintain an adequate inventory. 


Companion Items like paint or 
unfinished furniture will stimulate 
extra hardware sales. Buyers of 
unfinished furniture alone offer 
hundreds of sales for drawer pulls. 
Women especially are likely cus- 
tomers for cabinet hardware be- 
cause they have learned long ago 
what new knobs or hinges can do 
toward perking up their kitchen. 

Major home improvements offer 
an opportunity for volume hard- 
ware sales. Salesmen should be 
encouraged to suggest hardware 
items when selling other building 
materials. Every home planning 
center should have a working dis- 
play of hardware. 





The WINDSOR LOCKS LUMBER Co. 
Quality Hardware 








tasy Payment @ Terms Arranged 
Por the Finest in “Hardware for the Home” Stop in at 


The WINDSOR LOCKS LUMBER Co. 


36 SUFFIELD STREET . Phone 2.3521 


OPEN ALE BAY SATURDAY + PLENTY of PARKING SPACE 











NEWSPAPER AD suggests uses and 
lists the types of hardware stocked by 
the Windsor Locks (Conn.) Lumber 
Co. All illustrations are from Ameri- 
can Lumberman’s ADservice. 





Weather-Tite 


SASH LOCK 
Does Everything! 


@ Stops wind — drafts 
@ Draws meeting rails tightly together 
@ Locks sash securely 


Everything! 


Has 
@ Beauty of design 
Low smooth silhouette 


Complements today’s architectural styling 
Ease of positive operation 


bk h 
/An Exclusive! | 
/ 
Unique design of strike makes it neces / 
sary to completely unlock IVES Weather 
Tite. before window can be opened. No 


projecting parts to gouge and daniage 
upper sash! 


Made in Cast Brass — 
Bronze — Permanent 
Molded Aluminum 


ORDER from Your WHOLESALER 


Ee aes oe Bee. fee ee ee See 


CONN. 
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Sell 


DONLEY VENTILATORS a TQDAY?'.,.. . YES 
for GREATER PROFITS /” TOMORROW? . YES 


ALWAYS? ... . . YES becbt 


We Grow 0 
mil vmlait? 


Triangular ven- 
tilators for a 
variety of roof 
pitches. Larger 
capacity two- 
piece design 
available. 


Builders and architects every 
where specify Donley metal 
louver ventilators. These units 
ieved national recog 
Half-circle style 
has 116-square 
sturdy construction. When inches of free 
J air passage, ex- 
ell Donley ventilators cluding screen 
effect 


their high quality 


you can be sure of customer 
satisfaction and repeat orders 
The complete line will answer 


every builder's need 


nley ventilators are made 


f heavy gauge steel or alu 





minum, all electrically welded 

for strength and durability 

with insect screening fastened 

to inside face. Steel units have 

baked-on paint finish. All Quarter - circle 
for use in pairs 

have definite and fixed free with 112-square 


inches of free 
area. 


air opening 

The Donley line includes sizes 
and types to meet any venti 
lating need to suit any ar 
chitectural style. In addition 
to the types shown nip 
of ventilators, brick vents 


»undation ventilators are 


greater 
stock the Donley 


tal building products 


Write today for the new 
24-page illustrated cat- 7 . a ~~ . ri 
alog describing the com- Rectangular . m lex’ ~ eae 


‘ i ; 
plete line of Donley ,iype available m 


metal building products in ten sizes bike trim pi ony bright trade and gre des 
__' marked boards and dimension. 


Southern supplies you with quality 
for quality customers . . . owen 


THE DONLEY BROTHERS COMPANY _ SOUTHERN LUMBER C0 


13928 MILES AVENUE + CLEVELAND 5, OHIO A'RRE N., 4 RK AN SAS 


e 
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DEALER POINTERS __ 





Display Sells Both Tools 
and Perforated Hardboard 





yellow, the partition-like display 
juts into the room at the rear of the 
hardware department where it can 
be seen plainly from any point in 
the showroom. 

“We formerly used an island dis- 
play for hand tools,” says M. A. 
Wilkinson, manager of the hard- 
ware department. “This was in- 
effective because tools were difficult 
to see and the display was a great 
dust catcher. The perforated hard- 
board display keeps the merchan- 
dise clean and it allows frequent 
and easy changing of the merchan- 


” 


dise 


Wilkinson adds, “One man walked 
in and saw our display and imme- 
diately bought enough of the per- 
forated hardboard to line the entire 
interior of his garage for tool and 
































Folding Door 
Good Working Display 


Sales of several folding door 
units have resulted for the D. 
Baker & Son Co., Grand Haven, 
Mich., with the help of this work- 
ing display which enables custom- 
ers to examine the product under 
“in-service” conditions. 

C. D. VanDoorne, company 
draftsman shown examining the 
door, says the wall panel at the 







left was covered with shorts of oak 
flooring to help illustrate the 


sales 


Healthy 
hand 


both 
hard- 


increases in 
perforated 


implement storage. Other custom- 
ers have purchased the hardboard 





tools and 












ae 4 £ > > 
board have resulted for the Edwards for use in kitchen cabinets, clos- sone ellie speed yaar ethane 
Sash, Door and Lumber Co., Tampa, ets, utility rooms, sewing rooms self wrought iron legs and a flush 
Fla., since the installation of this and to make ventilated hampers for door—is used to display litera- 
& x 8 display. Painted a bright clothes.” ture. 













Increase your Flooring Profits with 
.PADGETT-SMITH OAK FLOORING. 


wat 

























































BETTER SERVICE BETTER QUALITY 





DIRECT VAN DELIVERY 
(Within 600 mile radius) 
Coast-to-Coast Rail Shipment 


P.S. Here is beautiful top-quality 
flooring that is manufactured 
genuine Ozark Mountain Oak. 
End-matched, NOFMA graded and 

carefully seasoned makes Padgett-Smith 
Oak Flooring easy to sell at a nice profit 
for you. It 


from 


will pay you to investigate. 


Representatives in most states. Write or phone for particulars. 


Phone 31 


Mountain View, Mo 


Papeert. OmitH FLOORING COMPANY 
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take a 
good look at 


INCENSE CEDAR 





one of 10 woods from the 


WESTERN y NF region 


Great resistance te decay, fine dimensional stability, 
high insulation quality make Incense Cedar a superior 
wood for all weather-exposed jobs. Lightweight, workable, 
paintable, it is an economical wood. Its reddish-brown 
color, silky surface, delicate grain and spicy fragrance 
suit it for fine woodwork and closet linings. 


Incense Cedar comes in 3 select and 5 common grades. 
You can order it in mixed cars—together with the other 
woods of the Western Pine region—from most Western 
Pine Association member mills. 


IDAHO WHITE PINE 
PONDEROSA PINE 
SUGAR PINE 


the Western Pines 


INCENSE CEDAR 
LARCH 

DOUGLAS FIR 
WHITE FIR 
ENGELMANN SPRUCE 
RED CEDAR 
LODGEPOLE PINE 


the Associated Woods 


get the facts INF} les (EP AR 
to help you sell ||\UL/VOE UL IA 
Write for the FREE illustrated booklet to 
WESTERN PINE ASSOCIATION 


Yeon Bidg., Portland 4, Oregon 





SUILDING PRopucTS MERCHANDISER 


ARMSTRONG 
QUALITY 


SEALING 
COMPOUNDS 


ey 


‘ 
UU concn 33 GLAZING 


Ries sure <i COMPOUND 


“Do-it-Yourselfers"’ are using tons of 
ELASTIC ‘'33"' Compound annually. Great 
favorite for glazing windows, patching 
nail holes before painting, setting plumb- 
ing fixtures etc. Does not crack, crumble 
or chip off. Easy to apply. Outlasts ordi- 
nary putty many times over. Comes in 
1, 5-lb. and larger containers. 


KWIK-SEAL 


BATH TUB 
SEALER 


FOR TILE AND TUBS 


Big 6-fluid oz. tube: 50% more mate- 
rial — 21% lower price. Home owners 
prefer Kwik-Seal 6-to-1, Easy to apply. 
Adheres to any surface and dries quickly 
to a smooth, hard, white finish. 


FOR SEALING ‘Sipe 
=| AROUND WINDOWSMW 
a AND DOORS | 


The average home has a score of 
places which need caulking. Sell them 
this top quality, gun-grade compound at 
a very attractive price. It's ELASTIC — 
won't crack or crumble. Comes in both 
bulk and cartridge containers. 


GUN GRADE 


JKING COMPOUM 


ld 


ORDER FROM 
YOUR JOBBER 


The ARMSTRONG COMPANY 


CHICACO DETROIT DALLAS CHARLOTTE, N. ¢ 





RICHMOND, CALIF 
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How Does Price Cutting Affect Your Profits? 


Use this step-by-step method and prove to yourself 
how volume must be controlled to offset price fluctuations. 


By W. F. Schaphorst 

Ever since the termination of 
World War II builders and build- 
ing supply dealers have been sub- 
jected to a number of surprises as 
well as disappointments. Prices 
were higher during the war, as ev- 
ery builder and dealer knows. 
Many items were difficult and even 
impossible to procure, and, as ev- 
ery reader doubtless recalls, plans 
were made by the government bu- 
reaus and by nearly everybody 
else to do things “differently” than 
after World War No. 1. 

In general the aims were: prices 
were to be reduced: wages were to 
be increased; there was to be no 
inflation; everybody would live 
happily together in Willkie’s ideal- 
istic One World. And so on. In fact 
this writer was so certain that 
prices would be reduced that he 
wrote an article on “The High 
Cost of Cutting Prices.’’ The ar- 
ticle apparently aroused consider- 
able interest as the writer has re- 
ceived some “fan mail” concerning 
it. 

But, sad to relate, prices have 
been increased instead of being re- 
duced, and now many dealers and 
builders are wondering about the 
cost of steadily raising prices, par- 
ticularly in the event that volume 
drops due to those higher prices. 

One prominent company asked 
this writer, “How about it? We 
saw your article on ‘Cutting 
Prices.’ Is it as hazardous to raise 
prices as it is to reduce prices? 
We, naturallly, are very much in- 
terested in knowing.” 


Cost of Raising Prices 


The answer, briefly, is “no.” It 
is not as hazardous to raise prices, 
initially, as it is to cut prices. Of 
course, the writer is considering 
this from the selfish viewpoint of 
the dealer principally, and not 
from the national viewpoint. Rais- 
ing prices does assist in promoting 
inflation, and as this writer sees 
it, labor is largely responsible for 
the present sky-rocketing trend, 
aided by vote-seeking politicians. 
Dealers and builders are just 
about helpless because their com- 
bined votes amount to almost noth- 
ing when compared with labor’s 
huge vote. 

But going back to the cost of 
raising prices, here is what hap- 
pens when you CUT prices, as was 
shown in the writer’s above-men- 
tioned original article: 

Cut your price 5% and you will have 
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to increase your volume 25% 

Cut your price 10% and you will have 
to increase your volume 67% 
Cut your price 12',% and you will 
have to increase your volume 100% 
Cut your price 15% and you will have 
to increase your volume 150% 


The above table is based on a 
normal profit of 3314%. It looks 
serious from the very beginning. 
Some readers have declared that 
the table is incorrect, but it is cor- 
rect. Cut your prices a mere 10% 
and you will have to increase your 
volume 67% in order to “make up”’ 
the loss due to price cutting, pro- 
vided your profit is 3344% and 
other costs remain the same. 

On the other hand, now, in the 
event that you lose volume for one 
reason or another to the extent of 
10%, and your profit is 30%, it 
is necessary merely to raise your 
profit to 34° on the remaining 
90°% of volume in order to make 
up for the loss in volume. That 
amount of increase would scarcely 
be noticeable to your customers. 
Here is a table that tells the story, 
based on a normal profit of 30%: 


For a volume loss of 10% your profit, 
based on cost, must be 34% 


For a volume loss of 20% your profit, 
based on cost, must be 40% 


For a volume loss of 30% your profit 
based on cost, must be 49% 

For a volume loss of 40% your profit, 
based on cost, must be 62% 

For a volume loss of 50% your profit, 
based on cost, must be 85% 


For a volume loss of 60% your profit, 
based on cost, must be 136% 


For a volume loss of 70% your profit, 
based on cost, must be 333% 


The above increases in profits, 
as will be noted, are not at all se- 
rious in the early stages of re- 
duced volume. Thus, as already 
pointed out, where the reduced 
volume is 10% you merely step up 
the profits from 30% to 34%, 
which isn’t much. If the reduced 
volume is even 20% you step up 
the profits from 30% to 40%, 
which isn’t so bad either. But 
from there on conditions become 
rapidly worse. Thus if the volume 
is reduced 40% you must more 
than double your profits on your 
costs, and such an act would very 
likely be noticeable to your cus- 
tomers and might cause further 
falling off in volume, which would 
be bad, of course. 








The Method 


in the column at the right 


B—Add 1 to A 


10%, put it down as 0.10 
D—Multiply B by C 

E—Subtract D from 1 
F—Divide A by E 





A—What wos your profit before your volume was 
reduced? If it was 30%, put it down as 0.30 


C—What is the reduction ir your volume? 


A Problem 
Worked Out 








Try This Formula 


In an effort to be of real assist- 
ance so that any dealer or build- 
er can do his own computing, here 
is a step-by-step method that you 
can apply to your own business. 
It is quite possible that your nor- 
mal profit is not 30%. Maybe it is 
20%. Maybe it is 50% Whatever 
it is, the following simplified meth- 
od is applicable. Just fill in your 
own figures. 
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That’s the method. The answer, 
as is the table above, is 34%. Now 
try this in order to make certain 
that you have learned how to ap- 
ply the above method: If your 
normal profit is 50% and your re- 
duced volume is 20%, what must 
your profit be on the remaining 
80% of volume, based on costs? 

The answer is 72%. Did you 
work it out correctly? Next, if you 
did work it out correctly, apply the 
method to your own business and 
your own conditions. 
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“A salute to those who made it possible” * 





























Especially fcr ventilation — 


Fenestra Commercial Projected 
Stee! Windows 


Stores, laundries and other buildings where good ventilation and 
screening are important will find these windows just the ticket. 





Especially for protection — 


Fenestra Security Windows 


A Fenestra Security Steel Window guards against burglary the 


moment it is installed. The reason: the strong steel grille is an 
The two vents may be opened, even in rain. Then, the top vent integral part of the window. 


becomes a protective canopy. And the bottom vent tilts inward, This Combination Window and Grille is ideal for warehouses, 
to shed rain out. 


stock rooms, rears of stores—wherever protection is needed. It 


Fenestra Screens slip on easily and quickly .. . from inside. offers good ventilation. Screens go on easily from inside. 


Designed for your 


Commercial / Industrial market 


You'll get more commercial and industrial business by selling 
windows like these. The reason: each offers specific advantages 
that benefit the market. 

Like all other Fenestra* Windows, these two models are also 
available Super Hot-Dip Galvanized—and they'll never need 
painting. A processed unit costs no more than an ordinary steel 
window with two field coats of paint inside and out. 

Keep commercial and industrial sales high by selling the ™~ eee 
advantages of these windows—two types from the famous 

FENESTRA 

Fenestra line. 


SUPER-GALVANIZING 


For more information about them, call your Fenestra Repre- 


sentative (listed in the yellow pages of principal city phone BEND TEST shows why Fenestra Steel Windows are called Super 
books) or write the Detroit Steel Products Company, Dept. Het-Dip Gaivanized. When two pieces of galvanized siesl ore 


a. . , mia . bent, then straightened, some types of galvanizing crack open, 
AL-G6, 2246 East Grand Blvd., Detroit bz. Michigan. * leaving the steel vulnerable. The Fenestra piece stays protected. 


, SUPER HOT-DIP 
* Your desire to offer better products for particular needs 
encouraged us to develop the Fenestra Security Window V7 GALVA NIZ ED IN DUSTRIAL 
and the Fenestra Commercial Projected Window Ss. GZ STEEL WINDOWS 
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Ghe Ancient and Honorable 
ORDER OF GHE 


BANDAGED GHUMB 


A Division of the 
MERRICK LUMBER CO., Holyoke, Massachusetts 


‘Know all men by these presents, that 


«49 Laurence Ames 29>. 


is a recognized member in good standing, now and forevermore, of the most ancient 
guild of those who believe in doing things for themselves. The owner hereof has 
faithfully met all the requirements of the society, that he has banged thumbs, 
raised blood blisters, and did other damage to his body in the pursuit of his project. 


Be it further recognized that he is entitled to talk about dados, channels, mor- 
tises, and the various grades of lumber and other building materials, and those who 
know less than he does must maintain a respectful silence in his presence. 


Given under my thumb this 14th day of . May 1954 


with the strong admonition of the Society — 


“Brother ... Watch Ghat Ghumb!” Kigmnead KY SZ Lfersohe AL 
BGR Leds Gad POEL EE SESS 


Copyright 1954- Baker. De 


BANDAGED THUMB CERTIFICATE arouses interest. Certificate is copyrighted, but 
dealers interested in using this promotional idea may write to Merrick’s for details 











Merrick is on the Move Again 


Staid New England organization comes to life with a Mass. Like so many old-time lum- 

ees 2499 . ber firms, Merrick’s with its excel- 

git-up-and-git” sales promotion program. lent custom wood-working plant 

and contractor trade, was content 

to follow a “business-as-usual” 

Good public relations is helping policy until sharply-declining sales 
breathe new life into the 83-year- dictated otherwise. 


MERRICK LUMBER COMPANY old Merrick Lumber Co., Holyoke, In the last two months, Mer- 
Appleton Street (Below the B & M Bridge) 


WOLYOKE - MASSACHUSETTS 
“FROM START TO FimisH”™ 





Deor Customer: 


We have ploced your name on our mailing list onc 
wil keep you informed on new methods onc 
material. So that we may know your interests 
would you be kind enough to onswer these few 
qvestion, and drop this cord in the moil box — we 
pay the postage. Thank yout 

How many rooms... a 

De you have o finished ottic Wa 

ls your basement finished A/a 

Any unfinished rooms YES 

De you make your repairs Yes 

Do you hove @ goroge ee Na 

Do you hove @ workshop A/ 2... 


nome MAS, LAURENCE Ames 
adden. 1.3 MOM Ro & 
om Holyek & nenl.é 22 











POSTPAID REPLY CARD is enclosed 
with AHOBT certificate and member- 
ship card. This card asks homeowner NEW STORE is first real effort to attract consumer trade. President Raymond 
10 questions Merrick, left, demonstrates a lock set. Many do-it-yourself products are displayed. 
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rick’s has come back to life with a 
bang. Sales are substantially above 
the same period last year and they 
will continue to climb if the sales 
training and merchandising pro- 
motion program mapped out by 
Merrick’s and their public rela- 
tions counsel bear fruit. 

The public became aware of the 
firm’s about-face business-wise by 
an invitation to join Merrick’s 
“Ancient and Honorable Order of 
the Bandaged Thumb.” This gim- 
mick, complete with coat-of-arms, 
attracted the attention of such 
publications as the Wall Street 
Journal and, most important, local 
homeowners, whom Merrick’s in- 
tends to cultivate in a big way. 


Builds Direct Mail List 


This is how the AHOBT gimmick 
works. You walk into Merrick’s 
new, but very modest retail store 
and make a purchase. A salesman 
has you sign an AHOBT applica- 
tion. Within a few days, you re 
ceive through the mail an AHOBT 
certificate shown on this page, an 
AHOBT pocket membership card, 
which certified you as “qualified 
to discuss any problems pertaining 
to home craftsmanship,” also a 
nice letter from president Ray- 
mond D. Merrick welcoming you 


into the ranks of the “do-it-your- 
self people.” 


President Merrick adds an im- 
portant P.S. Would the customer 
please fill out the enclosed busi- 
ness reply postcard? This card 
advises the customer that his name 
has been placed on the mailing 
list to receive the latest informa- 
tion on new construction methods 
and building materials and asks 
him to check off 10 questions like 
“Do you own your own home?” and 
“Do you have a workshop?” Re- 
turns from this mailing have 
averaged 4%. 

Although gimmicks can attract 
a lot of favorable attention, they 
need something solid behind them. 
The AHOBT mailing list is but- 
tressed by a list of all homes built 
in the area within the last eight 
years which may need a paint job, 
added room, garage or general 
improvement. This list was com- 
piled by a personal survey of some 
800 homes. There are additional 
mailing lists of carpenter and con- 
tractor customers and apartment 
house owners. 

A direct mailing is planned 
twice monthly to homeowners. 
Newspaper display ads highlight 
the services and materials offered 
at the new store. Manufacturers’ 
sales leads are followed up dili- 


gently. 


Employe Training Program 


Even more important is the 
training program, which is de- 
signed to acquaint every Merrick 
employe with the purpose and goal 
behind this long-range sales drive. 
Dinner meetings and individual 
conferences are held with the shop 
people, truck drivers, sales and 
office people. At these meetings *he 
competition is evaluated, snies 
goals are charted and training 
films are shown; company man- 
agement and its public relations 
counsel take turns making these 
presentations interesting and dra- 
matic. 

And employes have their say. 
Mistakes they make and how to 
avoid them are discussed in good 
humor. A mimeographed sheet, 
“Mike Merrick Muses,” which will 
be “published every-so-often,” is 
written in a chatty style for em- 
ploye consumption. It tells what 
the company is trying to do and 
why and how each employe can 
help. Like every Merrick direct 
mail piece, this one goes directly 
to the home of each employe. 

A sales promotion chart shows 
the relationship and functioning 
of each department in the organ- 
ization. 





NVOID ROOF LEAKS 


with DENISTON 


Triple-lock...Lead-seal Roofing Nails 


Roof leaks are not just an annoyance ... they rob farmers by 
damaging stored crops, equipment and machinery. 


The time to avoid roof leaks is when the new metal roof is being 
applied. And the Deniston Triple-Lock Lead-Seal Roofing Nails 
have proved their efficiency in helping to avoid roof leaks since 
they were first introduced’ in 1926. Hore is the reason why—when 
the hammer strikes the nail the lead is forced into the hole around 
the shank, insuring a permanent seal through which no moisture 
can penetrate. 


Deniston Nails are manufactured under rigid specifications, from 
raw material to finished product—your customers’ assurance that 


they can be relied upon to satisfactorily do the work for which 
they are intended—AVOID ROOF LEAKS. 


— 


LEAD-SEAL 


Lead is under the head 
and down the shank. 
When the nail is driven, 
the hole around the 
nail is plugged with 
lead and the break in 
the galvanizing is 
completely covered, 
to form a perfect 
double seal. 


TRIPLE-LOCK 


As the ‘‘bump"’ is 
forced through the 
sheet, the sheet springs 
back over the bump— 
this effectively pre- 
vents the nail from 
working out. The nail, 
lead and sheet are 
solidly locked to- 
gether. 


FOR 


GALVANIZED AND ALUMINUM ROOFING 





DRIVE SCREW 
SHANK.... 


- +» makes the nail turn 
and hold like a screw. 
it holds with a power- 
ful, unyielding grip. 
Threads are deep and 
sharp because they 
are formed after 
galvanizing 


The DENISTON COMPANY 

49th & South Western Avenue, Chicago 9, Ilinois 
Please send me without cost 

C) Directions Booklet () Complete price information () Pallet and other type nails 


Name 





Address 





ALSO FURNISHED 
IN RING SHANK 
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give your homes new sales appeal with 


Hii Texture One-Eleven 


EXTERIOR FIR PLYWOOD + EXT-DFPA 


..-the exciting new panel material 
that combines line and texture 


ONLY GENUINE TEXTURE 1-11® 
GIVES YOU ALL THESE FEATURES: 
@ Shiplap edges neatly conceal vertical joints 
@ Clean-cut grooves, textured surface 
@%” thickness leaves full %" thick panel 
behind 4" deep grooves 
e@ FHA-accepted for combined siding-sheathing 
@ EXT-DFPA® trademark assures 100% waterproof glue 


————_—_—____— LOOK FOR THIS EDGE BRAND ON THE PANEL 


THE MODERN architectural trend toward using natural wood textures in dramatic small- 
scale patterns clearly predicts a great and growing demand for Texture One-Eleven. 


In special ‘“‘product previews”’ 167 of 179 architects interviewed voiced 
unqualified enthusiasm for this handsome new material. Builders who have used 
—and proved— Texture One-Eleven in demonstration homes report home buyers 
equally taken with its striking beauty. 


Texture One-Eleven combines high style with the economy and dependability of 
industry quality grade-trademarked Exterior fir plywood (EXT-DFPA®), manufactured 
with 100% waterproof glue. Comes packaged in 8’ and 10’ lengths in two widths 
and groove patterns. Get the full story from your regular supplier or write 
Douglas Fir Plywood Association, Tacoma 2, Washington. 


. .. for striking, weatherwise .. . for dramatic, distinctive . . . for colorful contrasts . .. for handsome schools 
exterior siding walls and ceilings with other materials and commercial buildings 


® Texture One-Eleven is a registered grade-trademark of Douglas Fir Plywood Association 





The O’Brien 


] “HOME SHOW REGISTRATION made Leo O’Brien eligible for one of the 
35 door prize 


POWER TOOLS interest O’Brien 
and daughter, Nancy, but son 
Paul is unimpressed. A large 
tent set up behind the warehouse 
was used to demonstrate power 
tools without disturbing other 
exhibitors 


WALL PANELING DISPLAY sem 
ples and color photographs of actual 
installations interest the whole 
O'Brien family 


Family Visits 


Three-day home show 
gives them plenty of ideas for 
two-bedroom addition. Illi- 
nois dealer picks up 1,642 
names for a mailing list. 


When homeowner Leo G. O’Brien 
took his wife and two children to 
the home show at the Rosenthal 
Lumber & Fuel Co., Crystal Lake, 
Ill., last month he was looking for 
practical ideas and suggestions he 
could incorporate into his current 
do-it-yourself project, a two-room 
addition to his home. 

To O’Brien, and an estimated 
2,200 other visitors, this home show 

the first ever held in Crystal Lake 

was an excellent opportunity to 
see what’s new in building materials 
and discuss them with the manu- 
facturers’ representatives. At the 
same time Mrs. O’Brien was getting 
new ideas about interior decora- 
tion from the floor and wall cover- 
ing exhibits. 

O’Brien, a chemical engineer at 
the local Pure Oil Co. laboratory, 
makes home improvements his hob- 
by. The 30 exhibits at the Rosenthal 
show gave him a wealth of ideas 
about wall paneling and hardware. 


Steady Customer 

Since moving into his new home 
in 1950, he’s been a steady customer 
at the Rosenthal yard. He’s finished 
the interior trim in his home, com- 
pleted the landscaping, installed 
rubber floor tile and plastic wall tile 
in the kitchen and constantly im- 
proved his home in other ways. 

Last winter, O’Brien, who holds 
a doctor’s degree in chemical engi- 
neering, attended adult-education 
classes in wood working at the 
Crystal Lake high school to learn 
more about construction. Now con- 
fident of his ability and armed with 
experience gained from the smaller 
jobs, O’Brien has undertaken to 
build the two-room addition to his 
home to keep pace with his family’s 
growing space requirements. 

Already he’s built the foundation 
for the addition, using borrowed 
forms and ready-mixed concrete. 
“T may need some professional help 
before I’m through,” O’Brien said, 
“but I feel I can do the job myself. 
By fall I should have the exterior 
work done and the interior can be 
finished during the winter.” 


Family Needs More Space 
“O’Brien isn’t an isolated ex- 
ample,” said Walter Hunt, member 
of the Rosenthal firm. “There are 
plenty of growing families needing 
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Rosenthals 


more space right now. 
“We planned this show to bring 
some of these people into the yard,” 
added Hunt, “so they could look 
around and see what could be done 
with their homes. All we’re doing is 
showing them. They’ll sell them- 
selves after they get home. The 
manufacturers give them a better 
picture of the different building 
materials than we could. Since visi- 
tors don’t feel obligated to buy, they 
: ane 71 ‘ , , 4 € ? ? “J bs r. 4 é ac ". 
about costs, financing and how they bers of the O’Brien family ers aasaeeanetine. The O'Briens 
can build it themselves. are shopping carefully before 


“There’s a need for more home making a final decision. 


shows in the smaller towns to help 
people solve their building and re- 
modeling problems. In our case, it’s 
a long-range proposition. This is a 
growing community and with a 
couple subdivisions springing up 
we want newcomers in the area to 
come in and look around. I feel 
we'll be hearing from these people 
later when they need building ma- 
terials or advice.” 


Contractors Order Early 


Since the lumber warehouse was 
used as the main display area, con- 
tractors were asked to cooperate by 
getting their orders in early so de- 
liveries could be completed by 
Wednesday noon. This gave the 
Rosenthal crew time to set up dis- 
plays in the afternoon. 

Show hours were 4-9 p.m., Thurs- 
day; noon to 9:30 p.m., Friday; 10 BACK HOME ideas gathered at the show are discussed and incorporated 
a.m. to 5:30 p.m., Saturday. Sur- 6 into the plans for the proposed two-room addition. 
prisingly, the largest attendance 
was Friday night when 500 people 
jammed through the show after 6 
p.m. The 30’x60’ tent used to house 
the power tool demonstrations was 
jammed till 10 p.m. 

Clayton Brandes, Rosenthal office 
and advertising manager, has com- 
piled a mailing list of 1,642 names 
from the door prize registration 
list. Registration was limited to 
persons over 16 years old. Besides 
the 35 door prizes valued at about 
$500, the manufacturers donated 
coffee, doughnuts, soft drinks and 
balloons 

“Our next show,” Brandes said, 
“will probably be in a large tent. 
Our warehouse was tied up three 
days during this show and lumber 
sales were limited to emergency de- 
liveries. On the other hand, our 
hardware sales were up consider- 
ably for this period. On the whole 
it can be called a successful show 
because we wanted people to come 
into the yard and get acquainted. 
We'll be hearing from a lot of these WALTER HUNT, of the Rosenthal Lumber & Fuel Co., looks over the 

sheet O’Brien addition and offers advice. 
visitors later.” 
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MODERN 
WARDROBE HARDWARE 


70 WS—1” dia. 
life-time nylon 
ball-bearing 
wheel fits V 400 
metal “no-jump” 
track. Slot adjust- 
ment—hanger off - 
set automatically 
provides by-pass 
clearance for 
doors of 4%", 1”, 
1%” and 1%” 


thickness. 


—_— 


ZZ Wii te 
HAS ALL THESE FEATURES... 


<< 


<p 


ADJUSTABLE HANGERS WITH 
NYLON BALL-BEARING ROLLERS 


Made of heavy gauge 
steel, precision ma- 
chined and cadmium 
plated. “Finger tip” ad- 
justing feature speeds 
installation—door can 
be hung true in min- 
utes. Lifetime nylon 
rollers on factory lubri- 
cated ball-bearing 
wheels. 


METAL REINFORCED POCKET JAMBS 


Heavy gauge steel 
channels run full length 
of pocket jambs—locked 
into header for extra 


Vv 400—Metal track, used with 
either 70 WS or 20 WR wheel. 
Roll formed for precision uni- 
formity. V bottom prevents dirt 
from obstructing wheel—wheel 
always rides in center of track 
20 WR-— Remov- 
able type. Same 
) as 70 WS except 
\ 16" wheel per- 
J 

% ) without removing 
{ hardware — wheel 
)? cannot jump the 

track. 


strength. Prevents clos- 
ing at top of frame. 


iS 


GUIDE SPACER AND METAL TRACK 


Exclusive guide spacer 
assures proper pocket 
space for life of build- 
ing—door glides 
smoothly in center of 
pescet- no scraping. 
ollformed metal trac 
is produced to precise 
tolerances. V bottom 
prevents dirt from ob- 
structing wheel 


mits doors to be 
lifted in and out 


' 
! 
! 
| 
| 
| 
i 
| 
| 
| 
| 
| 
) 
| 
| 





ARTHUR COX & SONS, INC. 
70 N. Sycamore, Pasadena, Calif. 


Please send free literature on Glide-Master 
Sliding Door and Wardrobe Hardware. 


Name 
Firm 


Address 


(To obtain 





more data on advertised products see page 152) 








Comic Book Promotes 
House Doctor Service 


A comic book entitled “The Case of the Uncertain 
Homeowner” is being used by the Restrick Lumber 
Co., Detroit, Mich., to promote the firm’s house doc- 
tor remodeling service. 

The full-color, eight-page book contains a sketch 
on how a typical homeowner’s knotty remodeling 
problems were solved by the firm’s repair and remod- 
eling service. The back page of the book contains a 
coupon offering readers the choice of doing the work 
themselves or having Restrick’s handle the complete 
job. About 50,000 copies of the book have been mailed 
to homeowners. 


Whether You Do-h-Yoursell or H 


com FOLEY LUMBER CO. 
36th & MAIN Sts The Lumber Number - 3-121 


ar teal aielli Se TTT 


Bus Signs Direct Customers to Yard 
Remote from Growing Neighborhoods 


The Foley Lumber Company, Jacksonville, Fla., is 
now using 10”x1914” posters on busses throughout 
the city. Silk-screened in three colors, this method 
of advertising is being employed to reach customers 
who are in an economic bracket where do-it-yourself 
is appealing. 

H. H. Grant, executive vice-president, says still an- 
other reason for using bus posters was the terrific 
increase in new homes in his city remote from the 
Foley yard. He believes these new homeowners often 
know little or nothing about a well-established yard 
located away from new suburban home developments. 
Bus posters, he’s convinced, will explain the services 
and products available from their yard effectively. 
June 14, 
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Made Of Steel! | 


THOMAS 
NU-WAY 


SAWHORSE 
BRACKETS 


are engineered to provide more 
strength to a sawhorse as more 
weight is placed upon it! Easy to 
set up, easy to take down. 


HERE'S HOW... 


The more weight you place on 
the sawhorse, the tighter its legs 
wedge into the crossbar. No 
nails or screws needed. 


DISPLAY CARTON 
HELPS YOU SELL! 


Each pair of NU-WAY Brackets is 
packed in a smart, colorful self- 
selling display carton.  peteit ot 


ORDER FROM YOUR $4.50 
JOBBER ... or write Peir 


for name of your near- $1.60 w 
est supplier. (Or Reader) 


THOMAS PRODUCTS COMPANY 
8490 Lyndon Ave. + Detroit 21, Mich. 
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ROSEBURG 
LUMBER CO. 


Texture One-Eleven 


EXTERIOR FIR PLYWOOD + EXT-OFPA 


This is the dramatic new panel building material 
now exciting architects, builders, dealers and home 
buyers. Texture One-Eleven panels are of natural 
wood texture (unsanded), enhanced by parallel 
grooves. They are strikingly beautiful when used as 
siding or for any other exterior or interior surface. 
They are Exterior fir plywood panels bonded with 
100% waterproof glue. Send coupon below for com- 
plete data on use and availability. 


NOW IN PRODUCTION—Roseburg Lumber Co. 
now is in volume production of handsome Texture 
1-11 in both patterns . . . 16” wide with grooves 2” 
and 32” wide with grooves 4” o.c. Shipments 
immediately in full cars or with other Roseburg 
products. Roseburg line includes: Exterior (EX'T- 
DFPA) and Interior fir plywood, and kiln-dried 
Douglas Fir, Hemlock, Ponderosa Pine and Sugar 
Pine lumber. 


ROSEBURG LUMBER CO., Roseburg, Ore. 


cite 


0.c, 


AND MAIL FOR INFORMATION 


Roseburg Lumber Co. 
Roseburg, Oregon 


Please send full-color catalog describing Roseburg Texture One- 
Eleven and ‘where-to-buy" information 


ee 


------------- 


Turn to pages 78-79 for colorful reproduction of Texture |-i! 


(To obtain more data on advertised products see page 152) 
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TIME SPENT with manufacturers representatives is cut CLARENCE A. WILLIAMS, general manager of the Savan- 

down. The product slide tefis the whole story. Prices paid nah (Ga.) Planing Mill, demonstrates how the inventory 

in the past are clearly visible control system makes selling easier. When customers call, 
he pulls out the slide on the product requested. {n front of 
him is the complete inventory story on that product. 


.. - Did for One Dealer 


No more wasted time and lost customers now that vital information is at fingertip 
control, reports Georgia dealer Clarence Williams. 


Fingertip information covering true at our firm, but not any more. in stock; long delays resulted 
quantity, quality and price of Now we have an inventory control while officials rummaged through 
every item on hand is saving time system. Costly overstocks are ob- purchase orders to find out when 
and money for the Savannah (Ga.) vious at a glance. Items due for supplies would be in, or searched 
Planing Mill since it installed a reorder cannot be neglected. for records so price could be 
perpetual inventory system. Shortages can be anticipated and quoted. Often the customer hung 

“Many dealers’ warehouses to- prevented.” up in disgust. 
day are loaded with dead stock for Before the firm installed the in- After the system was installed, 
which there is no demand,” says ventory system, a phone call from a customer’s phone call could be 
Clarence A. Williams, general a customer usually meant a trip handled rapidly and with complete 
manager. “Five years ago that was to the warehouse to see what was 


How It Works 


(continued on page 144) 


HEART OF THE SYSTEM is the file and the inventory control clerk. The file for the Savannah Mill contains 24 slides 
(drawers), each containing about 60 product index cards. Records of all transactions come to the file clerk each day 
The system is simple enough so any employe can go to the file and get the complete story on any item. 


FOUR INVOICE REGISTERS, such as the one which this salesman is recording the young lady's purchase, are located 
in the office. Continuous forms allow at least one copy of each invoice to remain In the register. Invoice copies are with- 
drawn from each register at the end of each day and given to the inventory clerk. No one receives merchandise without 
first getting an invoice ticket 


PRODUCT SUPPLY CHECKS are made by both the department head and the inventory clerk. Whoever notices a short- 
age makes out a “low stock notice” which is given to the purchasing agent. The purchasing agent can check the inven- 


tory control system to see how fast the item is selling. Any employe using the system can spot low stocks and report the 
fact 
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CAR OF BRICKS is checked by the yard superintendent. Whenever the pur- 
chasing agent makes out a purchase order he gives a copy to the department 
that will receive the order. As products arrive, department heads mark “re- ive] Ess 
ceived O.K.” and the date on the purchase orders which are then sent to the _ 


inventory clerk. FaL 
MATERIAL TRANSFER RECORDS are made out by the woodworking shop 
when material is needed from the warehouses. Savannah Planing Mill feels it va 

is too costly to allow the woodworking shop to store heavy supplies of expen- 

sive materials—some of which may not be used for months. Material transfer 

orders go to the inventory clerk daily just like sales invoices 


CUTTING PLYWOOD, hardboards and wallboards are recorded by warehouse 
man on special forms. Forms go to the inventory clerk so changes in stock 
can be posted. On merchandise returned for credit, the warehouse foreman 
turns in daily slips to show quantity returned and from whom 


CROSS-CHECKING THE SYSTEM works like this: every week the inventory 
clerk gives various department heads a list of 10 or 15 items. The heads cross 
check the quantities in actual stock and any difference in totals is traced 
down. This procedure keeps employes on their toes and provides a complete 
check of the system two or three times each year. 


Wo | sree Sheet-rock wallboard 
_srcciricarion 4 X 10 ~ 3/8" Bev edge 





” VENDORS 


_1i] U. S. Gypsum Co » Jax, Fla 
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INVENTORY CONTROL CARDS. Card “A” contains the information taken from purchase orders as they are made 
nut. Card “B” contains the stock information on the product. As sales are made, copies of the invoices go to the 
inventory clerk who records the information on card “B”. Figures in circles, which are printed on the cards in red, 
show changes in stock information when material is received. 
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Many homeowners in Spring- 
field, Ill., trade with Barker-Lubin 
Lumber Company because of the 
“save-as-you-spend” green-stamp 
plan 
The discount stamp-plan serves 
as a lever to hold regular custom- 
ers and gain new ones, says co- 
owner Paul Barker. Cash sales 
have been steadily increasing 
since the plan began 10 months 
ago 
The city-wide premium plan is 
set up on an exclusive franchise 
basis—Barker-Lubin is the only 
lumber concern in the city’s setup. 
This is how the plan works: A 
customer receives one stamp for 
each 10¢ purchase. The premiums 
are given for most cash and 
charge sales, contractor and dis- 
count customers excepted. The 
customer can select prize mer- 
chandise from a premium catalog. 
For one book (each book has PREMIUM STAMPS are given customer, right, following purchase at Barker- 
1,200 stamps obtained with pur- Lubin’s, Springfield, Ill 
chases totaling $120), a customer 
can obtain an alarm clock; with 
nine books, an automatic toaster. Barker-Lubin’s. comparison, during December they 
Handled through a _ national The Barker-Lubin concern esti- spent 2.9% of gross sales on ad- 
agency, the prize merchandise is mates the over-all cost of the plan vertising pius 1.84% on the green 
obtained from central outlets. at 214% of gross sales, where the stamp plan, which they do not in- 
Their advertising supplements stamps are given. As an over-all clude as advertising. 


For flooring guaranteed sound - yet. competitively priced 


ROBBINS GYMNASIUM GRADE NORTHERN HARD MAPLE 


T 
lie 
Robbins MFMA Second and Better | 
(Gymnasium Grade) is a specially selected product 
both for lengths and color shading to produce a First 
Class gymnasium floor. . 


Architects and school officials endorse this grade 
for gymnasiums. It is all Northern 
Hard Maple, also ideal for use in bakeries, 


school classrooms, offices and residences 


For even greater economy, consider Robbins ~ 
colorfully grained MFMA Second Grade 


Maple is resilient, splinter resistant, tight 
grained and beautiful 

FOR FINE MAPLE FLOORING IN ANY GRADE 
BE SURE, BUY ROBBINS! 


Iwo mills to serve you at Reed City, Michigan 
and Ishpeming, Michigan 


se 


RO B Bl N S FLOORING COMPANY 


Member MFMA 
Dept. A Reed City, Michigan 
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SCREEN 
DOOR 
GRILLE 


HIDE-A- 


EASY 10 SELL 


SCREEN DOOR GRILLE: wrought iron, 

screws to frame, adjustable to any 

size door. Silhouettes individually cast, 

hand finished, many beautiful styles. 

HIDE-A-STAIR: made of steel shapes and shipped com- 


pletely assembled, ready to install. Installation easy, 


operation safe, simple. Counterbalanced by adjustable 
springs. Meets F.H.A. requirements. 


For complete details and prices, address HAWKINS IRON 
CO., INC., 315 North 4th Street, Birmingham, Alabama. 


INCREASE HAWKINS ORNAMENTAL 
SALES WITH IRON 








CONVEY IT... 


FOR FASTER LOWER COST HANDLING 


Move flooring, laths, shingles, any building ma- 
terial with a smooth riding surface, to and from 
saws, lathes, in and out of storage and shipping — 
fast, and at lowest cost, with Standard Conveyors, 


Get complete information — write for Bulletin 
No. AL -64. 


STANDARD CONVEYOR CO 
General Offices 
North St. Paul, Minnesota 


Sales and Service in RAVITY & POWER 








Principal Cities CONVEYORS 
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New BROWNSKIN 
Fiberglas-Reinforced 
on, am _ TARPS 


reinforced 
actual size 


Creped for 
flexibility 


Edges folded 
and sealed 


Waterproofed! a 

Tough 2-ply kraft a Solid brass 
impregnated with ’ . grommets at 
a special compound 24” intervals 


What a profit maker! 

Rugged, Fiberglas-rein- 
forced BROWNSKIN 
Tarps at half the price you'd 
expect. Advertised now to 
your customers in American 
Builder and Practical 


Builder 


As foul-weather protection for equipment. 
Be sure your stock is ‘ 
complete when your cus- 
tomers ask about BROWN- 
SKIN Tarps. 

Sizes & x 10, 10 x 12, 
12 x 16, 15 x 20, Also 
these widths in lengths up 
to 75 feet. 

See your distributor for 
sample and low prices or 
write today to: 

As a windbreak in construction work and 
for protecting materials in your own sheds. 
ANGIER CORPORATION 
Framingham 21, Mass. 


For stack covers and other farm needs 


Angier Quality Building and Construction Papers Copperskin 
Vaporseal Brownskin - Lumaskin - RFD Brownskin - Glass-mat 
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American Lumberman 


YOUR AD OF THE WEEK 





ADservice 


No. 11 of a Series 


GARAGE PROMOTION PAYS OFF 

Energetic, imaginative promotion will help in- 
crease your garage sales. Include the following in 
your program: 


1. Job signs: Make up large attractive signs and 
put one on every job under construction. A practical 
type is the portable easel sign. It can be kept out of 
the way of workmen and is easily moved from job 
to job. Put “sell” in their message. For example, fol- 
lowing the theme in the ad at right, they might read 
“This is one of Jones Lumber Company’s 27 garage 
designs. Guaranteed materials, guaranteed work- 
manship. Phone 000.” 

2. Photographs: Make up a display unit showing 
photographs of garages you have built. Use it in sev- 
eral locations in your store. Also try to get it dis- 
played in the bank and home loan company office. 

Have your photographer make “hinged” cloth- 
backed photo prints and insert them in binders for 
counter use and for your outside men. Enlargements 
are excellent for feature displays, home shows, etc. 


8. Advertising: Year ’round newspaper advertis- 
ing is the backbone of many successful garage pro- 
grams. In “off” seasons, use a garage mat regularly 
in your multi-item ads. In peak seasons, run domi- 
nating all-garage ads like the one shown here. Stress 
variety of plans, list construction features, emphasize 
easy-payment plans. 


¥ FREE BOOK OF 

oo | AD IDEAS, COPY AND 

4 “eel \ LAYOUT SUGGESTIONS 
age ann Also shows complete series of 
var en wae we ADservice mats of products, ap- 
“ plications, and home improve- 
ment projects—254 exclusive il- 
lustrations. Send coupon for your 

free copy. 


4 

| (please print or type) 
| AMERICAN LUMBERMAN 

139 No. Clark St., 
| Chicago 2, Illinois 

Rush my free copy of the 48-page ADservice book. 
| NAME 

COMPANY 

ADDRESS 
| City 
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You can order mat page containing all illustrations 
for this 3-column ad (plus 4 others) from American 
Lumberman. Total price, only $3.95. 


YOUR NAME OR SIGNATURE CUT HERE 


take your choice! 


—<_ 


A 
* etm iT 


> 4 | 


AS LOW AS 00 Per Mo 


7 


~~ * GARAGES 


WE'LL SHOW YOU PLANS FOR 
27 STYLES! 


as tow as OO Per mo 


You get extra storage space in this 


BIG 14 x 22 GARAGE 


ony "OO... 


YOUR NAME 


COPY "A" 


Want a garage with extra space for storage? ... Or one 
with a patio porch that you can screen later? ... Ora 
big double garage with overhead door? . It will pay 
you to look over our many plans before you buy. We'll alter 
design and size to meet your special needs. We guarantee 
materials and workmanship. And you can buy on easy 
monthly payment plan. Come in and talk it over today— 
no obligation! 
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Whether you're a paint manufacturer, paint dealer 
or decorator, here’s the miracle ingredient — 
WALLKyp—that means more business for you. For 
it makes possible flat wall enamels so low in odor 


that the seasonal factor in painting and paint sales 
becomes a thing of the past. And, above all, there’s 


no sacrifice in the durability so vital for customer 


For your greater profit En satisfaction and repeat business. 


WALLKYD 


Chemistry’s Wonder Alkyd for Wall Enamels 


stretches 
nie vantages. Frequent, forceful full page ads in these 
the painting season huge-circulation magazines are directing Mr. 


and Mrs. America to brands formulated with 


. WALLKYD, stressing that this one type alone com- 
and produces pleasing 


bines all the virtues of every kind of wall enamel 
made up to now... such as freedom from “painty” 
durability too! smell, rugged endurance to wear and washing, 
’ . ease of application, beauty, speedy drying, ete., etc. 
Get behind WALLKyp now. Insist on WALLKyYD- 
base wall enamels. Display them prominently, 
and watch this big promotion program pay off. 
For a list of the paint manufacturers currently 
using WALLKYD, write: 


REICHHOLD CHEMICALS, INC. ¢ 525 NORTH BROADWAY, WHITE PLAINS, N.Y. 


Creative Chemistry... 
Your Partner 


in Progress Producer of WALLKYD — 


and other synthetic resins for 
the paint, printing ink, paper, 
plywood, textile and 


foundry ‘industries. 
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ATTRACTIVE BUILDERS HARDWARE SECTION is indirectly lighted. 


Store layout man from the State 


Items are labeled and price-marked 
spent several weeks here planning display area for maximum effectiveness. 


About the Same Problems, Only More So 


Could you order your complete hardware inventory 


six months in advance? 


That’s one unique problem of 


Maura’s, a progressive building materials firm in Nassau, 
British West Indies. Their modern store has everything the 
homeowner and contractor need. 


Although American Lumberman 
is edited primarily for ita readers 
within the borders of the United 
States, we are proud to list sub- 
scribers in many parts of the world. 
Frequent letters from our many Ca- 
nadian friends indicate they are 
just as much interested in good 
merchandising and good manage- 
ment as our readers in the States. 

We also have avid readers in 
Great Britain, Germany, France, 
Norway, India, even the USSR. 

One of our newest overseas sub- 
scribers is the Maura Lumber Com- 
pany, Ltd. in Nassau on the island 
of New Providence in the British 
West Indies. Although Nassau is 
only an hour's flying time from Mi- 
ami, the business and social life 
there is quite different from the 
States. 

However, in Nassau, a city of 
30,000, you will find one of the 
most progressive merchandisers 
anywhere in the Maura Lumber 
Company, Ltd. 

This article is the 
of our editor’s flying trips to the 
island. It is one of several articles 
we will publish this year about re- 
tail building materials. dealers in 
other parts of the world and how 
they operate 


result of one 


The Editors 


90 


On Bay Street, the main busi- 
ness street in Nassau, you will find 
mainly the shops catering to tour- 
ists—shops filled with perfumes, 
woolens, cameras and liquors—all 
offered at prices substantially be- 
low what you would pay in the 
States. 

One striking exception are the 


retail stores of several lumber 
dealers, the most inviting being 
the Maura Lumber Co., Ltd., which 
has been under the same family 
management for 22 years. W. H. H. 
Maura is the president and found- 
er. Active management is in the 
hands of his two sons, John Maura 
and Montague P. Maura. 

Just two years ago, the Mauras 
remodeled the hardware section of 
their store; this year they plan to 
remodel the lumber side of the 
store. 

Remodeling helped sales. Al- 
ready the results of remodeling, 


WOMEN ARE ATTRACTED to remodeled store by these beautiful displays of 


gifts and housewares. 
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saleswise, have exceeded expecta- 
tions, says Montague P. Maura. 

“In fact, the results have passed 
our expectations to such a degree,” 
he adds, “that we feel confident in 
continuing to improve and expand 
whenever it is at all possible.” 

Step inside and look around this 
air-conditioned salesroom. The 
first thing that strikes you is the 
variety of the merchandise and the 
attractive way it is displayed. 
This is the result of professional 
merchandising counsel from the 
States. The fixtures were designed 
by display people who have had 
years of experience in merchandis- 
ing hardware and related lines. PAINT DEPARTMENT stocks wide variety of accessories in addition to paint. 

° B . Comfortable divan and chairs make shopping easier 

On display, you will find a com- 
plete line of paint and paint acces- §$~————————_—_ 
sories; garden, hand and power 
tools; electric fans; a complete 
line of builders hardware; electri- 
cal and plumbing supplies; sport- 
ing goods; motorcycles and bi- 
cycles and accessories; radios; 
Swiss sewing machines; luggage; 


RVICE 
marine hardware and yachting | §f A H A R D B O A R D : . 
su lies including outboard oe IFFERENT 
lene and plywood hulls; even | that’s NEW relate! D 
spear-fishing equipment. 8 


Maura has the exclusive agency 


for many of the above products, | ‘ * 

including name-brand floor and | ff 

wall coverings, power tools and | . 

appliances. Most of these items ; h db d 
are manufactured in the States, | § ar oar 
but you will also see products from 


é SMOOTH - HARD - DURABLE 
Europe and especially Great Brit- 


ain. 





The Allwood line is the only hardboard line specifi- 
ae eet eens x , ee cally designed to fit every application where econom- 

W hat are the operating problems ical, easy-to-use panels will save time and money. 
peculiar to a lumber dealer in this Your customers have a choice of 3 TYPES: Standard 
—hard and smooth; Tempered—extra hard and 
Win: mein , aioe : . q - abrasion and moisture resistant; Prestpanel — light- 

:, E te rr 9 x at hes - ae he weight and smooth — plus Underlayment and Siding 
erations, explains Montague eer ae 


Panels. 

Maura, “due to the fact that our Here is a product that is really profitable to handle 
source of supply for all hardware — Allwood — new, inexpensive, TOP QUALITY build 
items must come from the United ing material made of ALL wood genuine natural fibre 
States, Great Britain and parts of Wall paneling, re ype shelves, —s 
Dees tele f entelaiedt tel REO! porch decking, sheds and garages, are some of its 
ey x wing to restricted dol- <a many uses. 

ar purchases in the United States, Advantages of Aliwood Hardboard 
the hardware division has had to ; 

a tye ot sg % Super-strong, made of all wood fibre. 
divert most of its imports to ster- ; 

. a tae See your AETNA % Hard, tough, durable, and has dimensional 
ling areas, which means we have stability 
representative for , 


area? 

















to try to plan our requirements | : % Easy-to-handle sheets save labor and installa- 
: = . information on : : 
almost six months in advance. tion time. 
” ; , | SPECIAL ; 
An island operation such as % No grain; easy to work in any direction; use 


, : PROMOTION 
ours has many unique disadvan- same tools as with wood. 


tages in obtaining supplies, and, perce %& Low cost and economical to handle 
naturally, this reflects itself in our pag sdcynios: AETHA — Exclusive Distributor in Midwest 
inventory, which makes it virtually | “Trade Merk Oregon Lumber Co. 

impossible to keep rounded stocks 


> *MAILATHIS COUPON TODAY 
at all times. ie 


Operate three mills. “We are | AETNA PLYWOOo & VENEER CO. 
fortunate in holding a large inter- | 1732 N. Elston Avenue, Chicago 272, Illinois 


est in three lumber saw mills | i Without obligation, please send me Allwood descriptive litera- 
which operate on the island of ture ane Gateen 


Andros, about 35 miles from New 
Providence. This gives us an un- 
interrupted supply of virgin Grand Ropids 
growth long leaf yellow pine. In Indianapolis pedals, 34 a's Sie a icaw nn Wena bree oe 
fact, we think it to be the finest Peoria 
Rockford 











BRANCH WAREHOUSES ae gemma 


Detroit Organization........ 





el 


(continued on next page) 
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REMODELED STORE AREA, right, contrasts with the older section of the store, 
left, which will soon be modernized into the lumber sales department. Clerical 


and executive offices are on the second floor 





SAME PROBLEMS 
(begins on page 90) 





the world today. We have at all 
times a complete inventory of this 
lumber which is sold in Nassau 
under the name of “Native Pine.” 

Other species handled by the 
quality to be found anywhere in 


ican pine, cypress, mahogany, Pa- 
rana pine and ponderosa pine. 
Maura’s greatest problem is the 
same as that of many dealers in 
the States: securing adequate 
trained help and personnel. The 
firm regularly sends several of its 
personnel to short courses in sales- 
manship and merchandising at the 
University of Florida and visits 
from manufacturers’ representa- 
tives from the States, England and 


FAMILY MANAGEMENT. W. H. H. 
Maura, seated, president, and his two 
sons, Montague P. Maura, left, and 
John Maura, the active managers 


ployes to keep abreast of the latest 
products and sales techniques. 

Maura’s sales are about evenly 
divided between consumer custom- 
ers and contractors, although the 
firm’s consumer business shows a 
steady increase. 

Store and office employes 
ber 35 while an additional 34 men 
are employed in the yard. Nine 
large lumber trucks and one small 
delivery van are required to han- 


num- 


aura Lumber Co. are Douglas fir, 
western red cedar, 


long leaf Amer- 


other 


countries enable Maura em- 


dle deliveries. 

















7 Does the product 
_ give you this picture? 
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Sta-Dri Masonry Finishes and Treat- 
ments create extraordinary sales volume 
and higher profits because of liberal price 
margins. The complete backing of the 
reputable Sta-Dri organization and the 
many sales aids and advertising mate- 
rials provided free to dealers pius a na- 
tional advertising campaign all add up 
to successful business — for YOU — if 
you steck the Sta-Dri line. 

In 1951, sales of Sta-Dri masonry paints 
were 1% times greater than 1950 sales; 


in 1952, they were 3 1/3 times greater; 
and in 1953, the total was 5 times the 1950 
sales. This year, sales figures are way 
ahead of last year’s pace. 

Besides the masonry paints, this com- 
plete line includes Clear-Coat, the trans- 
parent silicone water repellent for ma- 
sonry, Link, the bonding agent for plaster 
and concrete, Water-Stop, hydraulic ce- 
ment, and Sta-Dri brushes. Get on the 
profit ride with Sta-Dri. Write for details 
and the name of your nearest supplier 
today. 


June 14, 1954, 
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American Sta-Dri Co. — Brentwood, Maryland 
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NOW ... 
NEW REVISED EDITION 


560 page volume — 5 x 6 inches. New 
ideal size — big enough to lie flat — 
easier to use, easier to read! 


LUMBERMAN'S ACTUARY 


by JOHN W. BARRY 
llth edition 1954 


The well known Barry Lumberman’s Actuary 
has been completely revised and expanded and 
will be ready for immediate distribution. 


TOP DOLLAR page is now $400.00 per M in- 
stead of $150.00 and the starting unit price is 
$20.00 — a total of 461 main dollar pages 
plus pricing units of squares such as shingles. 


PIECE PRICE tables have been added to each 
of the traditional Actuary dollar pages. The 
price per piece of any standard commercial 
size of lumber 8 to 20 feet long is given at any 
of the prices shown. 


No looking in two places or writing out your 
own piece price schedule. 


It is all in the new Actuary right under your 
thumb. This is the first time such a set of tables 
has been offered. You can sell by the piece or 
by the thousand—all from the same page and 
same book at any desired price. 


Actuary estimate and data pages have all been 

revised and new material added. The cover is 

a durable fabric with stitched binding that 

allows the book to lie flat. Limen faced index 

tabs are varnished for greater durability. Total 
- - 

pages are now 560 vs the old 504. 


The price is only $16.50—you can’t afford to 
miss not having this new edition. Send in your 
order today and we'll send you your copy right 
off the press. 


American Lumberman, Inc., 139 N. Clark, 
Chicago 2, Illinois 
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xomodelit 


HAR-VEY sarpware 
for 3 big reasons 


One-man installation 
in 20 minutes — No 
juggling, no awkward 
handling — Just a 
simple, quick job. 





Smooth rolling for life— 
WITHOUT MAINTENANCE! 


Rollers give lifetime 
service. ...Bronze Oilite 
Bearings are self-lubricating 


RUSTPROOF ALUMINUM TRACK 


Convenient Packaged 
Sets—at LOW COST 


For instance, the complete 
Har-Vey Challenger set 
hardware & track, for 

a 2 ft. pocket door is 
only $2.70 list! 


-. Whether they're add- 
ing a room, a garage, 
or, merely a storage 
wall, builders are fast 

learning that Har-Vey 

Hardware is ideal for 
remodeling jobs of all kinds. 


X 


jit 
NATIONALLY ADVERTISED—NATIONALLY ACCEPTED | 0” 
and priced to sell for top profits. a 


For details, write Depr. L 
AMERICAN SCREEN PRODUCTS CO. 
(formerly Metal Products Corp.) 
807 N.W. 20th Street, Miami, Florida 
Western Division: Calmetco —- No. Temple City Blvd., El Monte, California 
Midwest Div. Plymouth Metal Products — 505 W. Harrison, Plymouth, Ind. 
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Andersen Casements with new wide sash specified by Gordon and Elizabeth Ingraham, architects 


HANDSOME FRAME 





FOR A 
RUGGED PICTURE 


Andersen 
Windowalls- 


COMPLETE WOOD WINDOW UNITS 


BEAUTIFUL woop wiNnpbows blend 
naturally with the rugged grandeur of this 
Colorado landscape. Warm both to the eye 
and to the touch, these fine Andersen Case- 
ment Window Units enhance the character 
of this rough native plank and stone interior. 

See what Andersen WINDOWALLS will do 
for the next house you design or build. 
They’re famous for their beauty as windows 
and superior comfort as walls. 

For more information see your WINDO- 
WALLS distributor or write the Andersen 
Corporation. WINDOWALLS now available 
from distributors throughout the United 
States including the West Coast. 

Orns 


MARK OF ANDERSEN RPORATION 


Andersen ( orporation 


BAYPORT, MINNESOTA 



























































dent of the firm which employs 175 
persons, says: “We found a natura! 
spot for our jack-of-all-trades ex- 
ecutive in our separate millwork 
showroom. Paul R. Taylor, our 
public relations man, has his office 
here where he can attend to his 
multitudinous duties and also han- 
dle sales to the relatively light 
walk-in trade.” 

Here are some of Paul’s duties: 
1. Prepare all advertising. 
2. Handle company public rela- 
tions. 
Publish the monthly plant 
newspaper. 
Explain group insurance and 
assist in making claims. 
Counsel with employes on 
loans. 
Serve as a go-between for 
management on employe com- 
plaints. 
. Serve as an information desk 
JACK-OF-ALL-TRADES EXECUTIVE, Paul R. Taylor, looks over a copy of the for customers. 
plant publication in his millwork-showroom office. Re«ently Renuarts won one of . Handle plant-community 
the top national awards in the 1953 NRLDA public relations contest fund drives. 


Meet solicitors and interview 


PR Man Is Jack-of-All-Trades <g eaatan tee ‘cchabltahed a 


central source for many adminis- 

The knotty administrative prob- plant publication was solved by trative tasks that formerly con- 

lem of finding the proper executive the Renuart Lumber Co., Coral sumed too much time of several 

to handle the infrequent, but ex- Gables, Fla., by hiring a public re- executives,” says Renuart, “and we 

acting tasks of arranging group lations man. feel that the set-up may work well 
insurance, personnel work and the Firmin P. Renuart, vice-presi- for other dealers. ” 





There’s a BESSLER way to do it! 
ie ieee McCloud Lumber Co. 


buyers up into their f Executive Office 

attics and upper floor 900 First National-Sooe Line Building 
areas! It’s the BESSLER MINNEAPOLIS 2, MINNES@TA 
DISAPPEARING  STAIR- Selling the Preducts of 

WAY method. Used for i The McCloud River Lumber Co, 
over 40 years in new | | McCloud, Calif. 

and old homes of every 
type. Safety-engineered 
in every detail. Meets 
all building codes. At- 
tractively priced! im- 
mediate delivery! 


FREE BESSLER CATALOG! 

Gives complete specifica-. 

tions on 7 Bessler Dis- 
appearing Stairway models. 

Hundreds of thousands in 

daily use. More soles and f) i, 

SEE service features than any G MALLY 
other type. Write now! / 


SWEET’S WESTERN ; 
SOFTWOODS PONDEROSA PINE 
BESSLER DISAPPEARING STAIRWAY CO. : 


GAR (Genuine White PINE 
. ) FIR Ww iTé 
1900-8 Eost Market Street, Akron 5, Ohio vi as ee 
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ASK YOUR 
WHOLESALER 
| FOR OUR LUMBER 


Because every home every- 
where is exposed to the menace of 
moisture, the Ingenious Midget Louver 
is an easy (and profitable) product to 
sell. Installed at roof overhangs, gables, 
eaves, sidewalls, unexcavated areas or 
wherever there are danger spots, 
Midget Louvers provide proper venti- 
lation—permanently protecting against 
the damage of condensation. Moisture 
blistering of paint is virtually elimi- 
nated; the efficiency of insulation is 
maintained; rot is prevented, because 
dry woed does not decay. These rust- 
proof all-aluminum ventilating units 
’ >. are quickly installed by anyone; just 

drill a hole and push in place. They 
KILN DRIED protect for life, without attention. 


Write for full details. Quick and easy to install. 
rite for full details u eer te ee 


‘ ii - Just drill a push 
Midget L ade in 7 1 
YELLOW PINE 6°)~with ond ‘without roin defectors, -MPlaee. No nalle or screws 


All are screened to keep out insects. 


fed 7-48) 448 The aluminum louver is the original lou- oo SS 


ver. Don’t accept ‘‘second best’’ substitutes! 

DOUBLE END TRIMMED We're telling and selling your customers 

on Midget Louvers in all these national 

2 a C Quality atolalehiclaitiaiale magazines: Popular Mechanics, Popular Sci- 

: ence, Better Homes and Gardens, American 

LUMBER COMPANY rotate Mm Ola-ts Jiale, 4 Home, House and Garden, House Beautiful. 
PINE APPLE atelelalare| Siding “A House That Breathes is a Better House” 

’ 


ALABAMA Boards, etc MIDGET LOUVER CO. 


6 WALL STREET . NORWALK, CONN 














BOOKS FOR CALCULATING 


BUYER AND SELLER LUMBER CALCU- 
LATOR. By H. R. A. Baughman, Sixth 
pocket edition. Lumber tables show all sizes 
and lengths in general use, and the number 
of feet in any number of pieces can be deter- 
mined at a glance—same tables can be used 
for addition, multiplication and division; 
also .or computing dollars and cents by use 
of the decimal point. Also diagram and rules 
for cutting rafters, rules for finding the num- PICKET 
ber of shingles and number of feet of flooring 
and siding for any size building, other help- ‘ CUTTER 





ful hints. Price $4.00. 


EXPERT LUMBER PRICER. By E. M. 
Hiatt. A page for each price per thousand, 
in steps of $1 from $25 to $150, and steps of 
$5 from $150 to $200. Along the left side of 
each page are listed by thickness and width 
the different items carried in the ordinary 
retail yard, and along the top margin are the Turn those odds and ends of lumber into pickets— 
various lengths. Turn to the price and find and profits! The Schubert Picket Maker points 200 
where the item and length lines cross, then to 250 pickets per hour . . . smooth finish . . . adjust- 
find price per piece. Price $7.50. able for width. Light-weight and portable (38 lbs.), 
yet rugged and durable for years of service. Anyone 
Terms postpaid, please include check with order and mail to: can operate .. . prompt delivery. 


Write Us Fer Complete Information! 








AMERICAN LUMBERMAN, INC. 
139 No. Clark Street Chicago 2, Illinois H. A. SCHUBERT CO Machinist: 


1212 Washington Ave * Wilmette, Ill 
4 
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More Answers to Questions on Panel System 


This is the second in a series of 
questions and answers about the 
new panel system of construction de- 
veloped by the Small Homes Council 
of the University of Illinois under 
a grant by the Lumber Dealers Re 
search Council. (See page 92, March 
8th American Lumberman, for “An- 
swers to Dealer Questions on Panel 
System,” ) 

For complete details about this 
system, write to Small Homes Coun- 
cil, University of Illinois, Urbana, 
lll., for booklet, “‘“Homes from Pre 
Assembled Wall Panels” and en 
close $1 for each copy ordered. The 
booklet describes and illustrates five 
house plans and shows how precut 


and preassembled wall panels can be 


used 

For a further description of this 
new panel system, see “Panel Sys 
tem Aimed at Prefab House Com- 
petition” on page 40 of the February 
8th issue of American Lumberman. 


Q. How do you use board sheath- 
ing on the panels? 


A. Board sheathing is not rec- 
ommended as the system is de- 
signed for sheet sheathing. Board 
sheathing placed horizontally 
would require diagonal bracing 
and would also result in consider- 
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able cutting. 
would 


Diagonal sheathing 
result in excessive end 
waste due to cutting on each panel. 


Q. Are there certain proper di- 
mensions for using this system? 


A. The system is designed to be 
used with the following dimension- 
ing system. The basic dimensions 
of the house should be a multiple 
of the panel width or, in other 
words, a multiple of four feet. This 
may be varied somewhat by the 
introduction of half panels. To the 
basic dimensions of the house, 
eight inches is added in each direc- 
tion. This allows for the thickness 
of the wall; thus, the net interior 
dimensions are multiples ‘of the 
panel width. 


Q. Why don’t you offset the 
sheathing for a distance of half a 
stud thickness, so that it will lap 
on the next panel, thus eliminating 
butt joints? 


A. Doing this would eliminate 
butt joints, but at the same time 
would create left and right panels, 
causing more confusion in the erec- 
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tion of the structure. It would 
also create special problems when 
solid panels are joined to window 
panels. 


Q. How do you adjust for the dif- 
ferent types of floors—slab, crawl 
space, etc? 


A. The panel siding is designed 
to extend 1144” below the finish 
floor line. The panel sheathing ex- 
tends 3,” below the finish floor line. 
A skirt board is installed in the 
plane of the sheathing under the 
edge of the siding. The width (or 
height) of this skirt can be varied 
to suit the floor thickness. 


Q. Why don’t you get rid of the 
corner post by allowing the panels 
of the long wall to extend beyond 
the end wall panels? In this case, 
the dim¢nsion of the house would 
be 24’ 8”x40’ 0’. 


A. This method is perfectly 
proper and offers some economies; 
however, the planning is somewhat 
more limited as it is impossible to 
include corner windows in the long 
walls. If this type of erection is 
used, it does have the advantage of 
a more uniform spacing of floor 
joists. 
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RIDGE CAP WINDOW FLASHING 


DORMER FLASHING 


GUTTER 


keep the 
weather 
outdoors... 
where it 
belongs! 


recommend and use 
FOLLANSBEE TERNE METAL 
for weatherproofing 


Every house needs weathersealing, and 
every flashing, coping, valley or gutter is 
another opportunity for you to make a 
larger profit by installing Follansbee Seam- 
less Terne Metal. 

Weathersealing with Follansbee Terne 
is easy. Its ductility makes it easy to 
shape and bend. Tin-lead coating makes 
it easier to solder . . . can never flake or 
peel. Terne is the ideal weathersealing 
material for built-up, composition, wood, 
asphalt or asbestos shingle, slate or tile 
roofs, 

Leading distributors are prepared to 
supply you with this high quality Terne 
Metal in 40 lb., 20 lb., and 8 lb. coatings, 
in various widths from 4 inches to 28 
inches, in 50 foot continuous rolls. Be 
sure to specify Follansbee Terne Metal 
the next time you need “Valley Tin” or 
“Roofing Tin” 
weathersealing available because of the 


...the most economical 


savings in installation time and labor. 


FOLLANSBEE STEEL CORPORATION 
GENERAL OFFICES, PITTSBURGH 30, PA. 
Polished Bive Sheets and Coils Seamless Terne Roll Roofing 
Cold Rolled Strip 


Sales Offices—New York, Philadelphia, Rochester, Cleveland, 
Detroit, Milwaukee. Sales Agents— Chicago, Indianapolis, Kansas 
\' City, Nashville, Los Angeles, San Francisco, Seattle; Toronto and 


Montreal, Canada. Plants—Follansbee, West Virginic 
yy 
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FOLLANSBEE METAL WAREHOUSES 
Pittsburgh, Pa. Rochester, N.Y. Fairfield, Conn. 





@ Quality is the \ 
first thought at 
Southern Pine 
Quality has been YW 
the first thought of ‘XY 
three generations at ‘\a 
Southern Pine. . 
Quality has made our busi 
ness great and enduring. 
Southern Pine Quality will 
make your business great 
and enduring. 
Quality service, too! 
We can load your lumber and 
timbers (pine and hardwood, 
treated or untreated), flooring (oak or 
pine), specialty production, and treated 
fence posts ... all on the same order! 
And it’s big mill! 
Southern Pine Lumber Company 
big mill at that! 
Who else but Southern Pine can do it? 


, 


SOUTHERN PINE 


LUMBER COMPANY 


Box 368A Diboll, Texas 
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uses car carrier to carry his 
signs 
call attention to th's unusual 


materials home. Fence 


overhead exhibit. 


SPECIAL SERVICES 


package price for the job. 


How to Service 
the Do-it-Yourself Customer 


include pre- 
cutting, which many customers do 
themselves. Firm will also quote a 


Help the homeowner, but be sure you get a fair 
price for both material and service, advises California dealer. 


How can you attract the week- 
end builder? And how can you 
make profitable sales to him? 

Here’s the operating pattern of 
the Redwood Empire Lumber and 
Supply Co., Greenbrae, Calif., 
aimed toward that goal: 

e Quantity buying that keeps 

consumer prices low 

e Regular do-it-yourself adver- 

tising 

Effective store arrangement 
Trained salesmen 
Service—free estimates, 
struction ad vice, 
sales, financing 
Compensatory pricing to pay 
for these services. 


Quantity Purchases Pay Off 
Owner George A. Bertram is al- 


con- 
package 
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ways on the lookout for bargain 
items in plywood shorts and re- 
jects, garden hose, wheelbarrows 

every item that has special ap- 
peal to the backyard builder. 

Currently, Bertram is arranging 
with other yards in the area to 
pool their purchases and get the 
benefit of volume buying. 


Advertises Regularly 

Redwood Empire runs a full sin. 
gle-column ad in the local daily 
newspaper every Friday. Aimed at 
the do-it-yourself trade, these ads 
are illustrated with American 
Lumberman’s ADservice newspa- 
per mats. Copy is written to meet 
the firm’s needs. 

Three weeks after the advertis- 
ing campaign started, the firm’s 
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BACK HOME ON THE JOB 
with materials purchased at 
Redwood Empire, the boys be- 
gin erecting their fence. 


business actually tripled. 

The Redwood ads feature specific 
items (such as he acquires through 
quantity buying) or seasonal con- 
struction ideas. The ads have 
brought shoppers from all over the 
county—even though the yard is 
relatively inaccessible. 

Bertram believes in such adver- 
tising novelties as yard sticks, pen- 
cils and match books. 


Effective Store Arrangement 

The arrangement of the show- 
room and yard is designed for the 
browsing week-end builder. The 
firm is gradually working toward 
a self-service layout where custo- 
mefs can select and load their own 
merchandise. Good housekeeping 
is time-consuming, but helps boost 
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ADVERTISING MAT PAGE, right, supplied by American Lumberman’s ADservice, is part of the firm’s overall pro- 
motion program which includes give-aways like pencils, yardsticks and match folders. 


sales. Bertram says, “As fast as 
we straighten out and organize a 
department—up go the sales.” 


Week-End Selling Experts 


The firm does its biggest do-it- 
yourself business on week ends- 
and the showroom remains open 
BOTH Saturday and Sunday. 


Two to four salesmen are added 
to the staff. All of the additional 
salesmen are experts in working 
with and selling the build-it-your- 
self trade. All of the salesmen are 
young and enthusiastic. One is a 
utilities company employe who 
makes carpentry a hobby; another 
is a sheet metal worker, who hopes 
to have his own business some day. 
A third salesman is a civil servant 
who used to be a carpenter. In 
short—all of these week-end sales- 
men can show customers how to 
build a fence, lay out a patio, con- 
struct a car port, etc. 

Bertram says, “These men are 
carefully selected, trained and paid 
union wages—time-and-a-half for 
Saturdays and double time on Sun- 
days. They raise the overhead 
considerably — but they are well 
worth it.” 

The firm gives free estimates 
which are filed and followed up 
regularly. 


Liberal Consumer Services 


“We try to analyze every custo- 
mer’s problem and help him solve 
it,” explains Bertram. “Our dis- 
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play advertisements bring the cus- 
tomers in, but we are convinced 
that it is service that keeps them 
coming back. We’re glad to give 
the 2x4 customer good services be- 
cause, chances are, that he’ll be 
back some day to buy the material 
for a new room or house.” 


If a customer knows what he 
wants, the firm will sell him the 
materials, precut if desired, and 
deliver them to his door. If the 
customer wants help, the firm will 
draw up a sketch for him, give 
him advice on how to proceed and 
rent him the specialized tools he’ll 
need for his job. The firm will 
arrange for a contractor and quote 
a package price. A draftsman is on 
hand to draw up detailed, working 
plans if necessary. 

The same range of service ap- 
plies to a dog house. The staff will 
furnish a price for materials, also 
a price for the completed dog 
house. 


Compensatory Pricing 


The dog-house customer is more 
'typical than the man shopping 
for a home addition. Bertram re- 
ports that most of his week-end 
sales run below $25 each—and he 
likes it that way.’ Approximately 
95% of the yard’s $7,500-a-month 
business is retail. By maintaining 
a system of compensatory pricing 
to defray the high costs of the la- 
bor of service, Bertram keeps his 
net profit at a reasonable level. 


Quote the Price Per Month 


The Redwood Empire Lumber 
and Supply Co. leaves no one in the 
dark when it comes to financing 
costs of do-it-yourself jobs. Almost 
every newspaper display ad run by 
the firm contains this table: 


FHA Terms — 1 to 3 Years to Pay 
Convenient Monthly Payments 

If You Your Monthly Payments 
Purchase As Low As 

$5.68 for 30 months 

. 6.39 for 36 months 

9.58 for 36 months 

15.97 for 36 months 

.... $1.94 for 36 months 


Easy Terms Available to $2,500 


Primer on Price-Cutting 


Price-cutting is a great tempta- 
tion to many dealers. But do you 
know how much you'll have to in- 
crease your volume if you cut 
price? You'll find the answers to 
these questions on page 74. 
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QUESTION-AND-ANSWER PERIOD 


the 





considered to be 


the meat of 
is handled by Joe Caldwell, III. 


essions Classes are in the com- 


munity room of a bank 





MINIATURE ATTIC MOCK-UP enables instruc- 
tor Stanley Crofoot to graphically describe attic 
finishing technique to the do-it-yourself classes. 





LEARN HOW 


» 

‘ 

eg ot 
. +. Your Attic! 


toot 


You'll SAVE 
up to $250!  smmmeLBRUARY 


Here's a great opportunity to convert thot unused 
attic space into comfortable living quarters Sav 
ings in labor costs will run as high as $250 when 
you do it yourself. Step-by-step instructions by ex- 
perienced craftsmen will make this course easy to 














follow and highly profitable for you 


FREE CLASSES will be held at 
ONONDAGA SAVINGS BANK 
COMMUNITY OFFICE 


S$. Salina at Raynor—Opposite Sears 
MONDAY EVENINGS—8 to 10 P.M. 


NO FEES! 


@ TRAINED INSTRUCTORS 
@ STEP-BY-STEP PLANNING 
@ PERSONALIZED INSTRUCTIONS 


SSSSSSSeseeeeeeeer 
‘ 


LIMIT 100 TO A CLASS 
Act Now! First Come—First Served! 
HERE'S ALL you oe: 5 Please enroll me (without obligation) in 
® MAIL COUPON * your FREE Attic-Finishing Classes 
© or CALL CALDWELL 75-4111 SxammF KAWK,..O.€..... 
® or VISIT ONONDAGA SAV- ‘ anpress 2. VWF &. 

INGS COMMUNITY OFFICE 

TO REGISTER 


‘ J, $, CALDWELL LUMBER CO., Dept. H: 
y 406 Tallman St., Syracuse, N. Y. ‘ 


, 
, 
, 
, 
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EMPHASIS ON FREE CLASSES and savings “up to $250” 
in the firm’s newspaper advertising. Notice the handy 
coupon 
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Attic-Finishing 
School Builds 
Future Sales 


Good will first, big 
ticket sales come later, be- 
lieves Syracuse, N. Y. dealer, 
who has held two series of 
successful classes. 


Good will or sales—which is most 
important in providing attic-finish- 
ing classes for homeowners? The 
ideal situation is to gain a maxi- 
mum of both. 

Joseph Caldwell, Jr., president, 
the J. S. Caldwell Lumber Co., Inc., 
Syracuse, N. Y., is convinced that 
building good will is the first step 
toward developing future business 
in the do-it-yourself market. He 
intends to continue the classes even 
though each series produces only 
$300-$400 in immediate sales. 

“We do not expect to profit imme- 
diately from this promotion,” de- 
clares Mr. Caldwell. “As a matter 
of fact,” he adds, “we are not as yet 
setup for the piece-meal business 
of the do-it-yourself trade. We do 
not have a formal showroom. We 
have always directed our efforts 
more toward contractor business.” 


Aid for Homeowners 





was made 
registration 


“But, so many people have called 
us within the past few years for 
advice on attic finishing, that we 
decided to hold classes. Naturally, 
we hope to stimulate business, but 
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QUALITY at the RIGHT PRICE 
to BUILD BETTER — SELL BETTER 


TTT 


WALL TIES—6" & 7" x %"’ heavily galvanized 
steel — deeply corrugated for extra strength 
Uniform size and gauge with proper size 
nail holes. 


SIDING CORNERS — 
All Types and Sizes 
Available. These cor- 
ners assure weather 
tight fittings, improve 
appearance, and 
speed construction 


FOR LAPP OR BEVEL 

Sen im, Me"" ~ %’ 
S/e and vy , 

thick. 

Any length from 4" to 16” 

plated steel. 


aluminum or 


CEDAR SHINGLE OR 
INSULATED SHAKES 


in 12" and 14%" length 
with clip at base to keep 
metal against siding, alu- 
minum 


ALUMINUM WITH 
BAKED-ON FINISH 


to match colored asbestos 
siding 





JOIST 
HANGERS 


to join end of joist to 
beam or girders 

2°'x6"" - 8 - 10" - 12” 
3°'x6"’ - 8° - 10° - 12” 
4’'x6"" - 8° - 10" - 12” 
6''x6"" - 8° - 10°" - 12” 


DOOR GRILLES 


Protective, durable alu- 
minum door grilles 
completely anodized 
assuring long lasting 
brilliance complete 
range of styles and 
sizes 








THEY ARE PRICED 
RIGHT 


FOR QUALITY AT THE RIGHT PRICE ASK 
YOUR WHOLESALER FOR YECK METAL 
BUILDING SPECIALTIES 


YECK MANUFACTURING COMPANY 


DUNDEE, MICHIGAN 
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we realized that the persons most 
interested in finishing their attics 
themselves were those who could not 
afford to spend a great deal.” 


More than 100 persons responded 
to Caldwell’s three-column, 10-inch 
ad announcing the first series of 
classes. About 75% of the students 
finished the five weekly classes. A 
second series of four 
lowed immediately. 

Mr. Caldwell’s son, Joseph Cald- 
well. III, acted as moderator for the 
sessions handling the question-and- 
answer periods which they consider 
to be the meat of the course. The 
chief instructor is Stanley Crofoot, 
who has 40 years of contracting 
experience. Crofoot is also an in- 
structor in adult education at Syra- 
cuse’s nationally-known H. W. 
Smith technical and industrial high 
school. 


classes fol- 


Class Subjects Outlined 


The Caldwell classes were held in 
the community room of the Onon- 
daga County Savings Bank. The 
bank provides this room as a public 
service for meetings. Roy Taylor, a 
bank representative, takes rart in 
the first session to explain the pro- 
vision of modernization loans and 
he attends all sessions to answer 
questions. 

The first session covers the basic 
factors in attic finishing—how to 
figure the bill of materials and 
construction tips on subflooring, 
louvers, kneewalls, collar beams, 
heating, wiring and plumbing. In- 
stallation is the main topic in the 
second session. A supplier’s repre- 
sentative demonstrates how to in- 
stall insulation and wall plank. If 
time permits. Mr. Crofoot elabo- 
rates on roughing-in. 

The third session includes a movie 
on wallboard application and a dem- 
onstration. The fourth session cov- 
floor coverings and hanging 
doors. 


ers 


Dormer Advantages Emphasized 


One feature which attracts wide 
interest is the possibility of adding 
shed dormers for extra space. Cro- 
foot discusses this operation at 
length—but with repeated warnings 
that such a job should not be at- 
tempted without professional help. 

“Finding good 
viewing literature 
selecting the best instruction aids 
are major problems in planning 
these classes,” Caldwell reports. 


instructors, pre- 
and movies and 


(To obtain more data on advertised products see page 152) 
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Do you have 
what she wants? 





Louvered doors 
and shutters appeal to 
every customer, and offer many 
opportunities for extra, profitable 
business. Only de’cor offers you 
Grand Rapids’ craftsmanship 
quality and fast midwest service 
and economies. Made to 


your 
requirements, 


Write today for new ii 
lustrated booklet showing 101 
profitable uses for Lumber Deal- 
ers, together with complete sales 
information and discounts. Send 
coupon today. 


—$END COUPON, | 
| de’ cor 


555 Eastern Ave., S.E. 
Coma Rapids, Michigan 


| 
| 
| 
| 
| 


Please send booklet and sales information 


‘irm. 


City State 


Manufactured by Stiles, Inc., 
Grand Rapids, 


| 

| 

| 

| 

iI 

| 
| Name ! 
| 
lp | 
| 
| 

| 

Michigan | 
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WOODCO Row’ we 


ASKING QUESTIONS, 30-year old, Mickey D'Alessio, who knew little about tools, finds the answers at do-it-yourself classes. 


Builds Home with Do-It-Yourself 


Sun)iumsirc SUPPLY % ——— 
BY POPULAR DEMAND | 


SPONSORS 


FREE INSTRUCTION FOR 


— HOME HANDYMEN — 


EACH TUESDAY—8 TO 10 P. M. 
MARCH 9 TO APRIL 27 


LIMITED ATTENDANCE 
ENROLL NOW 


QUALIFIED INSTRUCTORS — ACTUAL DEMONSTRATIONS 
Financing — Tools — Planning — Framing — Insulation — 
Wallboard — Panelling — Plywood — Ceiling Tile — Doors 
— Windows — Trim — Kitchen Cabinets — Painting — Etc. 


SESSIONS AT 
V.F.W. BUILDING—RTE. 17—PARAMUS 
Just North of Route 4 — Ample Parking 
8 WEEK COURSE 
NO COST — NO OBLIGATION 


SSSSSSSSSSSSSSSSSSESS SRE SEE ER ESE EEE EEE EEE ES 


BRING OR MAIL COUPON TODAY 


LUMBER c SUPPLY %@: | 


$-105 FARVIEV Ave. Poramut, MS. 


HUbbard 76890 


PLEASE ENROLL ME IN 8WEEK COURSE FOR HOME 
HANDYMEN AT NO COST OR OBLIGATION. 


NAME Au | WKH ‘ce ! 
ADDRESS 3 INeRTH AVE, PARAMUS 


(SSSSTSTSSSSSSSSSSSSSSSSSSSEET SHSSSSESESE SEES EEE OF 


NEWSPAPER AD ATTRACTED 225 students to eight 
classes on home construction and improvement. 





=. 


MICKEY PLUMBS WINDOW in home he built over week 
ends and evenings after working in factory 
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VERS TRIPPED 


COMBINATION 
Attas 


; = 


‘ 


EXPLAINING WINDOW installation 
to Mickey, the salesman showed the 
do-it-yourself student how the job 
should be done. 


Mickey D’Alessio 
learns how to build his own 
house at New Jersey dealers’ 
classes 


STANDING ROOM ONLY was available to late-comers at the New Jersey dealer's 


recent classes. 


2 


FRAMED AND ROOFED, Mickey’s house is testimony that with proper advice, 
he built a home he could not otherwise afford. 
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Homeowners 
Over-Subscribe 
Do-It-Yourself Classes 


“We were dead wrong when 
we made provisions for 150 
homeowner students for our 
do-it-yourself classes — 225 
showed up,” says Jim Hoag, 
manager of Sun Lumber Com- 
pany, Paramus, N. J. 


The classes were scheduled 
for the Paramus V.F.W. Hall, 
which has a seating capacity 
of 150. After Hoag promoted 
the course with a modest 
amount of space of 2 columns 
by 614" in the leading county 
daily with a coupon as part of 
the ad, a total of 225 applica- 
tions were received. 


All over the country lumber- 
men are sponsoring do-it-your- 
self courses to help the home- 
owner become a handyman. 


“That’s why we organized 
the course,” says Jim Hoag, 
“We want to teach the average 
man the fundamentals of us- 
ing building materials and 
making home repairs and im- 
provements. Once we've edu- 
cated the homeowner, we've 
created a willing and enthu- 
siastic customer.” 


Hoag set up a class schedule 
that reflected the company’s 
ideas. He concentrated on a 
sound presentation of funda- 
mentals. The chief instructor 
was the manual training 
teacher from a nearby high 
school aided by selected manu- 
facturers’ representatives. 


Here are the class high- 
lights: first session, financing 
discussed by a representative 
of a local lending institution ; 
uses of hand and power tools; 
second session, lumber and 
nails; third session, framing 
and construction; fourth secs- 
sion, insulation and wall cov- 
erings; fifth session, trim, 
cabinets and hardware. 


Billed as ladies’ night, the 
sixth session was devoted to 
paint; uses of ceiling tile and 
paneling were explained in the 
seventh session and plywood, 
the following week, concluded 
the series. 














Dealers Pool Experience at Management Clinics 


Management clinics like this 
one sponsored by the Kentucky Re- 
tail Lumber Dealers Association 
are being moderated this year by 
Arthur A. Hood, editor, American 
Lumberman. 

Hundreds of dealers are pooling 
their practical operating experi- 
ence and receiving the benefit of 
previous clinics through oral and 
printed information passed along 
by Mr. Hood. 

Most of the clinics are three-day 
sessions. Among the many specific 
problems discussed are personnel 
recruitment and training; con- 
sumer sales financing; inventory 
controls; compensation and wage 
incentives; pricing techniques; 
merchandising; advertising and 
promotion. 

The photograph above shows 
most of the dealers who attended 
the Kentucky clinic. The complete 
registration list follows: Don 
Campbell, secretary, Kentucky Re- 
tail Lumber Dealers Association; 
H. E. Arterburn, Square Deal Lum- 
ber Co., Horse Cave; Chas. T. Bar- 
low, Louisville Builders Supply 
Co., Beuchel; Wm. Edmiston, Boyle 
Lumber and Supply Co., Danville; 
Ben P. Eubank, Jr., Ben P. Eubank 
Lumber Co., Lexington; J. L. 
Flegle, Flegle Lumber Co., Bard- 
well; J. M. Franklin, Franklin 
Building Supply Co., Lexington; 
Clyde Gibson, Brandenburg & Gib- 
son, Inc., Pineville; H. C. Hale, 
Hickman Lumber and Concrete 
Co., Hickman; Leland Hanks, 
Smith-Haggard Lumber Co., Lex- 
ington; W. W. Henderson, Hender- 
son-Moorefield Lumber Co., Hop- 
kinsville. 

Also Ray Jenkins, The Jenkins- 
Essex Co., Elizabethtown; Tudor 
Jones, Jr., Mayfield Planing Mills, 
Inc., Mayfield; Wadworth Jones, 
Millersburg Coal and Lumber Co., 
Millersburg; Albert Kittinger, Kit- 
tinger Lumber Co., Owensboro; 
Kenneth Lawson, Lawson and Co., 
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Baxter; Sam Levy, Jacob Levy and 
Bros., Louisville; R. E. McConnell, 
Bourbon Lumber Co., Paris; Her- 
man Miles, Cook Lumber Co., 
Louisville; Louis Moore, Jr., Wein- 
gartner Lumber Co., Newport; 
E. T. Oldham, Oldham Lumber Co., 
Georgetown; W. C. Pauley, Pauley 
Lumber and Real Estate Co., Pike- 
ville; John T. Pettus, Pettus Lum- 
ber Co., Springfield and Clyde 
Ruby, Ruby Lumber Co., Madison- 
ville; and Leon Searles, Allcock- 
Searler Building Supply Co., Padu- 
cah; H. L. Shannon, Shannon Lum- 
ber Co., Henderson; Gilbert Sulli- 
van, Savage Lumber and Manu- 
facturing Co., Lexington; Rumsey 
Taylor, Princeton Lumber Co., 
Princeton; Emmett Williams, Wil- 
liams Lumber Co., Lawrenceburg; 
S. J. Yeary, S. J. Yeary Lumber 
Co., Nicholasville; T. W. Yunt, 
Stock Yard Lumber Co., Louisville. 


Baton Rouge Retailers 
Form Dealer Association 


A group of retail lumber and 
building materials dealers recently 
formed the Baton Rouge Retail 
Lumber Dealers Association. 

Newly elected officers for one- 
year terms are: Bob Hamilton, 
Plank Road Lumber Co., president; 
W. A. Gathright, Currie Lumber 
Co., vice-president; F. H. Roark, 
Jr., Ronald A. Coco, Inc., secretary, 
and Norman Marchal, Central 
Lumber Co., treasurer. 

The group will participate in one 
afternoon and one dinner meeting 
each month. Farticipating firms 
are: Bell Town Lumber Co.; W. U. 
Clements Lumber Co.; Central 
Lumber Co.; Ronald A. Coco, Inc.; 
Currie Lumber Co.; Darling Lum- 
ber Co.; Guerin Hardware Co.; 
Juban Lumber Co.; Murphy Lum- 
ber Co.; Parish Lumber Co., Plank 
Road Lumber Co.; Reynolds Build- 
ing Material Co., and State Lumber 
& Supply Co. 


June 


Omaha Yard Wins 
Brand Name Award 


Johnson Cashway Lumber Co., 
Omaha, was named Brand Name 
Retailer of the Year in the building 
materials section of the annual na- 
tional contest sponsored by Brand 
Names Foundation, Inc. 


President L. W. Johnson ac- 
cepted a bronze plaque recently 
for the outstanding presentation 
of manufacturers’ advertised 
brands at the annual Brand Name 
Dinner at New York City’s Wal- 
dorf Astoria hotel. More than 1,700 
industry leaders and guests at- 
tended the dinner which concluded 
a three-day program. 


The blue ribbon judging panel, 
meeting in the Foundation’s offices, 
named four other firms in the 
building materials field as winners 
of certificates of distinction. They 
are: Knecht Lumber Co., Rapid 
City, 8. D.; W. B. Barr Lumber Co., 
Denver; Home Equipment Co., 
Memphis, Tenn., and the Char- 
lottesville (Va.) Lumber Co., Inc. 


RETAILER OF THE YEAR L. W. 
Johnson, left, president, Johnson Cash- 
way Lumber Co., Omaha, holds the 


plaque he received in the Brand 
Names Foundations 6th annual com- 
petition. Donald Knecht, right, presi- 
dent, Knecht Lumber Co., Rapid City, 
S. D., who was one of the four runners 
up, displays certificate of distinction. 
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Push Cash-and-Carry 
Sales at Gee Home Show 


A combination three-day do-it- 
yourself show and 28th anniver- 
sary sale drew an estimated 40,000 
people to the Gee Lumber & Coal 
Co. on Chicago’s southwest side 
last month. 

The firm’s officials have found 
that besides building potential 
future sales an exhibition of this 
type also increases cash and carry 
sales. Gee jumped its building 
materials sales 34% and hardware 
40% during the three-day show. 

Seventy exhibitors participated 
and demonstrated power tools, 
building materials and advised do- 
it-yourself homeowners on build- 
ing and maintenance problems. 
Door prizes, soft drinks, hot dogs 
and ice cream were donated by the 
various manufacturers. 

Neighborhood and metropolitan 
newspapers were used to promote 
the show with full-page announce- 
ments and smaller follow-up ads. 


EMPHASIS ON CASH AND CARRY 
increased sales considerably during 
the recent Do-It-Yourself Home Show 
at the Gee Lumber Co., Chicago. 


Two Illinois Yards Sold 


The Rock River Lumber & Grain 
Co., Prophetston, IIl., recently sold 
the Kewanee (Ill.) Lumber Co. and 
the Neponset (Ill.) Lumber Co. 

The Kewanee firm was  pur- 
chased by the Fullerton Lumber 
Co., Minneapolis, which operates 
yards in Buda, Kewanee, Mon- 
mouth and Winchester, III. 

The Neponset Lumber Co. was 
purchased by the Johnson Lumber 
Co., Annawan, IIl., which operates 
yards at Rock Falls, Osco, Anna- 
wan, and now Neponset, III. 

Alden F. Hunter, Henry, IIl., was 
broker in both deals. 


Obituary 


CLARE BLINN, 55, building supply 
dealer, Toledo, Ohio, died March 15 
while en route home from a Florida 
vacation. He had been in the building 
supply business for 28 years. In 1952, 
he and George C. Flanner organized 
the Home Builders’ Supply Co. He also 
was a co-founder of the Home Fuel 
and Supply Co. 

(continued on next page) 
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For better sales, give customers 
a better buy...with 


KEYSTONE 


INSECT WIRE SCREENING 

















IT’S BEEN PROVED over and over that Keystone Insect Wire 
Screening gives screen manufacturers a really important sales 
point. Keystone Screening is absolutely uniform and com- 
pletely dependable. It is strong and 
rugged —built to ensure users a long 
and trouble-free life of service. It 
gives your screens an extra value 
without extra cost to you. 
Keystone Insect Wire Screening 
is made in aluminum, bronze and 
galvanized steel... and, of course, 
in all usual widths. It meets U. S. 
Dept. of Commerce Commercial 
Standard 138-49. Order Keystone 
from your usual supplier for the 
customer satisfaction that wins sales 
and builds business. 


WIRE CLOTH COMPANY 
HANOVER, PA FOSTORIA, OHIO 
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OWENS- ILLINOIS. 
GLASS BLOCK 


EASY TO 
HANDLE 


Owens-Illinois Glass Block are handled 
in the same way as cement blocks 
same mortar, same laying technique 
They go in at the same time, or they 
can be used for remodeling jobs. 


Glass Block come prepacked in sturdy 
cartons of convenient size. No loose 
block for you to handle. 


EASY TO SELL 


Show your customers how glass block 
can make their homes more livable 
ell them a panel has the insulating 
efficiency of an 8-inch thick brick wall 
The panel won't frost or sweat in win 
ter... provides better insulation than 
a window with storm sash. Point out 
they are hard to break... easy to clean. 


Plan now to push and profit from this 
versati’=, practical building material. 
Write for details. Kimble Glass Com- 
pany, subsidiary of Owens-Illinois, 
Dept. AL-6, Toledo 1, Ohio. 
*Formerly known as INSULUX., 


OweENs.-ILLINOIS 


GENERAL orrices(]) ToLEDo 1, OHIO 
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HERMAN THE LUMBER DEALER, 


playec 


ie 


1 by Ken Kaiser, Michigan Kimsul 


salesman, left, is ridiculed by Doug Berry, Kimsul district sales manager, who 
plays the part of a salesman presenting a new promotion plan to a dealer. 
Kimberly-Clark kidded itself and the insulation industry in this skit at the two- 
day school at its sales promotion center, Neenah, Wis. 


Do-It-Yourself Burlesque 
Tickles Lumber Dealers 


Thirty-three Canadian and 
northern Michigan lumber dealers 
recently sailed across Lake Michi- 
gan to attend a two-day school at 
the Kimberly-Clark Sales Promo- 
tion Center at Neenah, Wis. 

The land and water trip was 
sponsored by Kimberly-Clark, 
manufacturer of Kimsul, in con- 
junction with the Saginaw ( Mich.) 
Sash and Door Co. to acquaint the 
dealers with insulation. 


One of the highlights of the 
meeting was a 45-minute skit lam- 
pooning the do-it-yourself week 
end worker. The burlesque some 
of the problems the average lum- 
ber dealer meets when selling 
home insulation to the do-it-your- 
self homeowner. 

Robert E. Russell, managing di- 
rector, Home Maintenance and Im- 
provement magazine, who is ac- 
credited with defining and ‘pro- 
moting the do-it-yourself market 
many years ago, spoke encourag- 
ingly about the future prospects 
of the market and how dealers can 
profit. He predicted that today’s 
economics have generated a larger 
market for homeowner sales—if 
the products are designed for ama- 
teur use. 


June 


Pelstring's Success Story: 
Clerk to Board Chairman 


The great American success 
story—from errand boy to chair- 
man of the board—was repeated 
recently at a testimonial dinner 
honoring Herman J. Pelstring, 
president of Pennsylvania Lum- 
bermens Mutual Insurance Co., 
Philadelphia, who was elected to 
the newly created post of board 
chairman. 

Pelstring, who started with the 
company in 1901 as errand boy and 
clerk, is succeeded in the presi- 
dency by Fred H. Ludwig, Read- 


Ludvig Pelstring 
ing, Penna., who was executive 
vice-president of the firm. 

Ludwig has been associated with 
the firm since 1928 and has been a 
director since 1931. He is also 
president of the Merritt Lumber 
Yards, Inc., Reading, and active in 
several building supply and real 
estate firms. 
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Genuine 


NORTHERN WHITE PINE 


(Pinus Strobus) 
Spruce, Norway Pine, Jack Pine 


Entering Our Thirtieth Manufacturing Year 
Continuous Supply Still Available 


Straight or Mixed Cars 


@ Common Boards 
@ Barn and Drop Siding 
@ Sheathing 
@ Factory & Flask Lumber 
@ Knotty Pine Paneling 


KILN DRYING FACILITIES 


RAINY LAKE LUMBER CO. LTD. 


Sales Office: 


1026 Chicage Title & Trust Bidg. 
CHICAGO 2, ILL. 
Selling the Products of J. A. Mathieu, Lid., Rainy Lake, Ont. 











Specify “Mt. Vernon” brand and be sure of satisfying your 
customers. Top quality timber and careful kiln drying, manvu- 
facturing and grading give you a No. 1 buy for beauty 
and value. 


ALSO 
OAK BAND SAWN HARDWOODS 


Latest equipment: dry kilns, planing mill and 
flooring plant 
Send Us Your Inquiries 


MOBILE RIVER SAW MILL CO., INC. 


Mt. Vernon, Alabama 


BuILpDING Propucts MERCHANDISER 


From the 

snow covered —— 
peaks of the 
Rockies... 


“2 


_..comes the finest 
ENGELMANN SPRUCE 
and LODGEPOLE PINE grown 


If you have a job that requires the Best Boards 


in Construction, 


contact us for Prices and 


Availability. 


Member of Western Pine Association 


MONARCH LUMBER CO., Inc. 


GhasS ace), pase) he) -7 Vole 








Get this book: | 
“YOUR BUSINESS RECORDS” 


by J. K. LASSER 
Guard against TAX SUITS! FRAUD! CASH LOSS! 


Are you sure you have adequate records for income tax exami- 
nations? Does your record system guard against embezzlement, 
and cash losses? Does it provide guidance for good management? 
If not, you'll want this new Lasser book! 

“Your Business Records” tells you, step-by-step, how to set 
up an easy, safe, low-cost record-keeping 
system. Tells how to keep all the records 
you need for efficient management! For 
your copy, send coupon to The Standard 
Register Co., Dayton 1, Ohio. 


Standard Register 


B 1ES F RM 
GB Paperwork Simplification 


J. K. LASSER, C.P.A, 

Author of ‘Your Income 

Tox'’ and ‘How to Run 
a Small Business’’ 


THE STANDARD REGISTER COMPANY, 103 Campbell St., Dayton 1, Ohio 


I would like to know how to obtain a copy of J. K. Lasser’s new 
book, “Your Business Records,” without charge. 
NAME pe 


BUSINESS 


ADDRESS 


r---------- 
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MANUFACTURERS IN THE NEWS 


KEY TO THE CITY is presented to 





James R. Bemis, left, president of the 


National Lumber Manufacturers Association by Spokane mayor Arthur Meehan 
during the recent meeting of the NLMA directors. Seated at the right are Idaho 


governor Len B 
Forests, In« 


Jordan and G. F 


Long-Bell Selects 
Two New Top Officers 


John D. Leland last month was 
elected president by the board of 
directors of The Long-Bell Lumber 
Co. He succeeds J. M. White who 
is retiring from active duty under 
the company’s retirement plan. 
White will remain as a member of 
the board of directors. 

Harry G. Kelsey, since 1951 
general manager of Long-Bell’s 
Vaughn (Ore.) Div., was elected 
vice-president. He will move to the 


Leland 


company’s Longview, Wash., head- 
quarters. Julian M. White, Jr., 
will suceed Kelsey as general man- 
ager. 

Leland, 50, is the fifth president 
of the 79-year-old company. He 
joined the organization in 1946 as 
assistant to the vice-president in 
charge of financial affairs. Pre- 
viously he had 20 years experi- 
ence in the investment and com- 
mercial banking fields in Massa- 
chusetts. 


The retiring president, J. M. 
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Jewett, chairman of the board, Potlach 


White, began his lumbering career 
in 1906 with the Weed (Calif.) 
Lumber Co. In 1918 he became gen- 
eral manager of the firm, a sub- 
sidiary of Long-Bell. He held this 
position for 30 years. In 1947, he 
was elected vice-president and a 
member of the board of Long-Bell. 
The following year he was elected 
president. 

Harry G. Kelsey, the new vice- 
president, was engaged in public 
utility work in western Washing- 
ton before joining Long-Bell’s en- 
gineering staff in 1946. He was ap- 
pointed vice-president and in 1951 
he became general manager of the 
Vaughn Div. with headquarters at 
Vaughn, Ore. 

J. M. White, Jr., the new general 
manager of the Vaughn Div., 
earlier this year came to Vaughn 
from Weed, Calif., where he had 
been assistant general manager. 
He has been with Long-Bell during 
his entire business career with the 
exception of 41% years military ex- 
perience during World War II. 


Schaffhausen Opens Office 


Joseph F. Schaffhausen, former 
farm building consultant for 
American Lumberman, has an- 
nounced the opening of general 
offices at Irving-On-Hudson, N. Y. 
Schaffhausen and his staff will 
concentrate on product testing and 
development, sales management 
and training, public relations and 
all phases of agricultural en- 
gineering. The organization has 
test farms in Penna., Nev. and 
Quebec, Can. 


June 


Survey Shows 42% of 
Buyers Install Own 
Plywood Panels 


The importance of the do-it- 
yourself movement to the lumber 
and plywood dealer was empha- 
sized when R. S. Lowell, advertis- 
ing director, United States Ply- 
wood Corp., addressed the opening 
session of the recent American 
Marketing Association’s annual 
merchandising clinic in New York 
City. 

Speaking on a panel which in- 
cluded Robert A. Jones, executive 
director, Middle Atlantic Lumber- 
men’s Association, and J. F. Aspey, 
Jr., merchandising manager, Black 
& Decker Manufacturing Co., 
Lowell gave the results of a recent 
U.S. Plywood survey of four major 
market areas. 

“We made a startling discov- 
ery,” he said, “that 42% of the in- 
terviewed users of Weldwood hard- 
wood paneling had installed the 
materials themselves. In the case 
of men under 35 years of age the 
figure was 55%, and among man- 
ual workers the figure was a fat 
71%. 

“Another eye-opener was that 
77% of the customer-families re- 
ported that in their next plywood 
project—and most had several in 
mind—they planned to do it them- 
selves. 

“We believe the trend is perma- 
nent and not a temporary passing 
phase,” Lowell said in summary. 
“Moreover we believe it will grow 
because do-it-yourself serves basic 
needs — not merely an economic 
need as a money-saving device, but 
also as a way for a man or woman 
to put an increased amount of lei- 
sure time to profitable and self- 
satisfying use.” 


Eidelman Buys Airex Plant 


Eidelman Bros., Detroit, manu- 
facturers of combination screen 
and storm windows announces the 
purchase of the manufacturing 
facilities of Airex aluminum com- 
bination screen and storm win- 
dows from Rex Windows, Inc., Co- 
lumbus, Ohio. 

Eidelman has been in the whole- 
sale floor covering and metal 
moulding business for more than 
13 years and in the aluminum win- 
dow assembly business for two 
years. 


Panelyte Distributor Named 


The Panelyte division of St. Re- 
gis Paper Co., recently announced 
the appointment of Industrial Ply- 
wood Company, Inc., Jamaica, 
N. Y., as exclusive distributor for 
St. Regis Panelyte for the metro- 
politan New York area. 
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Owens-Corning Names } 
Two Vice-Presidents 
Edward J. Detgen and William . 


M. Keller were recently elected 
vice-presidents of Owens-Corning 
Fiberglas Corp., Toledo, Ohio, ac- 
cording to president Harold Boe- 
schenstein. 

Detgen has served since 1951 as 
general sales manager of the firm’s 
general products division. He will 


nein thes 


Detgen Keller 


maintain his present headquarters | E F C : RA TEL l all E 


in Toledo. 


Keller, since 1951, has been gen- Orangeburg, the pioneer and leader, is a sure profit winner for you. 
eral factories manager of Fiber- National advertising has made its high quality known and wanted. 
glas textile products division, and Sell genuine Orangeburg. “It pays to back the winner.” 
will continue to make his head- 


quarters in New York City. 


Orangeburg Perforated Pipe has many uses—and many friends. 
Farmers use it for draining fields, barnyards, for silo drains, foundation- 
Screen Cut, Crated Flat footing drains, for the modern and lasting septic tank disposal field. 


Halts Waste, Saves Time Plumbing and building contractors are using quantities of Orangeburg 


Perforated Pipe to drain the wet spots of parking lots, drive-in theatres, 


Facilities have been completed airports, golf courses. 


at the Alabama Wire Co., Inc., 


Florence, Ala., to ship aluminum Owners of homes and factories have many of these same needs and 
screen flat, cut to size and packed 


— rely on Orangeburg Perforated Pipe to fill the bill. 
in wooden crates. o—— 

This program is considered by 
officials of the plant as a forward >\ Orangeburg Perforated Pipe is easy to install 
step in eliminating waste in mill : Light weight 8 foot lengths. Speed the work 
ends and saving the cost of cutting and cut the costs of laying. Snap couplings 
each piece of screen from a roll. hold the pipe in line and keep out backfill. 

Since there a8 20 vaste, makers of Two rows of 14” perforations on 4” centers, 

large quantities of COOStss BCESSR 120° apart assure uniform seepage. An 

or doors will benefit from substan- Orangeburg Perforated Pipe line delivers UNDERGROUND 
tial savings and receive a conven- years of dependable service. 4) YEARS 
lent service. 

A preliminary survey of the mar- 
ket by the Alabama firm last year ORANGEBURG ROOT-PROOF PIPE is for house-to-sewer and septic tank connections, 
showed that a large : number of conductor lines from downspouts, storm drains and other non-pressure uses outside 
manufacturers would like to obtain 

: : the home. 

at least a portion of their screen- 

ing needs cut to size. Metal-mesh 
aluminum screen is now offered, 
cut to specified sizes packed flat 
in wood boxes f.o.b. Florence, Ala. 
Minimum quantity packaged is 500 
square feet. 


| clieentinatiaaatiantiteetienteentbetbentantnentian 


alee | 


Orangeburg Manufacturing Co., Inc. 
Dept. AL64 
Orangeburg, New York 


] Send me Catalog 306 


[] Give me name of nearest distributor 


Appoint New Distributor Use Orangeburg Fittings with Orangeburg 
Pipe. They simplify installations and cut costs. 








| 
| 
die ; | 
William B. Monk, president : 
re 3 tera, ’ V4 BEND wre Ve BEND 
Jamco Window Unit Corp., an- . Me 
nounces the appointment of his Det 
company as sole distributor of the | 
Ludman Auto-Lok Awning Win- | 
sed — o area now served by the ORANGEBURG MANUFACTURING CO., INC. | Address 
Cee Orangeburg, New York ! City 
West Coast Plant: Newark, Cailf. Lt — — — — — — 


Firm 
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SASH BALANCE 


and 


WEATHERSTRIP 


Packaged For 
SINGLE UNIT SALES! 


For volume sales in the expanding “Do-it- 
yourself” market! Packaged in single-window 
units, in representative sizes. Compact, clear- 
ly-marked, single-unit "kits" are easy to store 
and handle. Nothing to cut, trim or measure. 
The ideal “over-the-counter” sales unit. Also 
available — fast-moving, single-unit kits to 
weatherstrip doors. 


Tepe in Operation! 


Smooth, positive action. Accurate balance. 
Finger-tip control, plus the perfect seal 
against draft, dust, moisture. No wood-te- 
wood contact. Prevents sticking windows and 
window rattle. Permits removal of old-fash- 
ioned sash weights, and insulation of mullions. 


Simple Vnstallation! 


Any home owner can easily install his own! 
Installers cash in, too! No high-priced, skilled 
labor needed. One man can easily install 30 
windows or more, in only eight hours! 


Efficient ¢ Low Cost 
For Old or New Building 


Since 1946! The Milwaukee Combination 
can't be beat for lifetime efficiency, com- 
bined with low cost of materials and extreme 
ease of installation! Ideal for the installer! 
Ideal for the fit windows. Ideal for over-the- 
counter sales to “do-it-yourself” home own- 
ers! It will PAY YOU to write for information! 


MAIL THIS COUPON TODAY! 


Milwaukee Strip Service, Inc. Dept. L-6 
21 West Lisbon Avenue 

Milwaukee 8, Wisconsin 

Please rush me folder and price Iist ef 

Milwaukee Combination Sash Balance and 

Weatherstrip. 

Name 

Address 


Zone... State 
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COMPANIES ANNOUNCE 





The Weatherproof Co., Cleveland, 
manufacturer of Duo-Door and Duo- 
Matic windows has divided its sales 
organization and appointed two re- 
gional assistant sales managers. Mich- 
ael Kaysak has been placed in charge 
of the eastern region and Paul T. 
Broeckel is in charge of the western 
region. 

Kaysak has been with Weatherproof 
for two years and formerly was a 
member of the product manager’s staff 
at the Aluminum Company of Amer- 
ica, 

Broeckel formerly was connected 
with the National Cash Register and 
Ecko Products Co, in a sales capacity. 


Broeckel Kaysak 


Appointment of Richard Nelson as 
director of public relations for Mullins 
Manufacturing Corp., Warren, Ohio, 
was announced by C. D. Alderman, 
vice president in charge of merchan- 
dising the firm’s line of Youngstown 
Kitchens. Nelson succeeds A. D. 
LeMonte who has taken a new position 
in New York. A member of the firm’s 
PR department since 1944, Nelson has 
edited Mullins’ dealer and employe 
publications and has been in charge 
of product publicity. 

American Door Distributors, Inc., 
Waltham, Mass., is now manufactur- 
ing hollow and solid core flush doors. 
American is the only flush door manu- 
facturer in Massachusetts and serves 
the entire New England area with its 
Bay State line. 

Pyrne and Company, Inc., electrical 
manufacturer, recently produced its 
one-millionth Blo-Fan electric exhaust 
ventilator at its Pomona, Calif., plant. 


Appointment of William H. Schmidt 
as manager of the new construction 
and woodworking division of The Sat- 
terlee Co. was announced by J. Gordon 
Campbell, president of the Minne- 
apolis distributing firm. Schmidt has 
been active in the construction ma- 
chinery and supply field for 20 years 
and previously was a distributor for 
the De Walt line of power saws. 

General sales manager Robert N. 
Kelly has announced that Harold E. 
Peterson, former division manager of 
Plywood, Inc., Cleveland, has been ap- 
pointed assistant to the general sales 
manager of M and M Wood Working 
Co., Portland, Ore. 

Cole & Weber, Portland, Ore., have 
been named by the Hyster Co. as their 
domestic-export advertising agency 
and marketing public relations coun- 
selors for both tractor equipment and 
industrial truck divisions of the com- 
pany. 

Lock Vent, Inc., international manu- 


facturer of aluminum and plastic glass 
permanent awnings announced the 
appointment to Advertising Associ- 
ates, Inc., Richmond, Va., to handle 
their enlarged promotional and adver- 
tising campaigns. 

The Weatherproof Co., Cleveland, 
announces the appointment of five 
sales representatives and their terri- 
tory assignments. They are: Russell 
W. Colbert, Mo. and Kan.; Martin P. 
Bennett, eastern Penna., Del. and 
N. J.; John R. Stephens, Minn., N. D. 
and S. D.; Clifford S. Hewins, Jr., 
western N. Y., and Harry W. McMul- 
len, Iowa and Neb. 


Formica Sunrise Color Line 
Has 65 Colors and Patterns 


The Formica Company’s new 
Sunrise Color Line, styled by Ray- 
mond Loewy Associates, consists 
of 65 colors and patterns, 32 of 
them completely new including 18 
solid colors and two new patterns. 

The internationally known Ray- 
mond Loewy organization made an 
intensive study of the laminated 
plastics market, viewed the popu- 
larity of various colors and pat- 
terns in relation to the entire line, 
and surveyed Formica sales per- 
sonnel, distributors and fabricator 
customers. Then, these design and 
color experts came up with their 
recommendations. 


The most popular of the old col- 
ors and patterns were retained and 
many new ones added. Formica is 
now being offered in white and an 
entirely new range of durable, 
stain resisting, solid colors—colors 
compatible with each other and 
with modern ideas in home deco- 
rating. The new line will mean 
easier, more complete stocking at 
the distributor level. 


Uses Carpenter Tools 
To Work Light Concrete 


A lightweight concrete which 
can be sawed, bored, nailed, 
chopped or shaved with ordinary 
carpenter tools was recently intro- 
duced by Cellular Products Co., 
Los Angeles. Called Aerofill, the 
cellular concrete makes possible 
the positive control of concrete 
density within two pounds per 
cubic foot throughout a density 
range from 20 to 200 Ibs. per 
cubic foot. 

Aerofill concrete is made by 
mixing a stabilizing chemical and 
water in a specially designed gen- 
erator which forms a stable foam. 
This foam, composed of uniform- 
size air cells is then added to the 
conventional mix of sand and ce- 
ment in predetermined quantities. 
Even under the roughest on-the- 
job conditions, density does not 
vary more than two pounds per 
cubic foot. 

(continued on page 138) 
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ALL ABOUT WHOLESALERS 


Fairfield Tells NBMDA Meeting 
What Manufacturers Expect 


M. C. Fairfield, sales manager, 
Insulite Div., Minnesota and On- 
tario Paper Co., Minneapolis, 
speaking before the two-day Na- 
tional Building Material Distrib- 
utors Association in Washington, 


D. C., told the kind of a selling job ~ 


the manufacturer expected of the 
wholesaler. 

Approximate- 
ly 200 members 
last month 
heard Fairfield 
review the 
scope of the 
selling job es- 
sential to the 
successful pro- 
motion and sale 
of building 
materials and 
he added that 
the manufac- 
turer’s representative should be 
more than just a salesman. Fair- 
field said the salesman should be 
trained in the ways of promotion 
and be a tactful individual who is 
able to work harmoniously with 
others and inspire them to work 
with him. He should have a thor- 
ough knowledge of his products 
and be able to transmit some of 
this knowledge to the salesmen of 
the wholesalers with whom he 
works. 

In his closing remarks, Fairfield 
said, “The concept of selling has 
changed greatly and broadened in 
the past several years. Except in a 
few periods of shortage no one is 
going to come and take the mer- 
chandise away from us.” 


Fairfield 


Promote Do-It-Yourself 


Norman Herr, Bayonne Steel 
Products Co., Newark, N. J., indi- 
cated that the distributor had a 
terrific opportunity and respon- 
sibility in developing the do-it- 
yourself trend. He told how his or- 
ganization was working with deal- 
ers in the organization of do-it- 
yourself schools. 

These schools use the facilities 
and support of the vocational- 
educational program of the New 
Jersey public school system with 
instructors and exhibits furnished 
by manufacturers, wholesalers and 
retailers in the building industry. 


Mason Tells of FHA Deviations 


Norman Mason, new FHA com- 
missioner told the group of the 
progress being made in cleaning 
up previously bad practices in the 
FHA structure. He emphasized 
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that while the deviations were 
serious, they were a minor frac- 
tion of the total volume done by 
FHA, and both industry and the 
public is too prone to overlook the 
tremendous good because of a few 
bad apples in the barrel. 

H. R. Northup, executive vice- 
president, National Retail Lumber 
Dealers Association, said that the 
constructior industry was emerg- 
ing as the number one employer in 
the nation and that no immediate 
recession in the building industry 
could be foreseen in the near fu- 
ture and that construction should 
remain its present level for many 
years. 

S. M. Van Kirk, NBMDA general 
manager, reported that the present 
membership was composed of 175 
members in 32 states and that it 
was possible to reach the 1954 
membership goal of 250. 


"Red-Ink Months Are Past’ 
Janin Tells Wholesalers 


More than 300 members of 
the National-American Wholesale 
Lumber Association attended the 
62nd annual meeting recently held 
in Chicago’s Edgewater Beach 
Hotel. 

At the two-day meeting the fol- 
lowing officers were reelected: Roy 
M. Janin, R. M. Janin Lumber Co., 
Portland, Ore., president; J. Philip 
Boyd, J. Philip Boyd & Co., Chi- 
cago, first vice-president; Martin 
T. Wiegand, Martin Wiegand, Inc., 
Washington, D. C., second vice- 
president; Frank 8S. McNally, Sher- 
man Lumber Corp., New York City, 
treasurer and Sid L. Darling, New 
York City, secretary-directing 
manager. 

Charles J. Fisher was reap- 
pointed assistant secretary at New 
York. Paul C. Stevens and John F. 
Miller, Jr., were reappointed as 
western manager and assistant 
western manager respectively. 

Red-Ink Months Past 

In an address to the group, presi- 
dent Janin said: “It would be fool- 
hardy to guess what the balance 
of the year is going to bring forth. 
None of us has a crystal ball, but 
to me the future looks reasonably 
promising. 

“Most of us have our red-ink 
months behind us, and except in 
isolated cases, will end up with a 
profit. Whether or not this profit 
is satisfactory to you depends on 
whether you still keep your eve 

(continued on page 146) 
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BIGGER 
SALES! 


REDI-ROLLS! 


Big Town—Little Town —any Town— 
Richkraft Redi-Rolls make everyone a 
customer. Here, at last, is building paper 
at pennies per roll instead of dollars! 
An attractive merchandising carton 

uts these small 36"-100 sq. ft. rolls of 

ichkraft Papers right out on the floor 
where your customers can see them — 
4 grades to choose from. 


Here is a “carry out” size roll that will 
oan to every farmer, gardener, and 
o-it-yourselfer, Has 1001 uses around 
the home or farm—not just building or 
remodeling applications. For the first 
time, Richkeafe makes building paper 
a household item — not just a building 
peers. Get in on this huge spring mar- 
et. See your Richkraft distributor — or 
write us for his name. 
Send back the coupon and let us give you 
complete details on the Redi-Roll plan. 
We will help you start it and we make 
it easy to keep your supplies up-to-date. 





Richkraft 
uses 4 


to pro- 


few of the 
t eai-Rells can be $0 


@ Temporary floor runners 
tect rugs ond carpets 


e Wrapping trees and 


-away drop cloths 
@ Throw-owoy jobs 


shrubs 


@ Do it yourself building 
e Covering garden equipment 
@ Mulching 

@ Insulation 

e Wrapping and storage 














THE RICHKRAFT CO. 
510 N. Dearborn Street eT 
Chicago 10, Illinois an ¥ 


Gentlemen: 
Please send me complete details on Redi-Roll plan 
NAME eee 

ADDRESS___ 


Bc, 


__ZONE__STATE_ 
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THE LUMBER MARKET 


Tacoma AFL Union 
Approves Strike Action 


TACOMA—tThe strike potential, 
still unsettled, continues to loom 
large on the horizon as far as the 
lumber and log market are. con- 
cerned. Locally, members of the 
AFL Lumber and Sawmill Workers 
Union this week voted to author- 
ize a strike to support contract de- 
mands, according to Kenneth Gor- 
don, business agent. The vote was 
1810 for and 298 against, he said. 
The union represents some 3,000 
workers in this area. 

Gordon said that the executive 
hoard of the Northwest council 
will meet in Portland early in June 
to determine a date for a possible 
strike. The union’s action is rep- 
resentative of steps being taken 
by other locals in the Puget Sound 
district. Although negotiation 
meetings still are going forward, 
the situation generally is dis- 
turbing. 

Some upsurge in buying is evi- 
dent. This is attributed both to 
the strike uncertainty and to im- 
proved weather, which has brought 
increased activity in lumbering, 
logging and construction. 

A two-week spell of unseasonal 
dry weather has brought the forest 
fire threat earlier than usual this 
year. While the situation is hardly 
as serious as it will be later in the 
season, some operations have gone 
on a hoot owl basis as a precau- 
tionary measure. 


Market Improving 
In Seattle Area 


SEATTLE The market has 
firmed and the outlook is for 
steady to higher prices for the next 
month. Three factors influence this 
trend. There is buying in fear of 
a strike, a little better general de- 
mand for lumber and imminence of 
July 4th shutdowns, 

Both A.F. of L. and C.1.0. unions 
have voted to strike and a series 
of meetings are being held in Port- 
land in efforts to avert it. In the 
meantime trading is proceeding 
much as usual. Many firms choose 
to disregard strike threats. 

Rail movement has been declin- 
ing in favor of domestic cargo and 
export due probably to buying for 
Korea. Large mills have good order 
files. Mills going down in July are 
getting choosy over offerings. Cut- 
ting is a little stronger. Most shut- 
downs are expected to occur Fri- 
day, July 2 and remain down until 
Tuesday, July 20 but it is likely 
many small mills will continue op- 
eration. 
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Kiln dried items are very strong 
especially commons. Mills furnish- 
ing dry stock are booked ahead for 
30 days. Transits are moving but 
prices could be better. Green fir 
dimension and dry hemlock dimen- 
sion are $2 stronger. Shingles are 
very strong. No. 2 Royals, No. 2 
perfections and No. 2 and 3 are 
averaging about 50c stronger. Pro- 
duction is about 50% of capacity. 
Many mills set a limit in orders for 
some grades. Most mills are mak- 
ing perfections. 

Cedar |. mber is spotty but some 
mills are getting $160 for %, in 
clear bungalow siding in the “B” 
grade. Pines are steady but are 
battling Canadian competition. 
Idaho white pine common is 
stronger. Air dried stocks of 
spruce are coming in and No. 1 
dimension is a little easier. British 
Columbia is buying logs at high 
[econo on the American side of the 
ine. 


Prices Going Up 
In Northern California 


SAN FRANCISCO-—-The North- 
ern California lumber market, al- 
though generally active in its 
“strongest condition in recent 
years,” is in some instances er- 
ratic. Prices on almost all grades 
and varieties are going up. 

Douglas fir is proving very hard 
to find and Number 3 and 2 and 
better are almost non-existent. 

The strike scare, although some- 
what lessened, remains a major 
factor both in scarcity and in the 
upward trend of prices. 

The redwood market is active 
and firm and everything produced 
by the mills sells at once. The 
problem here is how to keep cus- 
tomers. Prices on thick clears are 
advanced; clear heart dry red- 
wood, 2x12, for example, is being 
quoted at around $250 M. 

Wholesalers remain very busy, 
essentially as the result of the high 
level of construction throughout 
the country. Mills have 30 day 
order files and everyone expects 
the market to hold for at least 
another 60 days. 


Market Rather Soft 
In Baltimore Area 


BALTIMORE—Some changes in 
prices have been noted by lumber- 
men here in the past few weeks, 
but they report no real stimula- 
tion in trade although the spring 
building season is at its height. 

There has been a dip in the de- 
livered quotations on southern 


June 


pine from nearby sources, some of 
them off $10 to $12. 


For instance, No. 2 common 
sheathing, 1x6, is around $78 for 
the kiln dried type. The 1x8 and 
1x10 sheathing is around $80 per 
M, and 1x12 around $86. 

Fir from the west coast is higher 
than three weeks ago, up around 
$15 per M for the clears. The 2- 
inch material which was $175 is 
now $190; 3-inch has moved up 
from $185 to $198; the 4-inch from 
$195 to $210; and the 6-inch and 
wider, from $205 to $220. 


See Improved Market 
For Yellow Pine 


KANSAS CITY—Two encourag- 
ing developments in the southwest 
holds promise of increased market- 
ing of yellow pine in the weeks 
ahead. One was the substantial 
rise in housing starts throughout 
the area, which calls for large 
amounts of lumber. The other was 
the marked improvement in the 
farm situation as result of wide- 
spread rains. Farmers will be as- 
sured of a good crop this year and 
this will be a source for sales of 
building supplies, notably lumber. 
Last year, when the crop return 
and prices were not so good, the 
lumber retailer keenly felt the 
effect. 

The movement of lumber to 
Texas and eastern Kansas points 
has been exceptionally strong in 
recent weeks. Board prices in the 
St. Louis area has firmed and this 
condition has prompted some un- 
certain buyers to act. The firmer 
fir prices also has led to a better 
tone for yellow pine values. Kiln- 
dried boards are selling from $73 
to $75 for 6-inch No. 2’s, while 
8-inch grades are bringing $78 to 
$81. These prices are several dol- 
lars under the highs of last year. 
Dimension prices are steady with 
2 by 4’s No. 2 grades selling at $75 
to $80 and the 2 by 6’s and 2 by 
8’s bringing $80. 


Western Pine 


The Western Pine barometer for 
the week ended May 22, 113 mills 
reporting, gave orders as 79,914,- 
000 feet, shipments as 80,530,000 
and production as 85,442,000. In 
the corresponding week a year ago 
orders were 78,922,000, shipments 
were 82,340,000 and production 
was 87,979,000 feet. 


Shipments were 5.7% and orders 
were 6.5% below production. Or- 
ders were 0.7% below shipments. 
Orders accepted increased 1.1% 
compared with the last report. 
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Lumber Prices at Press-Time 


The following index is intended merely as a check on buying practices. It is 
a com pepe and average of mill prices at press time and should not be con. 


sider 


as current on the day the magazine is received. The prices should be 


useful in following market trends and as a check on purchases made approxi- 
mately ten days before receipt of the magazine 


DOUGILAS FIR 


Vertical Grain Flooring 
B&Btr. 
1x4 


Flat Grain Flooring 


Drop Siding 
1x6 (Pat. #106) 
1x6 (Pat. #116 


Celling 


110.00 
Boards and Shiplap and 2” (Green) 
1x6 1x8 1x10 


No. | Dimension 
12’ 14’ 
{ 69.00 69.00 
6 66.00 68.00 
c 6 68.00 70.00 


68.00 68.00 
69.00 68.00 65.00 

70.00 69.00 67.00 68.00 68.00 
2x10 68.00 70.00 68.00 68.00 68.00 
2x12 68.00 66.00 66.00 68.00 67.00 


No. 2 Dimension 
2x 4 64.00 64.00 
2x 6 63.00 66.00 
2x 8 65.00 64.00 
2x10 63.00 65.00 63.00 63 
2x12 63.00 61.00 61.00 63 
No. 3 Dimension R/L Only 


No. 3 Dimension R/L Only 


66.00 66 66 
64.00 65. 64 
61.00 61 63 


r Add $10 $12 for ary lumber) 


RED CEDAR SHINGLES 


Royals 
24” 4/2 13.75-14.00 
24” Z 6.75- 7.00 
24” 4 4.00 
Perfections 
No. 1 18” 
No. 2 18” 
No. 3 18” 
XXXXX 
No. 16” 
No. 16” 
No. { 16” 


8.75- 9.00 
6.00- 6.25 
4.50- 4.75 


WESTERN RED CEDAR 


Prices for red cedar siding in mixed 
ears, new bundling, @ to 10° are: 


Beveled Siding, % Inch 
Clear eg! “B” 
%x4 inch .... 7§.00 
2% inch .... 87-00 
x6 inch -00 
%x8 inch -125-130 
Clear Bungalow Siding, % Inch 


8 inch 160.00 155,00 
10 inch 0.00 175.00 
12 inch 186.00 175.00 


Finish B and Bir, 82 or 45, 
® to 16° or Rough 


Celling or Flooring, B and Btr, ® to 10 
B&Btr. Cc D 
135.00 126.00 100.00 
186.00 1236.00 100.60 
Discount on mouldings, 6’ to 20’ odd 
lengths. 
Series 8,000 


Listing under 4.00—list plus 56%. 
Listing 4.00 and ever—list plus 356% 


Butitp1nc Propucts MERCHANDISER 


WESTERN PINES 


Ponderosa Pine 
a ~ tad 


4RW 6/4. RW 8/4 RW 
“Seo. 00 265.00 270.0¢ 


Selects 
S2 or 48 
C&éBtr. RL 
Shop, 828 
No. 1 No. 2 
110.00 
110.00 
Commens, 82 4 4s 


Btr. 
1x8 RL ....122.00 
1x12 RL ....122.00 
Idaho White Pine 
Selects $2 or 48 
1x4 1x6 1x8 
C&Btr. RL 270.00 270.00 270.00 
DR +++++880.00 230.00 230.00 245.00 
Commons, 82 or 48 
No. 1 No. 2 No. 3 
1x6 +eeeeeeeel57.00 145.00 100.00 
1x12 y 151.00 100.00 
Sugar Pine Selects S2 or 48 


a a enger 
Cc RL 


No. 1 2 
++++152,00 132, 00 
++++152.00 


122.00 





OAK FLOORING 


Cle Pin 4x24 1 
White” ‘Tev.oo Pat, 
Red 185.00 166.00 

Sel, Plain 
White 
Red 


#1 Com, 
White 
Red 
#2 Com, 
P a hes White 
ed 110.00 


75.00 76.00 


15” Shorts 


85.00 


# 2 Com. | 80.00 60.00 








SOUTHERN PINE 


Sertical Grain Flooring 
B&Btr. 
ix4 Heart .....220.00 
Fiat Grain Flooring 
134 Sap 


ao Siding 
1x6 (Pat. #106) 176.00 
1x6 {Eat #116) 175. 


Boards & Shipiap 
6 


1 
ne : -- Hh.00 182.90 
0. ov okay 76.00 
= oe 288 63.06 
No. 1 Dimension 
12’ 16° 

2x 4 87.00 ¢ 90. 
2x 6 87.00 
2x 8 90.00 
2x10 97.00 00 
2x12 107.00 107, 00 


No, 2 Dimension 


2x 4 80.00 ‘ 3. : 93.00 
2x 6 


117.06 


2x12 78.00 


60.00 


REDWOOD 


Bevel Siding 


“x V.G. Clear All Heart 
wx .G. : A meets: « 
ear ear 

3 . Clear All H 
. Clear All Heart... 
. Clear All Heart.. 
. Clear All Heart.. 
. Clear All Heart. 
%x1 . Clear All Heart... 
¥.x12 V.G. Clear Al) Heart 

Note: A grade V.G, Redwood Siding 
$5.00 less for %, % and % in above sizes. 


4 
6 
8 
6 
8 
0 
6 
” 
10 


Sassonoen 
RQQLSOQNOHS 


Anzac Siding 
1x10 V. lear All pacers. « 


12 V.G. Glear A 
ote: Deduct fie bo for A Grade. 


Finish 


ix 4 Clear Heart 
ix 6 Clear Heart 
ix 8 Clear Heart 
1x10 Clear Heart 
1x12 Clear Heart 





WESTERN HEMLOCK 


Vertical Grain Flooring 


&Btr. ( 
150.00 140.00 


Fiat Grain Flooring 


Drop Siding 


1x6 (Pat. #10 
1x6 (Pat. #116 


Celling 
0. 00 


Boards and Shipliap and 
2” (Dry) 


No : 76.00 
No. 69.00 
No, R 52.00 


No. 1 Dimension 
2x 4 70.00 70.00 
2x 6 70.00 70.00 
2x 8 70.00 70,00 
2x10 70.00 70.00 
2x12 70.00 70.00 
2x12 70.00 70.00 


70.00 
70.00 
70.00 
70.00 
70.00 
70.00 


70.00 
70.00 
70.00 
70.00 
70.00 
70.00 


70.00 
70.09 
70.00 
70.00 


No, 2 Dimension 
2x4 61.00 61.00 
2x6 61.00 62.00 
2x8 63.00 63.00 
2x10 61.00 63.00 
2x12 61.00 61.00 


No. 3 Dimension R/L 
50.00 
~ 49.00 
47.00 
45.00 
45.00 





ENGELMANN SPRUCE 


Boards and Shiplap (dry) 


1x6 1x8 1x10 1x12 


100.00 105.00 103.00 105.00 
69.00 71.00 70.00 71.00 


No, 2&Btr. 
No. 83&Btr. 


No. 1 Dimension (air dried) 
12’ 14’ 16’ 18’ 20’ 
2x 4 65.00 65.00 65.00 66.00 65.00 
2x 6 65.00 65.00 65.00 65.00 65.00 
2x & 66.00 65.00 65.00 65.00 65.00 
2x10 65.00 65.00 66.00 65.00 65.00 
2x12 65.00 65.00 65.00 65.00 


No. 2 Dimension 


2x4 60.00 60.00 
2x6 60.560 60.60 
2x8 59.50 69.60 
2x10 62.50 62.60 
2x12 69.50 69.60 


Mills are now grading boards aa No. 


2 and No. 3 common, Mills do not grade 
out No. 3 dimension as in fir 
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WHEN YOU MEET 


THE BONDERIZED STEEL WINDOW 


els |e)4 17440) 
‘Champion 
BASEMENT 
WINDOWS 


14-gauge electrically welded 
frame, fins welded to jamb for 
quick installation and double 
contact with leak-proof water 
shed sill. A plus value incorpo 
rates a redesigned latch which 
assures positive operation under 
oll conditions. 








All casements drilled and tapped to 
receive storm sash and screens, op- 
erator arm guide channels attached 
with screws for easy removal and 
replacement, if necessary; ventilator 
frames constructed from the same 
heavy sections as the outside frame. 
This provides greater rigidity and 
stronger ventilators. 


Also ask about the extre valve in: 
VENTO “THRIFTY’’ BASEMENT WINDOWS 


VENTO FORMED STEEL LINTELS (FOR BLOCK 
AND BRICK CONSTRUCTION) 


VENTO “Champion” Berred Basement Windows 
VENTO ‘‘Chempion”’ Utility and Bern Windows 
VENTO Thrifty Utility and Specie. Type Windows 


Write us for full information 
Some desirable territories are open 
for representatives and distributors. 
Write for full particulars. 





Wholesalers 
(begins on page 113) 





Phone Calls Sell Lumber 
For Blind Canadian 


Though totally blind for more 
than a year, Kenneth R. Brooks, 
Toronto, Ontario, has bought and 
sold millions of board feet of lum- 
ber monthly by telephone. 

Brooks, founder, president and 
general manager of K. E. Brooks, 
Ltd., wholesale lumber dealers, is 
still expanding and_ recently 
opened his first U.S. yard at Tona- 
wanda, N. Y. Though he employs 
some salesmen, the bulk of his 
business is carried out by tele- 
phone. The orders he receives are 
written boldly on pages of a large 


THOUGH TOTALLY BLIND, Kenneth 
R. Brooks, shown here with his wife, 
is successfully running his own whole- 
sale lumber business in Toronto, On- 
tario, and has recently opened a yard 
at Tonawanda, N. Y. 


notebook which he can’t see. So 
extensive are his phone calls that 
his phone bill often runs into four 
figures. 

Though blind and _ bedridden 
from a heart attack, Brooks 
founded his business with a $400 
loan and began a systematic can- 
vas of lumber mills and dealers he 
had known when he had his sight. 
Late in 1953, he opened a field 
office in Edmonton, Alberta. 


Wisconsin Dealers Form 
Wholesaler's Club 


Twenty-seven persons attended 
the formal organization and meet- 
ing of the Wisconsin Wholesaler’s 
Club at Milwaukee last month. 
Officers elected for the balance of 
1954 are: Paul F. King, King 
Building Materials & Supply Co., 
Milwaukee, president; Carl D. 
Brehn, Wilbur Warehouse & Sales 
Co., West Allis, vice-president, and 
Joseph Purnell, Lumber Dealers 
Service & Supply Co., Milwaukee, 
secretary. 

The next meeting is set for 10:30 


a.m., July 13, at the Park Hotel, 
Madison, Wis. 
(continued on page 146) 


STEEL PRODUCTS CO., Inc. 


249 COLORADO STREET BUFFALO 15, N. Y. 
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Protect your gains 


Are you one of the millions of Americans who voted 
for lower taxes—more freedom from government in- 
terference in private business—and greater protec- 
tion of our free enterprise system? 

Within the last year, tremendous headway has been 
made to cut the cost of government and restore more 
purchasing power to the hands of retail consumers. 
But this program will suffer a great setback unless 
all of us start working now to insure the election of 
responsible senators and representatives willing to 
cooperate with the administration this fall! 

Here’s how you can help to protect these gains and 
restore still more purchasing power to the hands of 
your customers. First—join, and publicly endorse, a 
good tax and government reform group in your com- 
munity—and urge other business and professional 
men to do the same. 

Second—don’t wait! Start now running display 
lines across the bottom of your regular newspaper 
ads reminding people of the millions of dollars Con- 
gress is already saving the taxpayer in government 
expense cuts. 

And in alternate ads, run lines across the bottom 
urging everyone in your community to safeguard 
these gains, by voting for Congressmen next fall who 
will work for still lower taxes and sound, responsible 
government. The more people you influence to help 
in this campaign, the faster Washington will deliver! 


. +». magic attraction 


Is your problem how to increase store traffic? 
Here’s a device that worked with unbelievable suc- 
cess for several New York savings banks—can work 
like magic for you. Recently, they offered a free plas- 
tic piggy bank that tipped its hat, to anyone coming 
in, plus a ticket eligible to win some good door prizes. 

Result: Hundreds of sophisticated New Yorkers 
actually stood outside in lines two and three deep in 
the pouring rain for an hour or more, waiting to get 
their free piggy bank! A gift probably worth no more 
than 15¢. And yet, as one astonished observer pointed 
out, probably not one of them would be willing to 
work for less than a dollar an hour! 

Moreover, hundreds more kept coming every day of 
this week-long promotion—and demand was so great, 
participating banks had to place rush re-orders on 
piggy banks. Here’s how you can make this promotion 
work for you. 

Offer a free Tip-Your-Hat piggy bank to everyone 
in your area saving to modernize or build. Just in- 
side your entrance, have each one fill out his name 
and address on a ticket for door prizes. In this way 
you can get some good sales leads. 

At the same time, arrange to give out your free gift 
at the far end of your store. Then along the line of 
traffic moving through your store, plan your most 
fascinating displays, with big posters that show how 
little each job costs per month and what it includes. 
This way, you can do an educational and selling job 
on everyone waiting in line—and expose them to a 
wide variety of your products and services. 


By Norm Advertising, Inc. 
New York, N. Y. 


3UILDING Propucts MERCHANDISER 





... extra tips 


If possible, plan to partition off these displays like 
a row of display booths at a convention. In this way, 
each one will get maximum attention. Also station 
your best sales people at intervals along the line of 
march to answer questions about your displays and 
hand out plan books and product literature. 

Also, get as much contrast into your displays as 
possible so they look new and different. For example, 
show a handsome fireplace against a background of 
pine paneling or lovely wallpaper in one booth. And 
right next to it, feature a pretty garden wall with a 
charming little wooden shrine built into it. And next 
to that, a kitchen modernization display. 

In your announcement ads, offering your free gift 
and door prizes, also center attention on your dis- 
plays, by inviting the public to come in to see your 
home planning show! And be sure to mention free 
plan books in your copy, too. 


... play it safe 


Make a note of these figures and use them both in 
vour personal selling and sales promotion material. 
They can mean extra dollars for you—can be the 
basis of a much more profitable home safety cam- 
paign! 

“Twenty serious accidents a minute — one every 
three seconds—that’s the rate at which they now hap- 
pen across America,” according to Travelers Insur- 
ance Company. They also add, “Every year, one 
person out of ten is accidentally killed or injured... 
and more than 40% of these accidents take place 
right in the home.” 


In your newspaper ads, sales letters, window and 
showroom posters, wake up the public to the tre- 
mendous toll home accidents are taking in lives, 
health and family happiness every day! 

And point out to family heads that “No amount of 
insurance can repay you for the life or permanent 
injury of your child. And no amount of insurance 
can repay you for the life of your wife, or for the 
months and years of suffering that often results from 
major home accidents.” 

Then hammer home the fact that months and years 
of crippling pain, injury and sudden death from home 
accidents can often be avoided by having a free 
home safety check in time. 


... major these appeals 


In your newspuper advertising, major the fact that 
a $5 home repair can often ssve as much as $1,800 in 
hospital and doctor’s bills—and that such repairs are 
the cheapest health insurance you can buy. And the 
best! 

Also put strong emphasis on this point .. . that it 
takes the eye of an expert to spot home danger spots 
... that some of the most dangerous home hazards 
are concealed hazards which the average home owner 
never thinks of. With 40% of all accidental deaths 
and injuries taking place in the home, few services 
are more needed than a good home safety campaign. 
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Solid Hardwood Panels 
Mansfield Panels are made from 
seasoned red gum selected for its 
beauty, properly kiln dried, then 
edge glued to form a solid hardwood 
panel. Packed in three standard as- 
sortments, each panel is 25/3 
thick. All faces are factory sur- 
faced, and all edges are square and 
smooth. Each package consists of 
three layers of panels. One panel 
is the full size of the package, the 
other layers consist of two, three 
or four smaller panels each. Shreve- 
port Lumber Sales Co., Dept. AL, 
116 Louisiana Ave., Shreveport, La. 


For more data circle No. 1 on coupon, p. 152 


Multiroll File 


Each Multiroll File unit contains 
25 individual tubes of 21% inch in- 
side diameter encased in a 200 lb.- 
test reinforced corrugated board 
container. The rear ends are closed 
to prevent air circulation while the 
front is open for easy assessibility. 
Both sides and tube ends are fin- 
ished in a tough, durable plastic 
base enamel in a choice of dark 
green or medium grey. A smaller 
tube is furnished with each file 
around which the material to be 
filed is first rolled. It is then in- 
serted into the file and the rolling 
tube withdrawn as the file material 
expands. Three models, providing 
tube lengths of 80", 36” and 42” are 
currently in production. Roll & File 
Systems, Inc., Dept. AL, P.O. Box 
85, Ferndale 20, Mich. 


For more data cirele No. 2 on coupen, p. 152 
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Overhead Garage Door 

A install-it-yourself overhead ga- 
rage door, the Stampco 32, gets its 
name from the fact that only 32 
bolts are needed to assemble the 
three sections of the door. When 
assembled the door has the same 
appearance as a factory-welded, one- 
piece door, since no bolt heads or 
nuts are visible on the face of the 
door. A further feature is that the 
door is conveniently packaged in 
two cartons. One holds the three 
sections of the door; the other holds 
the hardware. They can be trans- 
ported by the purchaser himself or 
be delivered by the dealer. Stamp- 
ing Products and Manufacturing 
Co., Dept. AL, 6500 Mack Ave., 
Detroit 7, Mich. 


For more data circle No. 3 on coupon, p. 152 


Fireplace Unit 
The improved 3-Star Heatilator 
Fireplace unit has the Pressure- 


Seal Damper that 
when the fireplace is not in use. 
When the damper is closed the 
damper blade rests snugly against 
a asbestos gasket. Then, a slight 
additional pressure on the damper 
handle sets the blade against the 
gasket and locks it in place. Heat- 
ilator, Inc., Dept. AL, Brighton 
Ave., Syracuse 5, N. Y. 


For more data circle No. 4 on coupon, p. 152 


seals air-tight 


June 


- 


Molded Pipe Fitting Insulation 


Molded pipe fitting insulation is 
manufactured in preformed halves. 
The pipe fitting insulation is light 
in weight and may be used on mod- 
erate low temperature work and 
on heated piping to 450 degrees 
Fahrenheit. The insulation is 
molded to fit screwed and butt- 
welded fittings. The product is 
available in sizes to fit American 
Standard Cast Iron screwed ells, 
tees, and 45’s for pipe sizes from 
14-inch to 8-inch pipe and standard 
butt welded long radius ells and 
45’s for pipes from two inches to 
eight inches in size. Screwed tee 
insulation may be used to insulate 
gate and globe valves. Owens- 
Corning Fiberglas Corp., Dept. AL, 
Toledo 1, Ohio. 


For more data circle No. 5 on coupon, p. 152 
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Wn STANLEY] Wo 188 
ALUMINUM POCKET 
LEVEL 


Aluminum Pocket Level 

The new Stanley No. 188 pocket 
level with pocket clip is made of 
strong heat-treated hexagonal alu- 
minum tubing. The five-inch body 
is light and rigid and is annodized 
for colorful non-chip finish. Stand- 
ard display packing consists of six 
No. 188 pocket levels mounted on a 
small-size easel card 10” high, 61” 
wide. Stanley Tools, Dept. AL, New 
Britain, Conn. 


For more data circle No. 6 on coupon, p. 152 
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LOW-COST 


PACKAGE FAN 


the answer for “do-it-yourself” 


Summer Comfort 
DEMANDS 


High Profit! Fast Seller! 


Every homeowner wants and needs 
“Summer Comfort”. Now every 
homeowner can afford one-two or 
more fans! 

How? They’re low in cost compared 
to other makes! Why do they cost 
so little? Because your customer 
assembles the S. J. Stewart Fan 
himself . it’s as easy as framing 
a picture... that’s right! Stewart 
“packaged” Fans are high quality 
fans. Only the finest materials are 
used. Composition blades are guar- 
anteed not to warp, bend or rust 
(also washable). Every moving 
part is manufactured to perfection, 
insuring smooth-silent operation at 
all times! Absolutely no vibration. 


Write, wire or phone now... 
today! for complete details 


Easy to handle package takes little 
storage space 3’ x 18” x 38’. Shipping 
weight, 35 Ibs. 


Anyone can assemble the Stewart Fan. 
Every detail is complete in the included- 
easy to read instructions 


Everything in a package with instructions 


S. J. STEWART (ELECTRIC) 


527 St. Joseph St. 
Phones: Ra. 4308-4309 
New Orleans 12, La. 
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Striated Blond Hardboard 
Packaged, pre-cut squares of 
striated blond hardboard are now 
on the market for use on parquet 
walls and ceilings. The unit is 
Chapman Manufacturing Com- 
pany’s new Oregonbord RIB-tex 
Tile Pak. The manufacturer has 
taken his regular stock of grooved 
blond RIB-tex and cut and pack- 
aged it in squares 1534,”x143,"x 
1”. Each package contains 26 
pieces; enough to cover 45 square 
feet. The board is installed with 
special nails, supplied with each 
carton. Adhesives may also be 
used. Chapman Manufacturing 
Company, Dept. AL, Corvallis, Ore. 


For more data circle No. 7 on coupon, p. 152 


Underground Sprinkler System 

A durable plastic lawn sprinkler 
system utilizes brass_ shut-off 
valves, plastic pipe and fittings, 
and chrome-plated pop-up heads. 
The Hi-Spra Plastic Sprinkler sys- 
tem is assembled above the ground, 
plastic welded together and dug 
under for a permanent under- 
ground operation. All sprinkler 
heads are adaptable to full, half 
or quarter circle coverage. Hi-Spra 
Sprinkler Corp., Dept. AL, 1457 S. 
Concord St., Los Angeles 23, Calif. 


For more data circle No. 8 on coupon, p. 152 


Factory-Mixed Colored Cement 

A factory-mixed colored cement 
has been developed. Rainbow Col- 
ored Cement is a thorough blend of 
mineral pigments and white Port- 
land Cement. Mineral Pigments are 
used to produce intense colors. 
White Portland Cement is used to 
obtain maximum clearness and 
brightness. Instructions for mixing 
with sand and water are printed on 
each bag. Rainbow Colored Cement 
is packed in 25, 50 and 100 pound 
bags, and is available in green, yel- 
low, black, blue, red, brown, gray 
and white. Murray Williams Color 
and Chemical Co., Dept. AL, 353 
Boyden Ave., Maplewood, N. J. 

For more data circle No. 9 on coupon, p. 152 
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TILE CUTTERS 


Tools of quality for quality 
workmanship, Each J.M.J. cutter 
is expertly and exactingly de- 
signed for the types of tile 
designated, 


cuts wood and 
resilient floor tile 

9” x 9" sq. or diag. © 12” x 12” sq. 
MODEL MPT-1 


cuts and 
bevels 
metal 
wall tile 


up to 5" x 5” sq. 
ond diag. 


be 
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fs 
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PAT. No, 
euts-oll 2641845 
resilient floor tile 


9” x 9" sq. and diag. 
12” x 12" sq. 
MODEL PT-91 
cuts 
plastic 
wall 
tile 
including 8%" 
BLADE RESHARPENING SERVICE 
DEALER RENTAL 
PROGRAM AVAILABLE 


WRITE FOR LITERATURE AND 
NEAREST DISTRIBUTOR TODAY. 


J.M.J. INDUSTRIES 


Engineers »- Manufacturers 


224 CENTREVILLE AVENUE 
BELLEVILLE, ILLINOIS 


(To obtain more data on advertised products see page 152) 





Gompane 


“OUR LEGS | 


\ © QUALITY 

a 

SYS oe ~CONSTRUCTION 
© PRICE 
© DELIVERY 


BELSON GENUINE 
WROUGHT IRON LEGS 


NO VISIBLE 


4 SCREWS PER LEG 
WELDING 


Ya" x 1” 
CORNER PLATE 
ALL SURFACES 
SHOT BLASTED 
FREE OF SCALE, 
FLUX, RUST, ETC, 


Y," DIAMETER 


15° SLANT 
Py, 


PERFECT RADIUS SMOOTH, MATTE 


\U- —— 


PRICES PER SET OF 4 


Including all necessary screws 


Bureaus, Coffee Cocktail TV, Lamp Dining 
Chests Tables Tables Tables Tables 


SIZE 6" 12" 16" 22" 26" 


STYLE 
Hairpin 


USES 








4.95 
3.95 


$5.95 
4.75 


$6.75 
5.75 


$7.95 $7.4 





Diagonal 








ge 


RD STYLE 




















ROOM DIVIDERS 
Stock No. Height Depth Suggestec Retail 





RD 60 60" 12" $18.95 Pr 
RD 33 33" 2" 4% ea. 
RD 27 27" 2" 
RD 60A 60"' 12" 


BOOKCASES 








450 ea 





7.95 @e 








9.95 pr. 
12.95 PF. 











FB 


BC 27 


: 


BC 38 








Send for complete catalog. 


BELSON «2 < 


NORTH AURORA 4, ILLINOIS 
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Engineers Rule 


A new Green End six foot Engi- 
neers Rule No. 116 is designed for 
those who use 10ths and 100ths of 
a foot, or feet in inches by 16ths, 
on the job. Green End features in- 
clude big numbers and graduations 
embedded into white enameled wood 
which is protected by a new plastic 
finish resistant to moisture and 
common solvents. Nickel silver ball- 
lock joints and strong native hard- 
wood sticks, air seasoned and kiln 
dried. Stanley Tools, Dept. AL, 
New Britain, Conn. 


For more data circle No. 10 on coupon, p. 152 


Plywood Building Panel 


A new grooved, warp-resistant, 


plastic-faced, waterproof fir ply- 
wood building panel is produced 
under the name Harborite. The 
medium density waterproof pheno- 
lic resin plastic face is permanently 
bonded to the panel under heat and 
pressure. The panel has an earthy 
reddish-brown color that can be 
used for interiors without finishing 
although its primary purpose is to 
hold paint without peeling, blister- 
ing or checking. The face is marked 
with vertical grooves spaced 4” to 
12” apart. Random widths are avail- 
able. Panels come in standard 4’x8’ 
sizes. Harbor Plywood Corp., Dept. 
AL, Aberdeen, Wash. 


For more data circle No. 11 on coupon, p. 152 
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Magnesium Hand Truck 


Model No. 12-H-802 is rated to 
handle loads of up to 450 pounds 
yet weighs only 16 pounds when 
equipped with rubber-tired mage- 
sium wheels; 20 pounds when 
equipped with standard semi-pneu- 
matic tires as shown. Fabricated 
completely of magnesium, the new 
truck incorporates a shovel-type 
nose unit, 12” long. Magline Inc., 
Dept. AL, 1950 Mercer St., Pin- 
conning, Mich. 


For more data cirele No. 12 on coupon, p. 152 


Combination Roll Kits 

The new Fuller screw driver roll 
kits are furnished in five- and eight- 
piece combinations, both in a plastic 
wrap-up roll with individual pockets 
for storage. Each kit contains Ful- 
ler’s handle with a_blister-proof 
dome. A heavy aluminum chuck in 
the handle permits insertion of the 
interchangeable blades,- which to- 
gether with the new six-inch steel 
slip joint pliers are provided in the 
kit. The five-piece kit, No. 605, in- 
cludes, in addition to the pliers and 
handle, three screw driver blades— 
one ¢ach of cabinet, mechanic and 
Phillips-type. The same five pieces, 
plus a 44.” cut chisel, a screw starter 
and a keyhole saw blade, are fea- 
tured in the 8-piece set, No. 608. 
Fuller Tool Co., Inc., Dept. AL, 
3522 Webster Ave., New York 67, 
N. Y. 

For more data circle No. 13 on coupon, p. 152 
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You can build an entire business specializin 














MR. PORTER displays a sample 
post at his yard, located on a 
two-acre tract on a major high- 
way north of Ponca City. 


v 


There's profit for you in | 


In pressure-creosoted products 


‘i 


EXTENSIVE stocks of pressure-creosoted fence posts 
are maintained at all times at the C. A. Porter 
Post & Pole Yard, Ponca City, Okla. 


‘IXTEEN years ago, C. A. Porter of 
’ Ponca City, Okla., foresaw a big de- 
mand for pressure-creosoted fence posts 
and other pressure-creosoted lumber. He 
didn’t just take them on as a sideline. . . 
he built his whole business around pres- 
sure-creosoted products. 

Today, 65 to 79 per cent of the dollar 
volume of the C. A. Porter Post’ & Pole 
Yard is in pressure-treated items. And 
much of the remainder is related selling, 
such as wire, nails and corrugated siding. 

Pressure-creosoted fence posts are the 
major item in Mr. Porter’s line. He han- 
dles them in 50 sizes and lengths and 


ee ee ee eee ee ee 2 


farmers and ranchers have been thor- 
oughly sold on their long life and other 
advantages. 

Much of the creosoted lumber is sold 
along with posts to make corrals, loading 
chutes and scale platforms. 

Mr. Porter advertises pressure-creo- 
soted products extensively, through 
newspapers in the area served by the C. A. 
Porter Post & Pole Yard, as well as 
through the Ponca City radio station. As 
a result of this promotion, farmers and 
ranchers in North Central Oklahoma 
know his line and his location and bring 
their business to him. 


AY~NO STAMP NEEDED 
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United States Steel Corporation 
Room 4389, 525 William Penn Place 
Pittsburgh 30, Pennsylvania 












I’m interested in handling pressure-creosoted fence posts. Please 
send me more information and put me in touch with pressure-treaters 
who produce this product. And include a copy of your new guide, 
“Fences That Pay.” 


pressure-creosotéd wood | 


and build 


ing supply houses all over the country are 


Hardware dealers, lumber dealers 


Name 
Address 
City 


cashing in on the demand for pressure-creo 
soted wood products. If you'd like more in 
formation, send in the self-mailing card on 
this page. But first, turn the page to see the 
merchandising help availuble to you 


State 








“I expect my Pressure-Creosoted Fence Posts to last 
a good twenty years” 


yw ag tle 
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WHERE WOOD IS USED IN FARM CONSTRUCTION, BE SURE IT’S PRESSURE-CREOSOTED 


SAVES YOU LABOR Pressure creosoted posts and 
poles are straight, smooth, easy to set. And they're 
available in sizes of various lengths and dimensions so 
that, whether you want pressure-creosoted wood for 
fences, pole barns, corrals, or any other type of farm 
building. you Il find a size that fits your needs exactly 


which have required almost no maintenance to keep 
them in good shape for forty or more years 

SAVES YOU MONEY. Because it's so resistant to 
termites, fungi, dry rot, and other agents of wood de 
struction, pressure creosoted wood lasts up to seven 


says Ben Catalina of 
Clarksdale, Mississippi 


“Last year I used pressure-creosoted posts to 
fence in my pasture land. I haven't had to re- 
place any of the posts, and I expect them to last 
for a good long time. I also used pressure 
creosoted wood to make repairs in my barn and 
to put up a shelter over the water trough.” 


times as long as untreated wood No more cortinual 
repiacement of fence posts, no more continual repair of 
rottec buildings. Think how 

much actual cash this can save 

you over a period of years! Pittsburgh « P. 

U-S*S CREOSOTE CONTAINS OVER 150 CHEMICAL COMPOUNDS UsS sulting tho am al pomume-coenssted wont | 


ray 
scribing the use of pressure creosoted for 
* construction 


SAVES YOU TIME— Pressure creosoted wood con | ve me Extension Section 
struction is trouble-free construction, Many farmers United States Steel Corporation 
tell about installations of pressure creosoted wood Room « “76. 525 Wate Penn Place 


You can be sure of dependable service when you order wood posts and poles which have 


been pressure treated with USS Creosote, a quality product of the United States Steel 
Corporation Por the name of your local dealer, mail the coupon. We li also send you in 
formative literature on how you can save money with pressure-creosoted wood construction 


I would like to know the name of my nearest 
of creosoted wood 





United States Steel is a major producer of Creosote used by many 
producers of pressure-creosoted wood products. To help you build a 
steady volume on these products, we maintain an advertising and pro- 
motion program that sells your farmer-customers on the advantages of 
pressure-creosoted wood. 

Advertising in leading state and regional farm papers tells the story 
of the long life of pressure-creosoted wood in terms of actual experiences 
of actual users. A free fence construction guide has been prepared for 


distribution to your customers. And advertising mats are available for 
your own use. 


MAIL THE CARD BELOW 


We will put you in touch with pressure-treaters in your area who can 


supply you with pressure-creosoted wood. Get the facts today on this 
profitable line. 


CeO OOOO EHH EEE OES SHEE HEHEHE HEHEHE HHH HEHE HH Hee eee 


You've heard about them! 
You've read about them! 


We sell them / 
PRESSURE-CREOSOTED fence posts 





FIRST CLASS 
Permit No. 3117 
(SEC. 34.9 P.L.&R) 

Pittsburgh, Pa. 

















BUSINESS REPLY CARD 


No Postage Stamp Necessary if Mailed in the United States 








— POSTAGE WILL BE PAID BY — 


@ You've heard about pressure- 
creceoted posta trom your neigh- 
bors... you've read about them 
in leading farm magazines. Pres- 
sur*-creosoted posta mean fewer 
posta to buy over the years . 
lems inbor in setting and reset- 
ting longer life from the 
fencing iteelf 

Why are pressure-creosoted 
posts your best buy? Because 
they are the engineered pro- 


ducts of modern wood treating 
plants. Just the right amount 
of Creosote Oil is forced deep 
imto the wood to give it the 
Wngest possible life. There's no 
guesswork involved. 

Over the years, you'll find 
pressure-creosoted posts cost you 
far lees than any other wood 
post you can use. Come in and 
get prices and other information 
today. 


UNITED STATES STEEL 
Room 4389 525 William Penn Place 
Pittsburgh 30, Pennsylvania 


Your headquarters for PRESSURE-CREOSOTED posts 


DEALER SIGNATURE 
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Ladder Attachment 


A new development in ladder at- 
tachments called a Sky Hook con- 
sists of a pair of tubular steel arms 
holding a bearing board and at- 
taches to the upper end of a ladder. 
Safety is promoted by the use of 93 
square inches of bearing surface to 
minimize swaying and shifting. It 
increases the _ effective working 
length of a ladder and provides 
safety rails for getting on and off 
roofs. Clayton Mark & Co., Dept. 
AL, Evanston, IIl. 


For more data circle No. 14 on coupon, p. 152 


Bathroom Medicine Cabinet 


The Suburban is a medicine cabi- 
net that offers more than 1,550 cubic 
inches of storage space. Two models 
are offered, model WS-PL and WS-L 
lighted. The latter features two 
fluorescent fixtures, complete with 
tubes. A 2344” x 22” mirror with 
beveled edge is featured with both 
cabinets. Wall opening: 2114” x 18’ 
x 354". Ideal Cabinet Corp., Dept. 
AL, 5131 Dempster St., Skokie, III. 


For more data circle No. 15 on coupon, p. 152 


Reflective Insulation Blanket 


A new insulation blanket named 
Twinsulation has on one side of the 
blanket aluminum foil, while the 
other side is aluminum-coated. The 
foil side faces the building interior 
when installed and provides vapor 
barrier. The aluminum-coated side 
facing the exterior is permeable to 
vapor and helps to prevent conden- 
sation. Both reflective surfaces turn 
back radiated heat. Rock wool in- 
side the casing also helps block 
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passage of heat, thus providing a 
twin insulation action. Available in 
semi-thick and full-thick blankets, 
15”, 19” and 23” widths, and in 
four and eight-foot lengths. 


For more data cirele No. 16 on coupon, p. 152 


Flexible Window Wall 


The Superwall can be used in 
many combinations to give a cus- 
tomer a variety of choices. The 
Superwall features: a safety lock 
operator which controls the ventila- 
tor to a desired opening; screens 
which do not hamper opening and 
closing of units; extra heavy flang- 
less sections combined with “I” 
shaped mullions for more frame 
strength. Vent arrangement may be 
varied as desired. Superior Window 
Co., Dept. AL, 5300 N.W. 37th Ave., 
Miami, Fla. 


For more data circle Ne. 16 on coupen, p. 152 


Cupboard Door Latch 


The new Leco-Latch unit consists 
of a compact, permanent magnet, 
special steel contact plate and 
mounting screws. The latch has a 
polished, plated metal finish for 
beauty and corrosion resistance. A 
special introductory pack containing 
24 Leco-Latches and a counter dis- 
play is available to dealers. Labora- 
tory Equipment Corp., 
Div., Dept. AL, St. Joseph, Mich. 
For more data circle No. 17 on coupon, p. 152 
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Hardware 





AMAZING 
PULLMAN 


Powerful 
Pigmy 


with rust-proof 
stainless steel 


spring 





World's 
gmallest 
true 
gounter 
balance 
tor double: 


hung 
windows 


Set of 4 weighs 
only 12 oz 





Position of balance 
installed in sash 





Sash morticed . . . no head 
or side room needed 


Lowest-priced true counterbalance 


on the market—plus extra saving of 
installation time, shipping and han- 
dling costs. Pullman’s 
Pigmy utilizes the revolutionary 
constant-load negative spring. No 
moving parts—nothing to go out of 
adjustment. Spring and all exposed 
portion is rustproof nickel-bearing 
steel. Write for full details. 


TUIAANATAIIN 


MANUFACTURING CORPORATION 
325 HOLLENBECK STREET 
ROCHESTER 21, NEW YORK 


Powerful 


(To obtain more data on advertised products see page 152) 











BUILDING IDEAS 
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any prices being quoted at the 
show or the possibility of any 
de: 'er benefiting by taking direct 
orders or securing customers’ 
names. This was a cooperative 
project of the club and all were 
on equal footing.” 

Thirteen of the 16 club members 
contributed $50 each to back the 
Building Idea Show. Invitations 
sent to manufacturers and whole- 
alers stated this was primarily a 
building, not a do-it-yourself show. 
Each of the 54 exhibitors who re- 
ponded was responsible for his 
own display. The club furnished 
the hall, booths and publicity. 


6,000 Attend 
The show, held in Green Bay’s 
Riverside Ballroom, demonstrated 
new ideas in home construction to 
more than 6,000 people who at- 
tended the three-day show. Ad- 
mission was free and the show was 
open from 7 p.m. to 10:30 p.m. 
Cooperating Dealers 
Green Bay dealers participating 
in the show were: Baysinger Lum- 
ber Co., Cash & Carry Lumber & 
Supply Co., East River Lumber & 
Fuel Co., Green Bay Planing Mill 
Co., Hoida Lumber Co., Standard 
Lumber Yards, Inc. and West Side 
Fuel & Lumber Co 





NEW PRODUCTS 
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Wide Beveled Siding 


A beveled siding combines the 
primary advantages of three proven 
materials in one siding material. It 
has the strength and fast, low-cost 
coverage of exterior fir plywood, a 
smooth resin-fiber surface welded to 
the panel, and the application ease 
of beveled siding. EverSide joins 
these properties in a panel that 
comes pre-cut in widths from 12’ 
to 24”, beveled at the mill. Two 
lengths are offered, 8 and 9'4”". 
Walton Plywood Co., Inc., Dept. AL, 
Everett, Wash. 


For more data circle No. 19 on coupon, p. 152 
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™ We 


WINDOW UNIT 


INTERESTED COUPLE watch a demonstration of windows. Many husband and 


wife teams were interested in new home construction ideas. 


Other dealers in the show were: 
DuQuaine Lumber Co. New 
Franken; Fuller Goodman Co., 
De Pere; O. R. Krause Lumber 
Co., Sobieski; Vans Lumber Co., 
Dyckesville and Vercauten Build- 
ing Supplies, De Pere. 

The club paid for newspaper ad- 
vertising, radio and TV spots to 
announce the show. The individual 
members of the club advertised the 
show in their own company ads. 


Show Results 
Those who participated in pro- 
ducing the show feel: 





New Colors in Krylon Line 
Six new colors have been added 


to the Krylon line of protective 
coatings. Cherry red, regal blue, 
machine grey, chrome yellow, light 
grey and hunter green are now 
packaged in the 12 ounce aerosol 
spra-tainers. A special get acquaint- 
ed assortment contains one of each 
of the new colors plus one each of 
the regular line of crystal-clear, 
bright aluminum, bright gold, 
touch-up white, glossy black and 
flat black. The shipping carton 
opens into a counter display. Sales 
Service Dept., Dept. AL, Krylon, 
Inec., 2088 Washington Ave., Phila- 
delphia 46, Penna. 


For more data circle No. 20 on coupon, p. 152 


The prestige of the legitimate 
lumber dealers in the area has 
reached a new high. 

There is a better informed pub- 
lic on the new ideas being used in 
construction today. 

The public had an opportunity to 
talk with the manufacturer’s rep- 
resentative on an impartial basis. 
The customer felt free to discuss 
products with men fully qualified 
to speak about them. The per- 
sonalities of individual dealers and 
future obligations did not enter 
the picture. 








Garage Door With New Lines 

The Triline overhead sectional 
garage door is three panels wide, 
the center panel being twice as large 
as the two end panels. Two outside 
handles are provided. One does 
double duty as the latch and lock 
and is positioned at waist level. The 
door is available glazed or unglazed, 
and standard hardware is optional. 
Owners can equip the Triline with 
Calder’s radio-controlled electric 
operator. Stock sizes are 134” thick 
and include 8’ x 6'6", 8 x 7’, 9’ x 
6'6” and 9’ x 7’. Larger sizes up to 
16’ x 7’ are made to order. Calder 
Mfg. Co., Dept. AL, Lancaster, 
Penna. 


For mere data circle No. 21 on coupon, p. 152 
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Synthetic Rubber Tile Adhesive 

Ceramic tile adhesive (CTA-11), 
is a tan colored, synthetic rubber 
product ready for use as taken from 
the can. 

With this new adhesive, the man- 
ufacturer claims clay tile can be set 
over almost any sound wall surface 
in either new construction or re- 
modeling. Expensive and time con- 
suming surface preparation is elim- 
inated. This application and fast 
drying method makes it possible to 
re-occupy a room within 36 hours, 
and if painting is to be done, it can 
follow immediately after installing 
the tile. Adhesives and Coatings 
Div., Minnesota Mining and Manu- 
facturing Co., Dept. AL, 423 Pi- 
quette Ave., Detroit 2, Mich. 


For more data circle No. 22 on coupon, p. 152 


Over-the-Counter Door Hood 


A compact, ready-to-install door 
canopy comes in a white field color 
with feature stripes in a choice of 
four shades. The coating used is 
Porcename!l luster finish, roll coat- 
ed on the alodized aluminum under 
pressure. Offered in four sizes, the 
door hood is designed to fit any 
standard door installation. Sunmas- 
ter Aluminum Awning Co., Dept. 
AL, Haskell, N. J. 


For more data circle No. 253 on coupon, p. 152 


Wood Window Units 

The Malt-A-Vent window can be 
used as a single unit or they can be 
combined and are obtainable in 
both fixed and operating units. 
Malt-A-Vent wood window units 
are constructed of select western 
pine, precision milled and chemi- 
cally treated to repel moisture and 
resist rot, stain, warping, fungus 
growth and insect damage. The 
units are weatherstripped with 


Bur1LpInc Propucts MERCHANDISER 


rustproof metal. Malt-A-Vent win- 
dows are carton-packed, each carton 
holding two assembled, fully-glazed 
units, with hinges and locking pulls 
installed. Malta Manufacturing Co., 
Dept. AL, Sales Office, Athens, Ohio. 


For more data circle No. 24 on coupon, p. 152 


Modern Fireplace 

The Firehood is a new type fire- 
place with an overall height, with 
base, of 43”; width 371%” and depth 
28”. The fire opening is 21” high, 
36” wide and 24” deep. Crated 
weight is 40 pounds, without base; 
130 pounds with base. Installation 
is similar to heating requirements 
of city and state codes. Firehood’s 
prices range from $97.50 to $175. 
Condon-King Co., Dept. AL, 613 
8th Avenue North, Seattle 9, Wash. 


For more data circle No. 25 on coupon, p. 152 
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Retractable Caster Sets 


Retractable caster sets, which can 
be installed on all Delta Homecraft 
tools mounted on steel stands, will 
enable home craftsmen to set up a 
workshop where he wishes, the man- 
ufacturer claims. 

The casters can be lowered into 
rolling position by a foot lever. 
When the machine is in position, 
ready for use, a light step on the 
pedal raises the wheels allowing the 
power tool to rest solidly on the 
floor. Deita Power Tool Div., Rock- 
well Mfg. Co., Dept. AL, 431 N. 
Lexington Ave., Pittsburgh 8, 
Penna. 


For more data circle No. 26 on coupon, p. 152 


Brush Holder and Scraper 


A combination paint brush holder 
and scraper is called the Brush 
Buddy. It is of sturdy, one piece 
construction and has no screws to 
adjust. It is self-locking on the 
paint can. At the present time, it 
is being manufactured to fit all gal- 
lon-sized paint cans and will be 
available later in quart size. Airosa 
Products, Inc., Dept. AL, P.O. Box 
224, Lansing, IIl. 


For more data circle No, 27 on coupon, p. 152 
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Screen Door Closer 


This new Musketeer Screen Door 
Closer is reversible for use on doors 
opening in or out without mechani- 
cal change-over. It is easy to install 
and has a convenient hold-open de- 
vice that keeps the door in open 
position when so desired. The closer 
has a nylon valve adjustable closing 
speed control. A buffer spring con- 
cealed in the extruded aluminum 
cylinder reduces possibility of wind 
damage to door and hinges. It is 
finished and sprayed in bronze or 
silver luster. P & F Corbin Div., 
American Hardware Corp., Dept. 
AL, New Britain, Conn. 


For more data circle No. 28 on coupon, p. 152 


Sovereign Bathroom Cabinet 
Mirro-Gio Cabinet Company an- 
nounces a new addition to its Royal 
family line of bathroom cabinets. 
This newcomer, the Sovereign, fea- 
tures space-saving sliding plate- 
(continued on page 128) 
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KEYSTONE’S 


KEYBEAD 


GALVANIZED REINFORCING CORNER BEAD 











FOR STRONG, ECONOMICAL, 
‘TRUE’ PLASTER CORNERS 


Soon your lathers, plasterers and contractors will demand Keybead 
for their jobs. It’s one of the most important developments in 
corner bead that’s been made in years. 


Keybead is the third important development made by Keystone 
for better, stronger plaster. It’s one basic product in the Keystone 
line of galvanized reinforcement for plaster. 


We’re telling your customers about these developments with a 


forceful advertising and promotion program in the leading publica- 
tions of the building industry. 





Be prepared to meet the demand for Keybead, the “far better” 
corner bead, as well as for Keycorner and Keymesh. For complete 
information about these products, and the merchandising program 
to introduce them, see your Keystone distributor or representa- 
tive, or write Keystone Steel and Wire Company, Peoria 7, Illinois. 


a Keybead is another contribution to stronger 
e > 


fom plaster by the makers of Keycorner and 
% > 


%, Keymesh — galvanized plaster reinforcing. 


KEYSTONE STEEL & WIRE COMPANY 


Peoria 7, lilinois 


KEYMESH * KEYCORNER + KEYBEAD + KEYSTONE NAILS 
KEYSTONE TIE WIRE + KEYSTONE NON-CLIMBABLE FENCE 
KEYSTONE ORNAMENTAL FENCE 











Notice how the plaster flows through 


Keybead providing a generous bond of 


plaster to lath. The steel wire mesh is 
thoroughly embedded producing strong 


reinforcement. 

















NEW PRODUCTS 


(begins on page 118) 





glass-mirror doors, diffused full- 
dimension fluorescent lighting and 
double cabinet space which sepa- 
rates drugs from cosmetics. Each 
seamless drawn-steel compartment 
features rounded corners, sturdy 
construction, and fittings. Mirr>- 
Glo Cabinet Co., Dept. AL, 3131 5’ 
19th Place, Chicago, Il. 


For more data circle No. 29 on coupon, p. 152 


Weather Stripping in Packages 

Inner-Seal Weather Stripping is 
now featured in new self-display 
packages. Two sizes are offered: 
the Queen B Pak, containing a 17- 
foot length of Inner-Seal, and the 
B Pak, which contains a 10-foot 
length. Both the Queen B and B 
Paks have been designed to let cus- 
tomers see and feel Inner-Seal’s 
qualities. The black and yellow 
packages are compact and stackable. 
Instructions on how to weather 
strip are printed inside. Bridgeport 
Fabrics, Inc., Dept. AL, Bridgeport 
1, Conn 


For more data circle No. 30 on coupon, p. 152 


‘iy 


Super Chief Rule 

The new 16-foot Carlson Super 
Chief steel tape rule is designed to 
fit into a pocket-size 24%” case. The 
wide %,” blade features jet black, 
easy-to-read numerals on a white 
surface, aud both feet and inches 
can be read. For easier measuring 
of inside and butt-end surfaces, a 
patented Swing-Tip is located at the 
starting edge of the blade. Carlson 
& Sullivan, Inec., Dept. AL, Mon- 
rovia, Calif. 


For more data cirele No, 31 on coupon, p. 152 
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Woodworking Shop 


A new woodworking shop set con- 
sists of: a Sioux 61," portable elec- 
tric hand saw which, in its all-steel 
saw table, becomes a tilting arbor 
bench saw with mitre gauge, rip 
guide and slitter; a Sioux 1,” elec- 
tric drill combines with the steel 
table and drum sander kit to become 
a stationary drum sander; the Sioux 
orbital action, flat sander. The com- 
plete set (RC-060), includes saw; 
saw table with mitre gauge, rip 
guide and slitter; oscillating sander, 
drum sander kit, 1,” electric drill; 
and set of seven drill bits to 14”. 
Albertson & Co., Inc., Dept. AL, 
Sioux City, Iowa. 


For more data circle No. 32 on coupon, p. 152 


Aluminum Awnings and Canopies 


A sales feature of La-Pax alumi- 
num awnings and canopies is the 
special louver design. Hundreds of 
these louvers spaced every *4,” apart 
and measuring 254” long are 
pressed into the side of each awning 
slat. These louvers allow the hot 
air to escape, keeping the awning 
ventilated at all times. The awning 
is shipped with the sides assembled 
and slats pierced for assembly. 
Brass machine screws, lock wash- 
ers and nuts are included, La-Pax 
awnings are available in six differ 
ent styles. Beauty Shade, 
Dept. AL, Coldwater, Ohio. 


For more data circle No. 33 on coupon, p. 152 
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Bantam Sliding Door Hardware 

Bantam sliding door hardware is 
designed for hardboard, Masonite 
plywood, Novoply and solid wood 
doors of 14”, 34” and 14” thickness. 
The manufacturer states: “The 
Bantam is easy to stock, and all sets 
are identified by large, keyed num- 
bers describing their door thick- 
ness. Load capacity is 30 pounds 
per panel.” Grant Pulley & Hard- 
ware Corp., Dept. AL, 31-85 White- 
stone Parkway, Flushing 54, N. Y. 


For more data circle No. 34 on coupon, p. 152 





Fire Extinguisher Safety Box 

In order that fire extinguishers 
are not tampered with or disturbed 
in any way and are in perfect con- 
dition when they are needed, Erie 
Safety Products Co. is putting on 
the market the Tam-Pruf fire ex- 
tinguisher safety box. This box is 
painted red so that it is quickly 
spotted when the extinguisher is 
needed. Locked by a padlock and 
seal which is broken by pressure of 
the hand against the breaker-arm, 
the safety box opens to permit re- 
moval of the extinguisher the 
glass seal falling into a special re- 
ceptacle. This metal safety box has 
glass panels on either side to allow 
inspection. Erie Safety Products 
Co., Dept. AL, 6405 Bridge Ave., 
Cleveland 2, Ohio. 

For more data cirele No. 35 on coupon, p. 152 
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FE GEE modern wood windows 


In building or remodeling architects know the easiest way 
to increase the charm and value of any home is “window-styling” 
with Bee Gee Windows. Proportioned to fit with 


modern architectural trends, 
famous Bee Gee 

Windows provide an 

authentic styling touch 
for any type of construc- 

tion.,.any kind of interior. 179 

styles and sizes of all-wood casement, 

picture and corner picture windows, skillfully 
styled, crafted and detailed to bring new grace and 
glamor to every room in your home, And 
you can “Clean the Outside from the Inside”. 


“ribbon- styled”... long—low— beautiful! 
New type construction 

... designed to emphas- 

ize the modern lines of ‘| 

ranch-type and con- 

temporary homes, with 

all che warmth, charac- 

ter and practical advan- , 





light and airy for health and comfort 


Bee Gee Windows open your home 
to nature's air and sunlight! And 


AIR tages that only wood (‘-— ; a pee 
a Bee Gee's F ressure Vacuum Venti- windows provide. . , 
4 lation” is scientifically engineered to - <— | eo 
FRESH wk, ull in fresh air from any of 3 direc- — 
AIR SS P - ry windo lable tyles 
» » tions of wind and exhaust stale air ove wi Ww ave in 2s 
at the same time...the only window 


on the market to give this truly 
complete room ventilation. 


ease of tallation spells econom 
lng —_—— STYLE A STYLE B 


BROWN-CRAVES CO. 
1g Dept. AL-107, Akron 1, Ohio 
Please send my FREE Bee Gee Window Catalog 


GET with complete deta and specificetions. 


YOUR tama [] builder [] architect [) dealer [) jobber 
FREE 
NAME 


BEEGHE ADDRESS 
BROWN-GRAVES COo.*:::' B°" 
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STALE 
' 








Style “A” —a brilliant expanse of unob- 
structed glass. Style “B’—the glass di- 
vided to give you long horizontal lines. 
Choose the style that best fits your home. 
































A Complete Window. . Ready to Set in the Wall. . Nailed in Place. Ready to Use! 


(To obtain more data on advertised products see page 152) 
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New Garbage Disposal Unit 


The Bard-Matic Eliminator has 
no moving parts to wear out; no 
electrical, gas or other connections 
necessary. The housewife places her 
garbage directly into the unit and 
empties a small bag of catalytic 
starter on top of the first deposit 
only. The unit will handle all types 
of household garbage. Painted in 
green and black, the cone-shaped 
tjard-Matic Eliminator is made 
from heavy-gauge steel and is 23” 
high and 24” in diameter at its base. 
Bardmatie Corp., Dept. AL, Muske- 
gon, Mich. 


Vor more data circle No. 36 on coupon, p. 152 


New Plaster and Joint Filler 


A new plaster is now being mar 
keted under the trade name of Bu- 
satti Plaster. A companion joint 
filler, Busatti Plix is also available. 
Busatti Plaster and Plix have 
many uses in both old and new 
houses. The owner can use Plix to 
fill the crack between the bathtub 
and tile, or as a tile and fixture ce- 
ment. In a larger scale application, 
he can apply a smooth finish to the 
concrete wall of his basement with 
Busatti Plaster, and at the same 
time use the new product on dry- 
wall partitions. Busatti Associates, 
{Inc., Dept. AL, 116 John St., New 
York 38, N. Y. 


For more data circle No. 37 on coupen, p. 152 


Glass and Aluminum Jalousies 


Glass jalousies in aluminum 
frames are weatherstripped around 
the entire perimeter. Each louver 
is secured for anti-rattle with high 
tension springs. Aluminum screen 
is secured in channel without use 
of screws 

All aluminum jalousies lock into 
each other for greater strength. 
This interlocking feature presents a 
smooth tamper-proof outside sur- 
face, claims the manufacturer. 
Baked on enamel finish in a color 
of your choice. Schwab Jalousie and 
Awning Co., Dept. AL, 30 N.E. 39th 
St., Miami, Fla. 


For more data circle No. 38 on coupon, p. 152 
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W'S easy to de t yourself 


NG CLAMPS! 
WO PRESSURE! 


Adhesive Counter Display 


A cardboard exhibit measuring 
approximately 11” by 12” is a com- 
pact sales-plugger with a cutout 
for display of the product and a 
pocket for literature. The counter 
display is being offered free to re- 
tailers as part of the manufactur- 
ers’ current national sales promo- 
tion campaign. Perma-Stick is an 
adhesive which may be applied 
vertically or horizontally to bond 
plastic laminates to wood, mason- 
ite, metal, linoleum, rubber, leath- 
er, cement and plaster. Presco 
Products Co., Dept AL, 2133 E. 
58th St., Los Angeles 58, Calif. 


+ For more data circle No. 39 on coupen, p. 152 


Colonial Cabinet Hardware 
Packaging 


A new line of solid brass, rust- 
proof Colonial Cabinet hardware in- 
cludes “H” hinges and door and 
drawer pulls. Each hinge or pull is 
individually packed in a colorful 
window envelope. One dozen units 
are packed in a Quick-Service dis- 
play carton. American Cabinet 
Hardware Corp., Dept. AL, Rock- 
ford, Ill. 


For more data circle No. 40 on coupon, p. 152 


Screen Frames 


A new type of aluminum screen 
frame section features built in 
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spline which folds into position 
and corner clips which eliminate 
miter cuts. An easy-to-do message 
is portrayed on the stock and dis- 
play stand which is included free 
with each shipping unit. The 
frame wil! hold plastic, galvanized 
or aluminum screening, including 
the patented louvre-shade type. 
Eighty-four strips of six foot alum- 
inum frame sections and 42 sets- 
of-four aluminum corner clips are 
packed in a self-service merchan- 
diser that occupies less than 11/4’ 
of floor space. In addition, there 
are consumer instruction folders 
and an assembled demonstration 
model frame. R. D. Werner Co., 
Inc., Dept. AL, 295 Fifth Ave., New 
York 16, N. Y. 


For more data circle No. 41 on coupon, p. 152 


the Amaring MEW VII! Floor Tike 


KENFLOR 


Sales Aids for Vinyl Tile 
Four new KenFlor carton cards 
(top) are printed gold on black. 
(continued on page 132) 
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DOUGLAS 
FIR 


Products include shed uppers 
such as Flooring, Siding, Fin- 
ish, Casing, Base, Mouldings, 
etc., Industrial KD Clears, 4/4 
though 16/4; Commons in 
Boards and Dimension, and 
timbers up to 16x16 32’ 











PONDEROSA 
PINE 


Makes beautiful Finish lum- 
ber for interior Millwork. We 
produce all thicknesses 4/4 
through 8/4, and make stand- 
ard Mouldings & Knotty Pine 
Panelling. Commons go most- 
ly for shelving and sheathing. 











SUGAR 
PINE 


Superb Industrial Pattern 
stock in 8/4, 10/4, 12/4, & 
16/4; 4/4, 5/4, & 6/4 Se- 
lects and Shop lumber in the 
finest of texture. 











"FR a i 


mension stock and excellent 
light weight sheathing. 











INCENSE 
CEDAR 


Makes fine grained, easy to 
work, Finish. 4/4 Commons 
to Panelling, shelving and 
sheathing. 
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Check MEDCO 
Quality Products 
Before You Buy 


Five Great MEDCO Species provide a 
One-Stop Source of Textures and Grains 
for Nearly All Building Jobs. 


Remember to buy MEDCO — Lumber of uniform quality 
— Lumber produced from vast timberlands at the rate of 
350,000 feet daily — Lumber distinguished by precision 
milling, careful kiln drying, inspection and grading. When 
you specify MEDCO Brand lumber, you can be confident 
you are getting the cream of lumber products and maximum 


value. 


MEDCO’S dependable high quality and the diversity of 
MEDCO species and products saves buying time for you 
guarantees customer satisfaction, Let us put a MEDCO 


representative in touch with you today! 


(To obtain more data on advertised products see page 152) 
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Each card presents a strong sales 
point for the vinyl tile flooring. The 
KenFlor streamer (middle), 13” x 
50”, is equally suitable for use as a 
window streamer or as a hanging 
sign over the new KenF lor sampler 
The KenFlor sampler (bottom) 
holds 12 different color miniature 
amples of the new vinyl tile and 
six ThemeTiles. Kentile, Inc., Dept 
AL, 58 Second Ave., Brooklyn, 
> Be 


For more data circle No. 42 on coupon, p. 152 


Paint Color Selection 

ty using the Devoe Decor-matic 
chip rack and dial customers can 
select from 180 paint colors, three 
color schemes for their homes. The 
Decor-matic system works this 


Cost Cutting Production 


GRACE FLUSH 
CUTTER 


Razor Sharp Carbide Tips 











Gone are the days of 
make-shift or shop-modi- 
fied tools for fabricating 
laminated plastics. Grace 
tools are designed exclu- 
sively to do this job... to 
Go it cheaper, faster... 
to stand up longer. Quick 
set-up change for bevel and 
flush trimming . . . for tem- 
plate, slot and spline groove 
cutting 
See Your Formica Distributor . . . 
Listed Under Plastics 
Telephone Yellow Pages. 


THE GRACE FABRI-TOOL COMPANY 
1238 CHASE AVE., CINCINNATI 23, OHIO 


Please send me your folder of illustrated literature giving numbers, prices and 
specifications on your complete line of cost Cutting fabricating tools 


ROUTERS 
FIXTURES 
BITS 
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way: The homemaker selects a 
color chip and notes the key letter. 
She spins the Decor-matic Dial 
which gives her key letters for 
three paint coior schemes. She then 
selects the proper chips. The dealer, 
using 18 base colors and one shot 
fluid pigment tubes gives her, in a 
few moments, paints in the colors 
she selects. Devoe & Raynolds Co., 
Inc., Dept. AL, 789 Ist Ave., New 
York, N. Y. 


For more data circle No. 43 on coupon, p. 152 


Handy-Man Knife Display 
Handy-Man is the trade name of 
a new multi-purpose knife. It has a 
hooked blade of high-carbon steel 
individually sharpened. The knives 
have seamless, shatter proof, plastic 
handles which are produced in red, 
yellow and green. The Handy-Man 


es 








in Your 











Superior Quality Doors— Moderately Priced 


Pgh 
5] 
| 


Knives are merchandised on a self- 
selection counter card displaying 
one dozen knives in three assorted 
colors. Hyde Manufacturing Co., 
Dept. AL, Southbridge, Mass. 


For more data circle No. 44 on coupon, p. 152 
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Insulation Dispenser Rack 

A dispenser rack for retail sales 
of short lengths of fiber glass insu- 
lation holds a 24” wide, 100’ roll of 
one-inch superfine and occupies an 
area 27” square and is 63” high. A 
cutting guide is at the bottom of the 
identification plate. The rack comes 
complete with display cards show- 
ing household applications of the 
insulating material. Insulation 
Sales, Fiber-Glass Div., Libby- 
Owens-Ford Glass Co., Dept. AL, 
Wayne Building, Toledo 3, Ohio. 


For more dcta circle No. 45 on coupon, p. 152 
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SEDORCO guaranteed 
flush doors come in all 
standard sizes and 
thicknesses, plus 12 
standard cutouts. Spe- 
cially designed equip- 
ment guarantees you 


J 


precise detail and eco- 
nomical production, 
Face specie: Philip- 


= 
LJ 
LJ 


pine mahogany... 
rotary cut and ribbon 
grain; fir, birch, white 
ash and masonite. 
Ventilated straight- 
grain, kiln dried West- 
ern red cedar cores 
maintain dimensional 
stability. That's why 
discerning architects 
and contractors prefer 
Seporco—the flush 
door with a heart of 


et 
apna 


© 














AL 
6-14-54 


Western red cedar. 


—SEDORCO 


SEATTLE DOOR COMPANY, 


Seattle 55, Washington 


INC. 


Soles Representotive: Benj. Levinson & Co., 1305 Third Ave., Seattle « SE6318¢ TWX SE443 
| Regional Soles Offices in many sections of U. S. 
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sae” Built Yourself” Tou SE 








ee: Majestic 

| OUTDOOR 
\, Fl FIREPLACES 
j nN 


Your “do-it-yourself” customers soon discover it’s easy 
to build an attractive, low-cost outdoor fireplace of 
brick, block or stone around an all-metal Majestic 
Outdoor Fireplace Unit. Permits choice of design and 
insures efficient operating unit . . . cast iron grates 
adjust for burning either wood or charcoal. Doors 
fitted with draft controls. Suggested designs and build- 
ing instructions furnished with each unit. 


Model OF-38-S .. . OF-48 with special 
Designed with short grill-grate ideal for 
front-to-back depth for barbecuing. Smoke 
patios or ranch type hood and spit also 
kitchens. available. 


Ask your nearest jobber for details or write for his name 


The Majestic Co., \|nc., 303-C Erie St., Huntington, Ind. 





ge & 





“QUALITY BY DESIGN” 


.»- and create 
y \ repeat business “2 ‘4, a: 
\ple to install... bette e stalled. No 

FOR YOU on Caulk imple to insta r when installe 


expensive callbacks due to failure of operation 
Jobbers and distributors because Sterling Sliding Door Hardware is 


are invited to send for new better designed. It has been tested and proved 
prices and discounts on our through years of continued service in homes 
complete line for all home everywhere. 


and professional guns. Sterling Sliding Door Hardware is available in 


: ns Complete Packaged Sets to fit most door 
Our manufacturing facili- 
; er openings. Write Today For Catalog. 
ties are devoted exclusively 


to caulking guns, nozzles 


: STERLING HARDWAR 
and cartridges. 


2345 WEST NELSON STREET * CHIC 
Choose from 14 different guns and 
30 different nozzles. 





VISIT OUR DISPLAYS 
Architects Samples Corporation, N.Y.C 
Chicagoland Home Building Center 


NATIONALLY ADVERTISED in Leading Magazines 
Nterli ane SEE OUR CATALOG IN SWEET'S 
” Architectural File « Light Construction File 
¢ 
MANUFACTURING CO. s | 


HARDWARE 





7508 QUINCY AVE. © CLEVELAND 4, OHIO 
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Manufacturer's Selling Aids 
Designed to save lumber dealers’ 
time, a salesman’s kit has been is- 
sued to Masonite Corporation rep- 
resentatives with labeled folders 
on the company’s merchandising 
aids. Folders are titled: profit pro- 
gram, dealer markets, national 
ads, local advertising, sales pro- 
motion, selling aids, plans, pub- 
iicity program, products, new 
products, special promotions and 
miscellaneous. Masonite Corp., 
Dept. AL, Box 777, 111 W. Wash- 
ington St., Chicago 2, Ill. 
For more data circle No 
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Metal Floor Fixture 


A floor fixture that holds and dis- 
plays R-V-Lite, Vimlite and V-Lite 
All-Purpose Window Materials is 
known as the 49er. The 49er stands 
57” high, uses only 22” x 38” of 
floor space, and will not tip. It is 
equipped with a holding device to 
secure the rolls, a measuring rule, 
as well as a full length cutting 
groove. Arvey Corp., Dept. AL, 
3462 N. Kimball Ave., Chicago 18, 
Ill. 

For more data circle No. 47 on coupon, p. 152 


Perforated Hardboard Panels 


New, precut, consumer packaged 
perforated hardboard panels are 
made from tempered Masonite Duo- 
lux. Durable enamel finish with a 
choice of six decorator colors, these 
panels are packaged with mounting 
hardware and 20 assorted hooks. 
John H. Graham & Co., Inc., Dept. 
AL, 105 Duane St., New York 8, 
fe A 


For more data circle No. 48 on coupon, p. 152 
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WHITE FIR 


Trade Mark 





PONDEROSA PINE 


INCENSE CEDAR 
High Altitude, Soft Textured Growth 


Modern Moore Design Dry Kilns 


Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


_. SUSANVILLE 





CALIFORNIA 














CONIFER 
LUMBER SALES 


Distributors of West Coast 
Coniferous Tree Products 


P.O. BOX 385, TOWN & COUNTRY STATION 
SACRAMENTO, CALIFORNIA 
PHONE !Vanhoe 9-7655 


(To obtain more data on advertised products see page 152) 








in the service of 














Substantial ome have been returned to policyholders since organization in 1912. 


LUMBERMEN 


Lumbermens MU) MY 


Operating in New York state as 
(American) Lumbermer, Mutual Casualty Company of Iinois 
James S$. Kemper, chairman 


H. G. Kemper, president 
Chicago 40 


@ Specialists in protection for the 
lumber industry. 


@ professional safety engineers. 


@ more than 90 branch claim offices 
coast to coast and in Canada. 


oe 
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SENSATIONAL NEW PRESSURE-CON TACT ADHESIVE 
HELPS YOU SELL MORE G-E TEXTOVLITE pastes surfacing 


New adhesive means quick, 
easy, permanent installation. 


No clamping or weighting required! 


Mow 
You CAM INSTALL IY YOURSELF 


This amazing adhesive is a sure-fire sales- 


clincher for installers and “Do it yourself” cus- 
tomers alike! 


- Ask your G I Textolite sales- 
It saves time and work. All they do is brush sian ter Veter attortdl 


back of G-E Textolite sheet with new pressure- free-hanging Textolite mobile 
: d r : 0.0 display. It helps you sell—with- 
contact adhesive . . . place in position on ad- Ont tobding wp volatile Boor 


hesive-coated backing material . . . roll or press 
by hand—and presto, it’s installed permanently! 


or counter display space! 


CLIP AND MAIL COUPON FOR COMPLETE DETAILS 


General Electric Company 
Sectior; 436-2C, Chemical Division 
Coshocton. Ohio 


Progress is our most important product 


GENERAL @® ELECTRIC 


Send more information immediately to: 


eMOs ddiines 





{eee 


a 


| 
| 
| 
| 


a | 
*Registered Trademark of General Electric Company 
t 
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DEALERS EVERYWHERE ARE 
ENTHUSIASTIC ABOUT NEW 
MARLITE PLANK and BLOCK 


typical reports from the many 
dealers who are already cashing in 
on the tremendous sales appeal 
of this new prefinished paneling! 


RLITE 
y+ $ BLOCK 


To help you sell—special Sample Carton of 18 
assorted Marlite Blocks is only a port of the complete 
Promotion program which includes movie playlets, radio 
and television spots, ad mats, color deck, literature, 
displays, and national advertising. 


Marlite is made with genuine Guaranteed by * 
Masonite ™ Tempered Duolux« ® Good Housekee ping 
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From Frankenmuth, Michigan 
sales of new Marlite Plank and Block po 
gratifying Customers like wide range of a _ 
Se un we a ae a aeae will 
ke this one of our better ems. 
ae our biggest sellers in the do-it-yourself 
market.” 





Hubinger Lumber Company, Inc. 





kK and Block be. 
There is 
Public really 


"lang Lumbe, Compa 
ny 


install, 
the 


‘ Sold a 
Ceilings, an bakery job in 
recommends 5. Customer is aaing walls, 


Y to everyone _*,, °Mthusiastic, 


te 
Case front 
t hight 


Berkshire Lumber, Compan 
y 





From Chicago, Ilinois 


the first prefinished wallpanel that carpenters 
really like. They tell us the new 16 inch widths and 
exclusive tongue and groove joint make Marlite Plank 
and Block easy to handle and install.” 





John Bader Lumber Company 


i ee a 


From Flint, Michigan 
" congratulations f 
S€ and rapidity 9 
stomers indicate 
4nd wood patterns are jus 





ora beautiful, 
f installation ar 
the new Companion Colors 
t what they're looking for.’* 
4. P. Burroughs & Son, tne. 


new product. 
Our cy 


From Amityville, L. ‘., 


, New York 
we're really please 


d with results from 
Sales of Marlite Plank and Block Contractors line 


the economy and ease of j 
nstallation Homeo 
are impressed with the fact they can install it them: 


Selves 
Nassau Suffolk lumber &@ Supply Corp. 


How about you? Give your sales a big 
lift, too, with new Marlite Plank and Block. 
For details call your Marlite representative or 
write Marsh Wall Products, Inc.. Dept. 641, 
Dover, Ohio. Subsidiary of Masonite Corp 


MARLITE PLZ NK AND BLOCK PATENT APPLIED FOR 


Marlite 


NIiSHED 


WALL and CEILING PANELING 
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six closers a counter display free 
SALES AIDS of cost. This merchandiser can be 

: set up by itself or in conjunction 
(begins on page 130) with a new colorful individual 
package. P & F Corbin Div., Amer- 
ican Hardware Corp., Dept. AL, 
New Britain, Conn. 


For more data cirele No. 51 on coupon, p. 152 








| oy 
ahi plo 
deep and is printed in forest green, “ KEYBOARD 
red and chartreuse. Miami-Carey aie 9 
offers the display board free of cost 
with the purchase of six sets of each 
of the accessories shown on the 
board. Philip Carey Mfg. Co., 
Miami-Carey Div., Dept. AL, Cin- 
cinnati 15, Ohio. 
Product Portraits for Display Ser mete dian abade Mo. SO ua ecubens > 208 
Sets of four framed Matico prod- 
uct portraits have been designed as 
point-of-purchase displays. In full eae Color Merchandising Display 
color, each set features an installa- azo: A color keyboard merchandising 
tion of Aristoflex, Matico Asphalt Wusketeer . jisplay for color selection features 
Tile, Confetti and Parquetry. Each ~ SCREEN DOOR CLOSER 1 tT telnet ent caler xine of Sapo. 
ot wan i oa 6 ” Qn" « ar oe . . we “ 
portrait is 21 x 36 and are of the lin’s Fashion Color & Mel-Lux odor- 
——s hs + oo 7 yh ie less paints. Included with each key- 
1151 Newburgh, N Y pA eas | re Wt rosea board color selector is a room vis- 
ves Ait d ne ualizor that allows for pre-selection 
A of color in a fully decorated room; 
a counter stand, a color index and a 
mixing guide. Sapolin Paints Inc., 
Dept. AL, 229 E. 42nd St., New 


WPS RCTS OWT « 
89s DOORS ¢ 
LOSED 


For more data circle No. 49 on coupon, p. 152 


Bathroom Accessories Display ‘ 
A counter and window display Screen Door Closer Display 


featuring Thrifty-Line bathroom As a special introductory offer, York 17, N. Y. 
accessories, is 30” long, 21” high. 5” Corbin includes with each order of 


For more data circle No. 52 on coupon, p. 152 





HIGH SALES APPEAL i THE HEART OF 


THE HARBIL PAINT 
LOW EST COST TG eee y Life-time lubrication 


with oil-bath crankcase 
3 ENGINEERING! 





Exclusive rubber-spring 


Legs for vibrationless 
Direct v-belt drive Performance 
i ag SAUD MOLLER || [) Needs no bolting 


down! 
ADMIRAL 


made from A-Select Birch 


COMMANDER 


made from Stain Grade Birch 


CHIEF 


made from Paint Grade Birch 


Superb Finish Enduring Quality 


WIRE, PHONE, WRITE TODAY | The spectacularly performing Twin Cradle H3-7. Op 
FOR INFORMATION -- PRICES | erates so smoothly and silently, you can write alongside 


of it! NEEDS NO BOLTING DOWN! Shakes '%4 pt. to 
GRAND TRAVERSE AL 1 gal., 2 diff. size cans at one time, or with | cradle 
ES empty. Write Dept. AL-4 for FREE brochure on this and 


BIRMINGHAM, COMPANY SUTTONS BAY, other models. $109.50 


MICHIGAN MICHIGAN F.0.8. Chicago 


TWK BIRMINGHAM 500 Manufacturing Company 
TEL. SUTTONS BAY 61-71-92 TEL. MIDWEST 4-3450-1-2-3 325 W. Ohio St., Chicago 10, !!l. 
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More often than not, it’s the conveniences in a 
home that play cupid with the prospects and 
help them decide to buy. You get just such a 
sales clincher with Zegers Dura-seal Combination 
Metal Weatherstrip & Sash Balance! 

Wives like the way Dura-seal keeps out dirt and 
dust ... gives them a clean house the year ’round. 
Husbands \ike the way Dura-seal saves them up 
to 30% on fuel costs. Everybody enjoys the smooth, 
silent way Dura-seal equipped windows glide up 
or down. 

So ...make it a point now to use Zegers Dura-seal! 
Builders: see your lumber dealer—Lumber Dealers: 
see your sash and door or millwork jobber. 


ZEGERS, Incorporated 
8088 South Chicago Avenue, Chicago 17, Illinois 


* Complete and constant air seal maintained 
with one piece, flexible jamb member! 


© Easy to operate when sash contracts 
and expands with the weather! 


© No noise with exclusive Si-Vel 
coated counterbalance springs! 


FREE FOLDER... 


“Facts on Weatherstripping . . . gives complete 
information on Dura-seal. Send for your copy now! 


- ; “ h 
4 : 
- *] 
. = 


Qita-weal 


COMBINATION METAL WEATHERSTRIP — SASH BALANCE 


(To obtain more data on advertised products see page 152) 
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) fall in love with a home 2 


. 
x 





MANUFACTURERS 


(begins on page 110) 





Flintkote Picks Bundy 


_As Regional Manager 


Clarence S. Bundy was recently 


| appointed district sales manager 


of the central district of The Flint- 


| kote Co., according to H. H. Whit- 


more, western division manager. 


| Bundy will make his headquarters 


in Detroit and his district will 
cover Michigan, Ohio, West Vir- 
ginia and certain counties in Ken- 
tucky and Virginia. 

sundy is replacing W. G. Wright 
who has been appointed manager 
of building materials sales for 


Flintkote’s west coast Pioneer Div. 


| indie 
What's YOUR Answer? 














Can you be sure that each mem- 
ber of your sales team is keeping 
up with the merchandising and 
product developments in the dy- 
namic building materials indus- 
try? Hundreds of dealers all over 
the nation CAN be sure because 
they have made the quiz, “What's 
YOUR Answer?,” a _ continuing 
part of their sales training pro- 
gram. For example, John R. (Jack) 
Stiles, president of Stiles Lumber 
Co., Inc., Grand Rapids, Mich., has 
used the quiz since its inception to 
keep his salesmen alert. It is an 
80-year tradition of the American 
Lumberman to give lumberyard 
personnel the LATEST news and 
features of the industry. Our bi- 
weekly publication schedule gives 
you the news while it is still VAL- 
UABLE news —and not six to 
eight weeks behind the times. 


What's YOUR Score? 
9 or 10 correct: Excellent! 
7 or 8: Good. 5 or 6: Fair. 


1. Name two ways the Heimbach 
Lumber Co., Duluth, Minn., appealed to 
contractor customers in the design of 
their new showroom. 

2. What firm makes the “Magic (in- 
sulation) Blanket ?” 

8. What two new markets for build- 
ers hardware are growing rapidly? 

4. The catchy phrase, “For want of 
a screw ...a customer lost” headlines 
what manufacturer’s ad? 

5. How does a perpetual inventory 
system save time in talking to sales- 
men for Clarence Williams, Savannah, 
(Ga.) Planing Mill Co.? 

6. Wha. is Grip? 

7. How does Paul R. Taylor save 
time for several executives at the 
Renuart Lumber Co., Coral Gables, 
Fla.? 

8. How many types of “allwood” 
hardboard are available? 

9. According to Joe Caldwell, Cald- 
well Lumber Co., Syracuse, N. Y., 
what is the first benefit of an attic 
finishing school? 

10. What do you use Miracle Adhe- 
sive and Miracle Anchor Nails for? 
Answers are on page 146. 
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Trac can be quickly assembled. No 
holes to drill, no machining, no weld- 
ing, all materials are furnished and 
guaranteed. For heavier work, the 
instructions recommend a three h.p. 
engine, but for normal usage, a 1% 
h.p. engine will do. Belsaw Ride- 
Trac Div., Belsaw Machinery Co., 
Dept. AL, Field Bldg., Kansas City 
11, Mo. 


For more data circle No. 


Flat Top Conveyor 


A conveyor with power boom 

hoist is designed for contractors and 
builders. The Marion Mule is con- 
structed with an all-purpose flat top 
designed to elevate any and all ~*~ 
. building items. By adding one or 
heavily loaded bins containing more two eight-foot boom sections, the 
than keg quantities of nails, fit- 24’ base machine can be converted 
tings, bolts and similar bulk mer- into a 32’ or 40’ conveyor. Marion 
chandise pull out easily. Roller Manufacturing Co., Dept. AL, Mar- 
Bearing Nail Bin units lock to- ion, Ohio. ay, 
gether without using tools to form 
a storage-display unit. Made of 
heavy channel and 16 gauge sheet 
steel, all welded construction, baked 
green enamel finish. Stackbin Corp., 
Dept. AL, 1175 Main St., Paw- 
tucket, R. I 


For more data circle No. 53 on coupon, p. 152 
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Bulk Merchandise Handling 


Cradled in roller bearing slides, 


b Wi Sad mas 


Safety Program Saves Money 

How’s the safety record in your 
store and yard? A Richmond, Va. 
dealer, Ruffin & Payne, is at the top 
of the safety list. Read how their 
two-part program works. It’s on 
page 62. 


For more data cirele No. 54 on coupon, p. 152 


Lawn and Garden Tractor 

The Ride-Trac Kit contains all 
parts (except the engine). With 
the aid of a few hand tools and the 
step-by-step picture plans, the Ride- 





eeeeeeoee eee e2e0e20e2208080 
NEW, LOW PRICES on all-purpose 


Perforated Hardboard HOOKS 


Stock and sell these popular 
Hooks, designed for home and 
commercial use, now available 
at big savings! Ideal for tool 
and kitchen racks, displays, 
etc. Can be shipped to any 
point in U.S.A. regardless of 
quantity. Write today for 
literature and prices. 


| Entirely New Source of Profits for You | 


3 Arco How-to-Do-It Books 
Every Weekend Builder Needs 


—AND BRING YOU PROFIT IN 2 WAYS! 
© They Sell on Sight * They Stimulate New Business 


Practically everyone who enters your es- 
tablishment can use these new Arco 
BOOKS ARE SURE MONEY Handi-Books—because they contain val- 
MAKERS FOR YOU! uable information for anyone interested 
HANDY MAN'S in building, repairing or altering his 
HOME MANUAL home! Answering thousands of ques 

38 project-filled chapters... tions on home building — packed with 
350 photographs, drawings hundreds of facts, easy-to-understand in- 
and detailed diagrams cover- structions, photos, drawings——each Arco 
ing a mass of home repair, Handi-Book is designed to give the 





THESE 3 HOW-TO-DO-IT 
Perforcted Hardboard also 


available 


WILLIAMS PRODUCTS COMPANY 


6131 Cedar Ave., Philadeiphia 43, Pa. 
== 2 oS eS Ce. eoeeere 











CHECK YOUR FLOORING 
DEPARTMENT 


If turnover is slow and profits off, call for DIAMOND HARD! Diamond 


Hard "Excellent 2nd"' and *' 


Thrifty 3rd" grades have the strength and 


wearability of quality hard maple flooring, yet save your customers up 


to 50%. 
closets, economy housing. Diamond Hard sells! 


J. W. WELLS LUMBER CO. 


Phone 3633 - 6400 © MENOMINEE, MICH 


SUILDING PropucTs MERCHANDISER 


Recommend them for many uses at low cost—in bedrooms, 


Se 


maintenance and workshop 
tips. Retail $2.00. 
BUILD YOUR OWN 
MODERN FURNITURE 
BY KLAUS GRABE 
Treasury of woodworking 
know-how by world-famous 
furniture designer. Over 20 
handsome, easy-to-build, ex- 
clusive pieces. Hundreds of 
how-to-do-it photos. 
Retail $2.00 
LOW COST HOMES 
23 homer YOU can build, 
including 9 by Egil P. Her- 
manovski, the man acclaimed 
as another Frank Lioyd 
Wright. Plus an album of 
space-saving built-ins—alone 
worth the price of this book. 
Retail $2.00 
WHOLESALE PRICE: 
$14.40 per doz. (assorted) 
SPECIAL OFFER 
3 books (1 of each), $3.60 

















ARCO Publishing Co. Inc 
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budget-minded builder the most for the 
least! Books are clear, easy to han- 
dle, good to display, never cause com- 
plaints or returns. They constantly build 
your business. 


DE LUXE EDITIONS—YET LOW PRICED 


And look at what your customers get for 
only $2.00! he newest home repair, 
maintenance and workshop hints—OR the 
secrets of a world-famous furniture de 
signer—OR easy-to-follow plane for build 
ing 23 modern homes! Thesr books sell 
themselves—but best of ail, they'll stim 
ulate your customers to tackle additional 
home repsiring jobs—which means addi 
tional business for you! 


FREE CIRCULARS AVAILABLE 
ON EVERY BOCK! ORDER NOW! 


Jobber and Wholesaler Inquiries Invited 
DEPT. 6-AL 


480 LEXINGTON AVE. 
" NEW YORK 17, N.Y. 
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GRIFFIN A NZHoLug 


Light BUILDERS) | CTOOLS , 
HARDWARE 


) Nicholls TROWELS. FLOATS, CEMENT TOOLS, 
yj auerl DARBIES and HAWKS have been designed to 
ly perfectly “fit” the joh, Many years of research 
) / yea ‘ much wanted feature that make Nicholls 
too ell faster. 


Canutact you jobber or write -- 


NICHOLLS MANUFACTURING CO. 
OTTUMWA, IOWA = 




















me 


rr 
_- po rencipelibin a 
Me ~ Specialists in Oak Fleer ' 
ing. General wholesal. ~~ 
= ore of all lumber items, >— 
coe 
Contact vs on your __ 





ity 


H.E. WEBSTER LUMBFRSO., (u.K “jones: | 

















There's plenty of quick turnover and profit 


in the Griffin line of light builders hard- GILLIES BROS. & co. Ltd. 


ware. Check over this Spring and Summer BRAESIDE, ONTARIO, CANADA 


assortment and be sure you we well Mfrs. of (PINUS 

stocked with these fast-moving items by |: Suntins STROBUS) 
Griffin . .. manufacturer of quality prod- 
ucts since 1899. Also some Norway and Spruce 


AIR-SEASONED = WATER-CURED 
Rough or Dressed 





REPRESENTATIVES 


GEORGE A. GREGG E. H. FARRAR L. G. FULLER 
17134-6 Wyoming Avenve Room 22 P. ©. Box 2113 H hh 
Detroit 21, Michigan 2nd Unit Santa Fe Bidg Jackson 5, Mississippi Capacity 28 million feet annually 
Dalias 2, Texas 


AUSTIN & EDDY INC HARVEY D. RUSH & SONS 
115 Broad Street Cc. t. LEWIS 4638 Nichols Parkway Sawmills — Braeside and Temagami, Ontario 


Boston, Massachusetts 2450-—17th St Kansas City, Missouri 
San Francisco 10, Calif Member N.A.W.L. 1954 
WILBUR H. DAVIS H. C. GLOVER 
1639 W. Fargo Avenue W. C. MEIBAUM & CO 2611 Garrison Bivd. 
Chicago 26, Illinois 6954 Oleatha Avenve Baltimore 16, Maryland 


R. F. BEVERS rs: Leute Uy Geesnert ROY L. ROGERS 


4524 East 60th Street THE 8B. S. ALDER COMPANY 1620 Garfield Street 
Seattle, Washington 45 Warren Street Denver 6, Colorado 
New York 7, N 


WALTER S. JOHNSON & SONS 
. NE “ae. 1912-1954 
\ bf Every DOOR NEEDS THREE - 
FLAVELLE CEDAR LIMITED 
| 
Bet © RI FE IN- B. C. RED CEDAR SIDING, SHINGLES, LATH 


Manufacturing Company for over 40 year 


ERIE «© PENNSYLVANIA 

















PORT MOODY. 6. ¢ CANADA 
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Wheeling’s 
NEW 


engineered 
metal lath 














PACKAGE 


ae eliminates ‘ wanpune > trouble! 


q SHIPPING 


F you are still handling metal lath in individ- 
| ual 10-sheet bundles, still troubled with 
shaky stacks and time-consuming loadings, 
it’s time you learned about Wheeling’s new 
“Engineered” Metal Lath Package. 


Imagine being able to unload a car in only 
45 minutes, or stacking metal lath ceiling- 
high without its wavering. 


All this is possible because Wheeling’s new 
Metal Lath Package...a factory-packed lift 


STORAGE 








of 500 sheets in 50, 10-sheet units...is specif- 
ically designed for fast and easy handling, to 
save time and increase storage space. 


And check these other advantages —triple 
banded to prevent fishtailing and bowing; 
color-keyed and number stenciled for quick 
weight identification; end tagged for easier, 
surer counting. 


So, for greater customer satisfaction, more 
profit per job, order metal lath this easier- 
handling way—in Wheeling’s new Engineered 
Metal Lath Package. Get full details from the 
Wheeling office or warehouse nearest you. 


for 
pel pen for BEAUTY / 


WHEELING CORRUGATING COMPANY + WHEELING, W. VA. 


Atlanta Boston Buffalo Chicago Columbus Detroit Houston Kansas City 
Louisville Minneapolis New Orieans New York  Philadeiphia Richmond _ St. Louis 
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Fiberglas Acoustical Form Board Styles of upward-acting types of 
for poured-in-place roof decks is dis- doors and dimensional information 
ussed in a booklet. The publication necessary in planning the use of such 
neludes information about Owens doors are to be found in the 1954 Kin- 
Corning’s two types of incombustible near Rolling Door catalog. The book 
form boards. One has a bonded Fiber features the Kinnear line and is illus- 
gias mat facing and the other is trated with pictures and drawings of 
sanded on one side. The form board the units in operation. Kinnear Mfg. 
supplies a permanent form for the Co., Dept. AL, Fields Ave., Columbus 
deck and serves as thermal insulation 6, Ohio. 
and as an acoustical and interior ceil 
ing. Owens-Corning Fiberglas Corp., . : ; 3 
Dept. AL, Toledo, Ohio. fe mente — for — oe _ 
« me atvea construction uses are e suD- 
Ce ee eee ject of a folder which describes the 
“Nine Profitable Minutes for Con- method of application, mixing, physi- 
tractors” is a new illustrated booklet cal and chemical properties. Cement 
published by Hyster Company as a color-chips are also included. Ameri- 
key to how contractors can increase can Dyewood Co., Subsidiary of United 
productivity of new or used tractors Dye & Chemical Corp., Dept. AL, 
by adding the right attachment. Hys- Belleville 9, N. J. 
ter Co., Dept. AL, 2902 N.E. Clack- 
amas St., Portland 8, Ore. : ? 
For more data cirele No. 57 on coupon, p. 152 Forged iron hardware for home ap- 
plication is illustrated and described 
Ratchet-lever hoists, including both in Folder No. 5002-FI. “Friendly 
roller and coil-chain models, with ca- Doorways” is the title of the new 
pacities ranging from % to 15 tons folder that gives dimensions and 
are featured in a bulletin. The bulletin identifies by model number five hinge 
also illustrates the ratchet-pawl con straps, two door knockers, mail boxes, 
struction that eliminates friction a foot scraper, plus an assortment of 
brakes and the quick-disassembly fea- forged iron hardware for kitchen use. 
ture of the coil-chain hoists. Coffing McKinney Mfg. Co., Dept. AL, 1715 
Hoist Co., Dept. AL, Danville, Il. Liverpool St., Pittsburgh 33, Penna. 


For more data circle No. 58 on coupon, p. 152 


For more data circle No. 59 on coupon, p. 152 


For more data circle No. 60 on coupon, p. 152 


For more data circle No. 61 on coupon, p. 152 


Typical Traveloader applications 
and the different attachments avail- 
able for special handling jobs, includ- 
ing a master pallet are featured in a 
new bulletin. Also shown are com- 
plete dimensions and specifications on 
available Traveloader models. Baker- 
Raulang Co., Baker Industrial Trucks 
Div., Dept. AL, 1230 W. 80th St., 
Cleveland 2, Ohio. 


For more data circle No. 62 on coupon, p. 152 


Wall board trim products are the 
subject of a brochure which illustrates 
and describes this line of all-meta! 
trim and its methods of application. 
Drywall Trim, Inc., Dept. AL, 2408 N. 
Farwell Ave., Milwaukee 11, Wis. 


For more data circle No. 63 on coupon, p. 152 


“How to Modernize Your Home 
with Kwikset Locks” is designed as a 
merchandising aid for the retail lum- 
ber dealer. The booklet shows how to 
improve the home with various locks 
in the Kwikset line. Kwikset Locks, 
Inc., Dept. AL, Anaheim, Calif. 


For more data circle No. 64 on coupon, p. 152 


A series of three information book- 
lets include: “How To Install St. Regis 
Panelyte,” “The Panelyte Idea Book,” 
“The 1/10” Easy-To-Apply Brochure,” 
and a special “Professional Booklet” 
for homemakers who prefer to have 
their Panelyte installed by profes- 
sional applicators. There is a charge 
of ten cents to cover cost of handling 
the “Panelyte Idea Book.” Panelyte 
Div., St. Regis Paper Co., Dept. AL, 
230 Park Ave., New York 17, N. Y. 


For more data circle No. 65 on coupon, p. 152 
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Fasy opening sections 
for sheet changes. 


Ever Ready Catalog Holders 
keep cataleg data at correct 
reading angle with both 
hands free. They can ve used 

——— on sales counters, buyer's 
—— desks and in warehouses for 
quick reference. Dozens of 


other pases. 








No. 12 completely filled with 
ten additional sections 








Save Time ¢ Temper ¢ Money! 


Ever have the éxperience of searching for a 
catalog for a waiting customer and find it 


ae ¥, lo voking for “a needle in a hay- @ Easily and quickly adjust automatically to any contour variations, 
stack t likely you were able to find any type wood behavior for easy operation under all climatic 


at a later date — when you 
were  hunti ng for another catalog. Ever 
Ready Catalog Holders keep every catalog 


conditions. 


sheet instantly available and in place. Each @ Air infiltration is reduced to a minimum. 


section holds one inch of punched sheets 
keeps them in place makes them in- 


+e ebic ced ambien Go | @ L.C.H. metal jambs work well with any type balance. 


balance. ONLY $5.65 Starts You Off — 
Order Additional Sections As You Need 


) @ L.C.H. metal jambs give you a moderately priced window that 

Them! meets the wood window industry's rigid infiltration specifications. 

No. 12 — Clerk's Si Fast, on-the-job installation saves labor costs, increases profits. 
-_- . Side 


Bios VERA Lumber Dealers! Ask 
Geneva Mfg. Co., 408 Stevens $1., Geneve, til. 
Cenkemens Please ship me 
We. 12 EVER READY Holder is n wide 
; SA i turdy steel, dork, Company 
ty, 12 sections 
ne: $5.65 Eo 
] wide ond 
+. Priced with Address 
’ 10 each 
Addl Sections, $/.00 bo City State 
NOTE: Types of punching — Kalamazoo 4-post C) Ring Binder }-post C) 


Money Back Guarantee! _ 
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Sell Wood Windows Faster 


WITH 


L. C. H. 


METAL JAMBS 





They’re automatic adjusting 


your jobber for information on L.C.H. 





The N.S.W. Company 


12930 AUBURN . DETROIT 23, MICHIGAN 
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Yad bint TO A HIGHER PROFIT SCORE 


IN BUILDERS’ HARDWARE FOR °54 


Over 
2,000,000 
Russwin 
messages 

like this 

to builders 

and contractors 


Your customers and prospects are 
included! Theyre getting these 
eye-stopping, buy-starting mes- 
sages that expiain the important 
advantages of the Russwin “All- 
Star” Line of Builders’ Hardware 
. .. through HOUSE and HOME, AMERI- 
CAN BUILDER, PRACTICAL BUILDER, 
NAHB CORRELATOR and SWEET’S LIGHT 
CONSTRUCTION FILE. 

Cash in on this pre-conditioning 
. -- designed to make your selling 
easier and profits higher. Ask your 
distributor about all the promo- 
tional material that helps to assure 
extra profit possibilities for the 
“All-Star” Line. Russell & Erwin 
Division, The American Hardware 
Corporation, New Britain, Conn. 


A choice of two lock lines 


The "Stilemanor’’* ... offer- 
ing twenty advance-design 
features, eight of which ore 
exclusive including a ball 
bearing latch retractor. Avail- 
able in brass, bronze, and 
aluminum. All popular func- 
tions. 





The “Homegerd”* .. . in 
a class by itse# for an 
economy line. It carries the 
Russwin nome... a symbol 
of high quality standards for 
more than a century. 


*Patents Applied for 


Buitpinc Propucts MERCHANDISER 





Precision-built scroen- 
storm doorware. Popu- 
lar-priced, air-controlled 
+ easy to install. Made of 
‘wrought tubing with wrought brackets . . . adjust- 
able tension. Liquid type surface door closer. . . a 
real feature for fine Comes Easy-operating, long- 
wearing screen door catches, mortise and rim type. 


R 


screen door closer . . 


“Q00 Stan’ 


cm 


=o 


Pressure-Cast Aluminum 
Trim Hardware.Rust-proof 

. . smooth finish... fight- 
weight ... low-cost. Seven 
popular itemr. Two finishes. 








Miscellaneous Shelf 
Hardware. A complete sim- 
pence line including night 
atches, floor-hinges, ond 
casement sash hardware. 


< ¢ ) hie ~ "7 
LS ‘ 
* 
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Standardized drying schedules are 
maintained in C. D. Johnson's 26 
dry kilns by means of the most 
accurate of temperature and 
humidity recorder-controller instru- 
ments. Thus the final moisture 
content of your lumber will be 
exactly what you specify... 
another reason why it pays to place 
your order with C. D. Johnson. 


Manufacturer; WEST COAST LUMBER 
Mills: TOLEDO, ORE. Shipments; RAIL AND WATER 


Sales Offices; AMERICAN BANK BUILDING 
PORTLAND 5, OREGON 


‘ / Veaotaane OF QUALITY LUMBER 


xa (rP)- & Cronctia—P. ACTFIC pivwoood company 


(Teo obtain more data on advertised products see page 152) June 





NEW LITERATURE 


(begins on page 142) 





A room scene booklet showing the 
styles possible with Miraplas tile helps 
the customer visualize her finished 
wall tile installation. Each of the room 
scenes is thoroughly detailed even to 
monogrammed towels hanging on the 
bathroom racks. S & W Moulding Co 
Dept. AL, 990 Parsons Ave., Colum- 
bus 6, Ohio. 


For more data circle No. 66 on coupon, p. 152 


Rain Shedding Fenestra Residential 
Projected Steel Windows are described 
in a folder. The folder shows popular 
types and sizes and covers money sav- 
ing installations with the Fenestra 
ready-trimmed unit. Detroit Steel 
Products Co., Dept. AL, 3103 Griffin 
St., Detroit 11, Mich. 


For more data circle No. 67 on coupon, p. 152 


The May 1954 issue of the Credit 
Reference Book of the Lumbermen’s 
National Red Book Service is just off 
the press. It is the 145th issue of the 
book, which is a semi-annual consoli- 
dation of that service’s twice-a-week 
bulletin of changes in the lumber 
and woodworking industries. Lumber- 
men’s Credit Association Inc., Dept. 
AL, 608 S. Dearborn St., Chicago 5, 
Il. 


For more data circle No. 68 on coupon, p. 152 





PERPETUAL INVENTORY 


(begins on page 84) 





satisfaction since all the necessary 
information was available in one 
place. 

Starting the System 

The firm started its inventory 
control system by first calling in 
an office equipment representative 
to help determine the size of file 
and the type of index cards needed. 
Total cost of the file and cards was 
about $250. 

Next, stock cards listing each 
item were typed up. The cards 
were inserted into the file’s tray- 
like drawers called slides. Finally, 
came the big job of taking inven- 
tory and posting the vital informa- 
tion on the index cards. 

To spread out the workload, a 
different item was completed each 
day until the system was finished. 
As each classification was com- 
pleted, perpetual inventory infor- 
mation was added to the product 
card each day. 

The sources for daily posting 
include: original purchase orders; 
purchase orders which are okayed 
when material arrives; material 
transfer orders (like when the 
millwork shop orders materials 
from the warehouse) ; credit forms 
on returned goods; and invoices on 
sales. Posting of this information 
takes the clerk from 30 minutes to 





two hours each day. 
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“WEDGE-RITE” 
OVERHEAD “rccr SETS 


WAYS BETTER! 


1. Offset Track 4. All Standard 
2. Graduated Hinges Single & 2-Cor 
3. Electro-Galvanized Sizes 


Finish 5. Amazing Low Prices 


=> 0 ¢ 


“WEDGE-RITE” overhead garage door set for 
every need! Single car sizes are available from 8'x6'6" to 
9’x7', two-car sizes from 14’x7’ to 16’x7’ and commercial 
sizes range from 9’x9’ to 20’x12’ . . . for all doors 1%” 
or 1%” thick. 


There's a 





Superior ““WEDGE-RITE” door sets have all premium fea- 
tures yet are competitively low priced! 


DOOR SECTIONS! Truck load or carload lots 
in stock sizes. Kiln dried, Douglas Fir, dowel 
construction. Lowest prices! 





WRITE FOR FULL INFORMATION 
AND PRICES! 


“WEDGE: RTE ae 


CORPORATION 
1641 N. OLDEN AVE. EXT., TRENTON 8, NEW JERSEY 





DOOR 


Highest Quality purrs 


Lowest Prices! 
Compare... 
your present costs 


with these LOW, 
Low NET Prices! 





PRICE (NET) 
PER PAIR 


a: 


FINISH 
Brass Plated, Loose 
Pin, Ball Tip Butts 
Brass Plated, Loose 


3/2" x 31/2" Pin, Ball Tip Butts 


4" 1/,"" Prime Coated, Loose 1 Pr. with 
3/2 x 3"/2 Pin, Button Tip Butts screws 

4." 1/,"' Nickel Plated, Loose 1 Pr. with 
3/2 x 3 2 Pin, Button Tip Butts screws 

wed oe Brass Plated, Loose | Pr. with 
4 x 4 Pin, Ball Tip Butts screws 

" " Prime Coated, Loose | Pr. with 
4 x4 Pin, Button Tip Butts screws 
4" x 4" 
4" x 4" 
2'/2" x 
LL Lh) 
3 x3 


PER BOX 
1 Pr. with 
screws 
1 Pr. with 
screws 























Brass Plated, Loose Pin, | Pr. with 
Button Tip, TEMPLATE. screws, /.M-/,W 
Nickel Plated, Loose 1 Pr. with 
Pin, Button Tip Butts screws 

1Z,"" Zinc Plated, Tight 6 Pr. with 
2"/2 Pin, Rivetted screws 

Zinc Plated, Tight 6 Pr, with 

Pin, Rivetted screws 
ALL BUTTS PACKED 100 PAIRS TO A WOOD CASE 


MAIL OR PHONE YOUR ORDERS TODAY! 


Menviectred Abroed tor wer 

















FO © Mew Yor 


SEWARD HARDWARE & METALS CO. 


Knickerbocker Station, Box No. 103, New York, WN. Y. 








NOW! NEW! 


An easy 510°° “Come-On' that may mean 
over $100°° to you in ‘Tie-in’ Sales 


Miracle® 
Anchor Nail 
Miracle 
Anchor 
Adhesive 
Kit ~ 
we 
coNS 


ethene: 


Just as easy as A, B, C 


» It’s a cinch to sell the “do-it-your- 
self” Miracle Method of attaching 
furring strips and partition sills to 
concrete and masonry surfaces. 

Here’s an opportunity for your 
customers to transform drab cellars 
into colorful gamerooms without 
the “back-breaking” and risky job 
of drilling holes in the foundations 
of their houses. All they do is glue 

= Miracle Anchors to the walls with 

© Miracle Anchor Adhesive — simple 

© as “pie”, and at an amazingly low 

> installation cost of approximately 
6c per square ft. 

What's more important, Mr. 
Dealer, is the plus sales that come 
to you as a result of this initial 
purchase. These include finishing 

© board, paint, nails, and other com- 

| panionate items. 


Order Now! 


The sooner you begin selling the 
easy $10 “come-on” Miracle Anchor 
Adhesive — Anchor Nail Kits, the 
sooner you cash-in on the big dollar 
tie-in sales. And you do your cus- 
tomers a real favor, too! 

NET PRICE TO 


CE 10 
DEALER PER PACKING CONSUMER PER 
DISPLAY UNIT OISP. UNIT 


1000 AN Display unit holding 96 $6.00 6 Display $10.00 
Miracle Anchor Nails and 1 Units Per 


Carton 


, 
So easy to do it yourself! 


CAT. NO DESCRIPTION 





qt. Miracle Anchor 
Adhesive 


MIRACLE ADHESIVES CORPORATION 


Dept. AL-6, 214 E. 53rd St., N. ¥. 22 ® By Miracle Adhesives Corporation 


Buitpinc Propucts MERCHANDISER (To obtain more data on advertised products see page 152) 
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CABINET HARDWARE 
NEWS! »v | STANLEY ] 








New Complete 
Catalog 


New Items... 
New Lines 


For the past month you may have 
heard rumblings about Stanley’s big, 
new cabinet hardware program for 
1954. Now’s your chance to get in on 
the know! Get in early and with all 
the facts! A brand new, fully illus- 
trated catalog is rolling off the presses 
right now. Use the coupon below to 
order your copy. 

We can’t do justice to the completeness 
of this line in this space . you'll just 
have to get the catalog and then see 
the actual pieces at your supplier’s. 
But, for a starter, take a look at these 
new hinges for overlapping doors — 
available for the first time in the new, 
complete Stanley Cabinet Line. 


No. 337. No mortising necessary. 
Completely reversible. 


No. 339 applied on horizontal stile 
— no vertical mullion necessary. 


This is only a small sample of the many 
new items shown and described in the 
new Stanley Cabinet Hardware Catalog. 
Get yours now. Use the handy coupon. 


[STANLEY] 
Hardware 


A Division of The Stanley Works 
TOOLS + ELECTRIC TOOLS + STEEL STRAPPING + STEEL 
Stanley Cabinet Hardware 


126 Lake St., New Britain, Conn 


Cabinet Hardware Catalog F-100. 
out today. 


Name 
Address 
City 








Rush mine 








Zone State 
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Wholesalers 


(begins on page 113) 





on 1948, 1950 or 1951 statements. 
Those were good years—but they 
are of the limbo now so let’s con- 
centrate on 1954. 

“We have a sharp increase in 
bankruptcies and failures as com- 
pared with the gravy train days. 
Isn’t it normal and healthy that a 
lot of ‘misfits’ in business fall by 
the wayside in the leveling off 
process? 

“You are all hard-headed busi- 
nessmen. You do not need to be 
told that continuous scare talk 
could easily result in serious con- 
sequences. We should constantly 
remind ourselves and assist wher- 
ever possible in talking down such 
conversations. 

“A top executive is too busy do- 
ing constructive things to leave 
himself any time for sowing seeds 
of discontent, gloom and depres- 
sion. 





Solution to 
What’s YOUR Answer? 
Stop! Read questions on page 138. 


1. (1) The showroom is termed a 
giant display case where contractors 
may bring their customers to see build- 
ine materials in use. (2) A private 
office for contractors and a general 
meeting area were included in the new 
structure. The full story on this new 
store on page 52. 

2. Baldwin-Hill, whose ad appears 
on page 4. 

8. Remodeling and the do-it-yourself 
markets. The article that tells you how 
to increase hardware sales is on 
page 68. 

4. Southern 
page 21. 

5. The system gives Williams finger- 
tip information on his stocks. He need 
not waste time checking the warehouse 
when salesmen come in. This interest- 
ing pictorial story on Williams’ per- 
petual inventory system starts on 
page 84. 

6. A waterproof cement made by the 
Royal Sales and Manufacturing Co. 
Their ad is on page 50. 

7. As a jack-of-all-trades executive, 
Taylor handles scores of infrequent 
but exacting tasks which formerly con- 
sumed too much time of several execu- 
tives. This helpful management story 
is on page 96. 

8. Three: Standard, Tempered and 
Prestpanel—made by the Aetna Ply- 
wood and Veneer Co. whose ad is on 
page 91. 

9. Good will—sales come later. This 
fact-filled article on a successful how- 
to-do-it school starts on page 102. 


Screw Co. Ad’s on 


10. To attach furring strips to con- 
crete and masonry walls. The Miracle 
Adhesives Corporation’s ad is on page 
145. 





June 


WRAP AN EE 


For installing asbestos cement- 
type wallboard use Hassall 
wallboard drive screws. Spe- 
cifically designed with spiral 
threading for better holding 
power. Supplied with nickel- 
plated finish with either cas- 
ing or button heads. Advise 
quantities. Prompt delivery. 


JOHN HASSALL, INC. 


P. O. Box 2161 
Westbury, Long Island, N. Y. 


ESCREEN 
Rollers 


Convex Face 


Standard 2” 

1/16” face 
Primarily used in putting the screen- 
ing into the frame slot. Can be 
supplied with 3/32’ rounded edge. 


Concave Face 


dia. x 


Standard 2” dia. 


For inserting spline into frame after 
screening has been positioned. 
Standord stock sizes are .093, .105, 
-125 and .170 width of face. 


Flanged 


Standard stock size is 2° and 
1-5/8" diameters by 9/16" width 
of face. 


Special sizes on all above tools can be 
made to order. specifications. 


HOGGSON & PETTIS MFG. CO. 


BOX 1650, WEW HAVEN, CONN., U.S. A. 
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WHY WASTE & MOVING RR CARS 
BY YESTERDAY'S METHODS ! 


Takes only one man— 

any man — with a 

SILENT HOIST Electric- 

Driven Capstan Car 

Puller, to move 1 to 20 

cars bulging with build- MH 

ing supplies! Nogroan- & 

ing, no sweating, no 

back-breaking...no in- 

juries, no truck break- 

downs, no downtime § 

losses! Engineered to 

work in the worst 

weather, heat, or cold, 

it serves for years and 

years without oiling or other attention... and it 
costs so little! You'll be amazed how it boosts 
production and profits. You'll wonder how you 
ever got along without it. Join the hundreds of 
users who swear by the SILENT HOIST Car Puller. 
Write today for Bulletin No. 64A. 





SILENT Hoist & CRANE CO., 860 63rd ST., BROOKLYN 20, N.Y 








For Your 


FREE 
COPY 


» Write for WG-20 


Shows complete plans on how to build display_ and 
storage racks that sell window glass. 


Libbey-Owens:Ford 
Glass Company 


6564 Nicholas Building, Toledo 3, Ohio 











QUALITY AND 


N woobs 
ni ck—Cedar 
‘uce— Ponderosa Pine 
rFoles—Piling 
Sales Office—600 North Capitol Way 
Olympia, Washington 


PLYwooo 


RVICE FROM A LEADING MANUFACTURER AND DISTRIBUTOR 


SOUTHERN WOODS 
Yellow Pine—A.D. & K.D. 
Finish — Boards — Dimension 
Oak Flooring — Poles —Piling 

Sales Office —Southern Finance Building 
Augusta, Georgia 


COMPANY 


, i @) wt ~=GEORGIA— PACIFIC 








a ec | 
: = 
SMOOTH,’ EFFORTLESS \ 


CUTTING 
STEPS UP PRODUCTION 


_THE _TANNEWITZ 
WORKS, Grand Rapids, Mich 


af 


s 
* > 


Telephone GL 6-1729 = 


ITS A PLEASURE TO OPERATE A TANNEWITZ HIGH SPEED BAND SAW 


3UILDING PropucTs MERCHANDISER 





y MILLION 


IN USE 
Eliminates eee winDOw 
PULLEYS, WEIGHTS, SPRINGS 
and SPRING BOLTS Lene] 

NAILS 
hy SCREWS 

RATTLES 
Replaces Worn-out SASH CORD 

SPECIAL HARD 
SPRING BRONZE 
See your JOBBER 
LEIDGEN SPECIALTY CO. . 


30c per pair 























Oconomowoc, Wis. 


(To obtain more data on advertised products see page 152) 





4 PAINT MIXERS: Broc hure; Harbil Mfg. 
Information Offered Co. See adv’t p. 13 


37. 


In Advertisements PANELING, plywood: Sales aids; U. 8. 


Plywood Corp. See adv’t pps. 64-65 
Do you wish detailed information on a specific . aid . a 
product or service? Check through this easy-to- PANELING, wall, ceiling: Sales aids; 
use index of literature and data offered in this Marsh Wall Products, Inc. See adv’'t 


A L UMINUM 3 issue's advertisements: et 


. PANELS, building: Information; Doug- 
ADHESIVE, pressure-contact: Informa- 


’ las Fir Plywood Assn. See adv’t pps. 
; , tion; General Electric Co. See adv’t 78-79 
¥ 2 p. 135, 


TE RTICIN *ANELS g: Cat r: Roseb 
ADVERTISING AID: Sample; Home PANELS, building: Catalog: Rosebure 


: NG S: : : Co. See adv’ 83 
’ Maintenance & Improvement maga Lumber Co. Se stale Ms : 
zine. See advy't p. ¢ a : j 


PANELS, fiberglas: Sales aids; Plexolite 
: ADVERTISING CARTOONS: Book; C. Distributing Co., Inc. See adv't p. 32. 
— ? j Hager & Sons Hinge Mfg. Co. See 
adv't p. 29 PIPE, perforated: Catalog; Orangeburg 
Mfg. Co. See adv’t p. 111 
BOOK on business records: Informu- 
tion; Standard Register Co, See adv’t PLASTIC LAMINATE: Book, folder, dis- 
p. 109. play unit; Continental Can Co, See 
. adv’t p. 22. 
BOOKS, how-to-do-it: Cireulars; Arco 
Puslishing Co., Inc. See adv't p. 139 POSTS pressure-creosoted: Information, 
UILDING PAPER: Information; Rich coowens a, © Glew Cormeen Bove 
kraft Co, See adv’t p. 113 pps. 121-122 
CAR PULLERS: Bulletin; Silent Hoist SAWHORSE BRACKETS: Display car- 
& Crane Co. See ady't p. 147. ton: Grand Haven Stamped Products 
Co. See adv't p. 150. 
CONCRETE MIXERS, truck: Catalog; 
Jaeger Machine Co. See adv’t p. 36. SAWHORSE BRACKETS: Display car- 
ton; Thomas Products Co. See advy’t 


CONVEYORS Sulletin: Standard Con p. 83. 


veyor Co. See adv't p. 87. 
CORNER BEAD: Promotion informa SCREENS: Samples, catalog; Warren 


tion; Keystone Steel & Wire Co. See Supply. See adv't p. 33. 
sphacther wicnors FIRST! adv’t pps. 126-127 

SCREWS, wood: Catalog, samples; 
CUTTERS, plastic laminate: 1 . Southern Screw Co. See adv't p. 21. 
de FIRST modern, all new, exclusive ‘Straightline’ Grace Fabri-Tool Co, See adv’t 32 
design Aluminum Building Corner for clean DOORS. lo . 

’ tS, uvered wood: Booklet; Stiles, 

modern look Inc. See advy't p. 103 


SHEATHING: Folder; The Upson Com- 
pany. See adv’t pps. 60-61. 
FIRST attractive package — easy to merchandise . = ‘AT Kea: & oP te 
on shelves and Binn m, Easy to ship — easy to FANS, k.d.: Information; S. J. Stewart SIDING, SHINGLES Sales aid; Ruber 
handle (Electric). See adv’t p. 119. oid Co, See adv’t p. 39. 
FIRST 100-corner package — full profit — no GLASS, window: Display unit plans SIDINGS, bevel and bungalow: Descrip- 
waste. No damaged corners — no counting — book; Libbey-Owens-Ford Glass Co tive literature; Weyerhaeuser Sales 
no wrapping. Corners always protected from See adv't p. 147 ‘ Co. See adv’t pps. 24-25 
damage, dust and deformity. Saves labor, ma- 4 
Parte? GGG seree-Tome GRILLES, sereen door: Display carton; SPRAYERS, paint: Catalog; Campbell- 
Plus a complete line for all bevel siding. Cor- Macklanburg-Duncan Co. See adv’t Hausfeld Co, See adv't p. 56. 
ners dimpled for quick nailing pps. 14-15 
STAIRWAYS, attic: Catalog; Bessler 
PLACE YOUR ORDER NOW! HARDBOARD Descriptive literature: Disappearing Stairway Co. See adv’t 
ATTRACTIVE STURDYs PACKAGING Aetna Plywood & Veneer Co. Bes adv’ p. 96 
5 Packages of 100 each per carton p. 91. 
STAIRWAYS, attic: Literature; Hawk- 
HARDWARE—cabinet: Catalog; The ins Iron Co., Ine, See advy’'t p. 87. 
Stanley Works; See adv't p. 146. 
TAPE-RULES: Display unit; The Luf- 
HARDWARE—door, cabinet: Display kin Rule Co. See adv’t p. 33 
‘ mounts; catalog; P. & F. Corbin Div. 
READY FOR See adv't pps. 30-31. TARPAULINS: Sample; Angier Corp 
COUNTER DISPLAY 87. 


See adv't p 
AND SALE FULL-COUNT @ NO DAMAGE H po there ee : Sample mounts; Disp! . 
wck wood ardware Mfg. Co. See TILE, floor and wall: Display unit anc 
NO COATING TO CHIP OFF adv't p. 67. contest information; Congoleum- 
Nairn Inc. See adv't p. 59. 
HARDWARE—locks: Sales aids; Rus- 
APPRon sell & Erwin Div. See adv’t p. 143. TILE. floor and wall: Catalog, display 
wT Les unit: Goodyear, Flooring Dept. See 
PERCTN HARDWARE—Sliding door: Catalog; adv’t p. 11. 
re Sterling Hardware Mfg. Co. See adv't 
: p. 133 TILE CUTTERS: Literature, dealer 
xe” | | rental program; J.M.J. Industries. See 
8” HARD WARE—sliding door, wardrobe adv’t p. 119. 
- — | Literature; Arthur Cox & Sons, Inc 
a See adv’t p. 82, TUB ENCLOSURES: Brochure; Ludman 
x 10” 


Corp. See adv’t p. 47 
x12" HOOKS, perforated hardboard: Descrip- 
| tive literature; Williams Products Co VENTILATORS: Catalog; The Donley 
see 3 ;’ 71. 


é ad € Ss 
NICHOLS ee adv't p. 189 Bros. Co, See adv’t p 
\ EVER-STAIN INSULATION, spun blanket: Sales aids, WEATHERSTRIP: Information; Bridge- 
29. 


cousumer booklet; Baldwin-Hill Co port Fabrics, Inc. See advy't p. 
See adv't p. 4. 











WEATHERSTRIP - SASH BALANCE: 
LATH, metal: Catalog; Truscon Steel Folder; Milwaukee Strip Service, Inc. 


fw A j LS Div Repulic Steel. See adv’t p. 16. See adv’t p. 112. 


| LEGS, wrought tron: Catalog; Belson WEATHERSTRIP - SASH BALANCE: 
Available in a complete range Mfe. Co. See adv't p. 120. Booklet; Zegers, Inc. See adv't p. 138. 
of types and sizes for use where the 
elimination of rust streaks and stains is | TIMBER, incense cedar: Booklet: WINDOWS, metal: Sales aids; Michael 
desired. Include these nails with your Western Pine Assn. See adv't p. 73 Flynn Mfg. Co. See adv’t pps. 40-41. 
Building Corner order. 


NAILS, roofing tooklet, samples; The WINDOWS, wood: atatog: Brown- 
NICHOLS WIRE & ALUMINUM CO. : : q 129. 


Deniston Co, See adv't p. 77. Graves Co. See adv't p. 
DAVENPORT, IOWA 


PAINT COLOR SYSTEM: Information: WINDOWS, wood: Literature; Malta 
Devoe & Raynolds Co. See adv't p. 45 Mfg. Co. See adv't p. 6 


(To obtain more data on advertised products see page 152) June 14, 1954, AMERICAN LUMBERMAN & 
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* Newark # 
Chicago 


Atlanta ® 


A FULL LINE 


(38) onoven vaus 


.) 


t f 
A g | 2 r F 
Ware Laboratories, Inc. 3700 N.W. 25th St., Miami, Florida 


MEMBER OF THE ALUMINUM WINDOW MANUFACTURERS ASSOCIATION 
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. +» dependably to your exact 
needs in West Coast Douglas 
Fir, WOLB grade stamped, 
antl-stain treated. 
Let us show you. 


Air-Kine 


MANUFACTURING CORP. 


OREGON 


TIGARD 


Fast shipment 


TION 
and crossbar 


Nationall 
—order 


advertised 
rom your 


he cannot supply you. 





wholesaler, or direct if 


SAWHORSE BRACKETS 


NO NAILS @ NO BOLTS 
NO SCREWS 


ALL-WELDED CONSTRUC 
Use any 2 x 4s for legs 


..eet up or knock- 


ed down instantly. 

Each package is a 
colorful counter dis- 
play. 12 Sets to a 
carton. Dealer helps 
FREE, 


GRAND HAVEN STAMPED PRODUCTS CO. 
GRAND HAVEN, MICH 








— 


= 


FOR REPAIRING 
HAIR-LINE CRACKS, HOLES 
IN PLASTERED SURFACES 
For pre-painting preparation—the 
smooth way to “‘crack-proof” plaster 
walls, seal open joints and cracks in 
woodwork, fill noil and screw holes, 
smooth rough wallboard, cover checks 
end knots in wood. Can be sand- 
papered to velvet finish. Will not shrink 
or fail out. Available in 1, 5 Ib. cans; 
100 tb. drums; 300 Ib. drums. 


Order from your wholesaler. 


CONSUMERS GLUE CO. 


N HADLEY ST ST LOUIS 6. MO 





keep informed on 


. Fe 


FOR INFORMATION ON 


Nome 


3 


oe O27 


19 20 21 22 23 24 25 


377 3% 39 40 41 


42 43 


55 56 57 58 59 60 61 


Issue of June 14, 1954 
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City 
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ADVERTISERS’ INDEX 


(AA) 
(AB) 
(AC) 
(AD) 
(AE) 
(AF) 
(AG) 
(AH) 
(AK) 
(AJ) 
(AL) 
(AN) 
{AO) 
(AP) 
(AQ) 
(AR) 
(BA) 
(88) 
(BC) 
(80) 


(BE) 
(BF) 
(BG) 
(BH) 
(BJ) 
(BK) 
(BL) 
(BN) 
(BO) 
(BP) 
(89) 
(BR) 
(CA) 
(CB) 
(CC) 
(CD) 
(CE) 
(CF) 
(CG) 


(CH) 
(CJ) 
(CK) 
(CL) 
(CN) 
(CO) 


(CP) 
(CQ) 
(CR) 
(DA) 
(DB) 


BUILDING Propucts MERCHANDISER 


Acme Appliance Mfg. Co 
Acme Steel Co 
Acorn Adhesives Co., In« 
Adams Co., The 
Aetna Plywood & Veneer Co 
Ahonen Lbr. Co 
Air-King Mfg. Corp 
American Sta-Dri Co 
American Steel & Wire Div 
American Screen Products Co 
Andersen Corporation 
Angier Corporation 
Archer-Daniels-Midland Co 
Arco Publishing Co., Ine 
Armstrong Co., The 
Armstrong Cork Co 
Baldwin-Hill Co 
Bate Co., Ine J. Herbert 
felson Mfg. Co 
Bessler Disappearing Stair- 
way Co., The . 
Boehm-Madisen Lbr. Co 
Bonifas Lbr. Co., Wm 
Bridgeport Fabrics, Ine 
Brown-Graves Co 
Bruce Co., E. L e6 
Bunyan Lbr. Co., Paul 
Cadillac-Soo Lbr. Co 
Campbell-Hausfeld Co., The 
Certain-Teed Products Corp 
Christiansen Co., C. M 
Clark Equipment Co 
Cloud Oak Flooring Co 
Congoleum-Nairn, Ine 
Conifer Lbr. Sales 
Conkling Co., The Frank A 
Consumers Glue Co 
Continental Can Co 
Copeland Lbr. Co 
Corbin Div., P. & F., The 
American Hardware Corp 
‘ox & Sons, Inc., Arthur 
elta Power Tool Div., 
Rockwell Mfg. Co 
yeniston Co., The 
revoe & Raynolds Co., Ine 
exter Lock Co., Sub of 
National Brass Co 
Donley Brothers Co., The 
Dor-Set Corp., The 
Douglas Fir Plywood Assn 
Fenestra Building Products 
(Detroit Steel Products Co.) 
Flavelle Cedar Limited 
Flynn Mfg. Co., Michael 
Follansbee Steel Corp 
Ford Division, Ford Motor Co 
Fordyce Lbr. Co , 
Fox Lbr. Co., Abbott 
General Electric Co 1: 
Geneva Mfg. Co 1 
Georgia-Pacific Plywood Co 1 
Gillies Bros. & Co., Ltd 140 
Goodman Lbr. Co 20 
Goodyear Tire & Rubber Co 1 
Grace Fabri-Tool Co., The 132 
Grand Haven Stamped Products 
Co 94 ee 150 
Grand Traverse Sales Co 137 
Griffin Mfg. Co ‘ 140 
Hager & Sons Hinge Mfe 
Co ¢ 
Harbil Mfg. Co., In 
Hassall, Inc., John 
Hawkins Iron Co., Ine 
Hines Lbr. Co., Edward 
Hoggson & Pettis Mfg. Co 
Holt Hardwood Co 
Home Maintenance & Improve 
ment magazine 
Ives Company, H. B 
J. M. J. Industries, In« 
Jaeger Machine Co., The 
Johnson Lbr. Corp,, C. D 
Keystone Steel & Wire Co 
Keystone Wire Cloth Co 
Leidgen Specialty Co 
Libbey-Owens-Ford Glasses 
Lockwood Hardware Mfg 
Louisville Cement Co Ine 
Ludman Corporation 
Lufkin Rule Co., The 
Lumbermens Mutual Casualty 
Co 
Lupton Windows 


(FK) 
(FL) 
(FN) 
(FO) 


(FP) 

(FQ) 

(FR) 

(GA) 
(GB) 
(GC) 
(GD) 
(GE) 
(GF) 
(GG) 
(GH) 


Macklanbure-Duncan 
Majestic Co., In« The 
Malta Mfg. Co., The 
Marsh Wall Products 
Sub. of Masonite Co 
Mauk Lumber Co., Th 
Mauk Seattle Lbr. Cx 
McCloud Lbr. Co 
MeGowin Lbr,. Co., W. M 
Medford Corporation 
Michigan Pole & Tie Co 
Midget Louver Co., The 
Milwaukee Strip Service, In 
Miracle Adhesives Corp 
Mobile River Saw Mill Co 
Monarch Lbr, Co., In« 
Mullins Mfg. Corp 


National Brass Co. (Dexter 

Lock Co.) — 

National Cash Register Co 
National Mfg. Co 
Nicholls Mfg. Co 

Nichols Wire & Aluminum 
N. 8S. W. Co., The 
Orangeburg Mfg. Co., In 
Owens-Illinois, 

Glass Block Div 
Padgett-Smith Flooring Co 
Pittsburgh Plate Glass Co 

(Brush Div.) 

Pittsburgh Piate Glass Co 

(Glass Div.) 

Plexolite Distributing Co 

Pullman Mfg. Corp 

Rainy Lake Lbr. Co. Ltd 

Reichhold Chemicals, In« 

Richkraft Co., The 

tobbins Flooring Co 

Roddis Plywood Corp 

Roddis Plywood Corp 

Roseburg Lbr. Co 

Royal Sales & Mfg. Co 

Ruberoid Co., The 

Russell & Erwin Div., The 
American Hardware Corp 





‘ 


Ine 


Schneider Bros. Lbr. Co 
Schubert Co., H. A 

Seattle Door Co., Ine 
Seward Hardware & Metals 
Silent Hoist & Crane Co 
Southern Lbr. Co 
Southern Pine Lbr. Co 
Fouthern Screw Co 
Standard Conveyor Co 
Standard Register Co., The 
Stanley Works, The 
Sterling Hardware Mfg. Co 
Stewart Electric, 8. J 
Stiles, In« 


Tannewitz Works 147 
Thomas Products Co 83 
Trinity White Div., General 
Portiand Ce~ent Co 16 
Truseon Steel Div Republic 
Steel 16 


Upson Co., The 60-61 
U.S.-Mengel Plywoods, In 64-65 
U.S. Plywood Corp 64-65 
U. S. Steel Export Co 34 
U.S. Steel Corp., (Creosote 

Oil) . 21-122 
U.S. Steel Corp. (Cyclone 

Fence) 


Vento Steel Products Co Inc 
Vital Products Mfg. Co 


Ware Laboratories, Ine 
Warren Supply 
Weather-Proof Co,., The 
Webster Lbr. Co., H. E 
Wells Lbr. Co., J. W 
Wells Lbr. Co., J. W 
Western Pine Assn 
Weyerhaeuser Sales Co 
Wheeling Corrugating Co 
Wisconsin-Michigan Page 
Willlams Products Co 
Yeck Manufacturing Co 


Zewxers, Ine 





ADAMS 
OUTDOOR FIREPLACE 
UNITS & PARTS 


Many different styles to choose 
from. Ideal for Outdoor Cook- 
ing or for burning wastepaper. 
Grates and accessories are also 


available. 


Mfd. by THE ADAMS COMPANY, 106 E. 4th st., Dubuque, la. 














BRAZILIAN PARANA 


Air or Kiln Dried, Rough or Surfaced Two or Four Sides, Random 
or Stock Widths, Random Eight to Eighteen Foot or Special Lengths 


Kiln Dried Worked to Pattern Mouldings, 
Paneling, Casing, Base and Jambs 


CAR OR TRUCK LOADS—Quotations on receipt of your specifications 


THE FRANK A. CONKLING COMPANY 


Phones: 8-8747 . 5.1191 


M phi 3, T 











(To obtain more data on advertised products see page 152) 








Classified Advertising 





terms — Cash With Order 
Minimum Charge $2.00 
Rates: 


1 Time — 10c per word for each insertion. 
Minimum charge of 50c per line. 


3 Times — 8c per word for each insertion. 
Minimum charge of 45¢ per line. 


6 Times — 8c per word for each insertion. 
Minimum charge of 40c per line. 


26 Times — 7¢ per word for each insertion. 
Minimum charge of 35¢ per line. 


All ads for classified section must be in Pub 
lisher’s office 14 days preceding date of pub- 
lication. Advertisements are set in uniform 
6 point style. No cuts or special borders 
allowed. Please indicate classification de 
sired. Publisher reserves right to classify, 
edit or reject any classified advertisement. 
No agency commission or cash discount 
allowed. 


For advertisements bearing box number count 
five extra words. There are approximately 
five words to a line and when less are speci- 
fied or used, regular line rate is charaed. 
When answering box numbers or mailing 
copy for ads address them to: 


AMERICAN LUMBERMAN, INC 
199 N. Clark &t., Chicago 2, Ill. 





HELP WANTED 





Wanted an assistant superintendent for plant 
making special wood mill work and veneered 
doors. Also foreman for sash and door de 


partment. Address Box §-35, American Lum 
berman, Inc. 


MILL FOREMAN 
Experienced in custom millwork for commercial 
and residential work, also off-site house fabri- 
cation. Send recent photo, past experience and 
salary expected. 
Acme Building Materials Inc. 
5235 Winthrop Avenue Indianapolis, Indiana 





SALES REPRESENTATIVES 
AVAILABLE 





Attention Lumber, Millwork and 
Building Product Manufacturers. 
representatives were 
selling to several hundred lumber 
alers in the New York, New a 
you have a new line or can 


LUMBER & DIMENSION WANTED 





Truck Deliveries — Yellow Pine 

We are large wholesalers. supplying our trade 
in Ohio and adjacent area their requirements 
in Yellow Pine in the various grades and sizes 
by truck delivery—trucking by the mill on a 

-48 hour basis. Several mills are currently 
supplying our needs but we require a few 
additional sources of supply. Stock must be 
thoroughly dry, correctly graded and priced at 





be merchandised to good a tage through 
lumber dealers, we have the kind ef 

tional minded, aggressive sales 

that cam do the job. Write te Box . Ameri- 
can Lumberman, Inc. 


A wholesale distributing yard with siding and 
500 feet of shed room. Will handle Pine, 
Paneling, Plywood & Plyscord on commission 
basis. Manasse & Co., P. O. Box 265, 
Linden, N. J. 





SALES REPRESENTATIVES 
WANTED 





MANUFACTURER'S REPRESENTATIVES 


WANTED by lea Manufacturer of Nation 
ally Adv J d im yh Combination Unit 
Must have { howls ya -; , 
ab tn Building ‘ateria) Supply Deal- 
ers and Tract B \e 


MASTER METAL STRIP SERVICE, INC., 1720 N. 
Kilbourn Ave., Chicago 39. lilinois. 





Wanted active wholesalers and commission 
men with following. to sell Ponderosa Pine. 
Idaho White Pine, Engelmann Spruce, Fir 4 
Larch, also Western ite Spruce from Can- 
ada. Large production. We are manufacturers 
and distributors. Want exclusive arrangement 
some terriiories. Responsible fast Tr. 
Write fully. Address Box T-51 American Lum- 
berman, Inc. 








WANTED: Managor for Independent Retail 
Lumber Yard in Southern Minnesota. Interested 
in young man for permanent position. Leaving 
manager will assist until ready to assume com- 
plete charge. Company housing. Excellent sal- 
ary. Needed soon. Confidenticl. Address Box 
V-20 American Lumberman, Inc. 





SITUATIONS WANTED 


LUMBERMAN. Thoroughly experienced all 
phases of large retail lumber and building 
materials yard operation. Excellent background 
in sales and management. 30 years old. Am- 
bitious and willing to work hard. Seeking 
position in field or office of progressive whole- 
sale or retail organization. Can relocate. Avail- 
able July Ist. Address Box Mo. V-22 American 
Lumberman, Inc. 








Wanted: Position as manager or estimator. Man 
with 35 years experience in all phases of retai! 
and whoclsale lumber and millwork business. 
Now employed. Address Box V-23 American 
Lumberman, Inc. 


MILLWORK—DETAILING 
A firm of millmen with years of experience 
offer a detailing and designing service. Guar- 
anteed results. Reasonable Cost. Excellent 
service. Address Box R-59, American Lumber- 
man, Inc. 


MILLWORK SUP’T. & DRAFTSMAN 
30 years experience: detailed and stock mill- 
eeab. Production man. A-l Reference. Ad- 
dress Box 8-58, American Lumberman, Inc. 


Lumberman experienced in ail phases of lum- 
ber and builders suppli M g t supt. 
of yards, estimating as to reading blueprints 
pe selling for 30 years. Prefer foreman of 
large yard. 54 years of age and married. Re- 
tired from business. Wishes again to enter 
lumber field. Will g° anywhere. Address Box 
V-26 American Lumberman, Inc. 
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war j for new beauti- 

ful import version hand inlay world woods full 

panel art plywood Modern decorators master- 
ieces. Inqu ries invited. Samples. Address Box 
-21 American Lumberman, Inc. 


P e levels. If interested write Box T-56 
American Lumberman, Inc. 





BUSINESS OPPORTUNITIES 


FOR SALE 

SAWMILL, STUD MILL, PLANING MILL, 
DOUGLAS FIR OPERATION. Located in Doug- 
las County, Oregon, thirty-three acres of land, 
three acres of pond, on main highway with 
Southern Pacific rail facilities. In a city of 
3,000 population. The -" supply is plentiful 
without any investment in timber. Plenty of 
timber available. Logs can be bought on the 
open market in any quantity des’ at $31.00 
per M for short logs and $2.00 higher for long 
logs. Capacity of sawmill 60M, stud mill 35M 
and the planing mill 100M per eight hour shift. 
This is a going proposition and has always 
earned a good profit. We have a valid reason 
for selling. This mill is priced right and can be 
bought on reasonable terms by responsible 
party. Address Box V-24 American Lumberman, 
Inc. 





FOR SALE 


Exclusive right-of-way over a very large area 
which is the only logical and practical way 
to remove a vast amount of timber consisting 
of fine Pine and Fir timber in Northern Califor- 
nia. Approximately one and one-half billion 
feet. Off the highway trucks can be used all 
the way to R. R. and or Mill site. Address Box 


T-28, American Lumberman, Inc. 





BUSINESS WANTED 





To buy a lumber yard in good small town, 
Northern Illinois or Southern Wisconsin. Ad- 
dress Box T-43 American Lumberman, /nc. 





YARDS WANTED 
YARDS FOR SALE 


Have you a lumber yard for sale? Or, are you 
considering the purchase of a yard? We have 
a ber of responsible persons interested in 
buying and also several yards for sale. All 
replies treated in strict confidence. 


Alden F. Hunter, 106 West River St., Dixon, Ill. 
Phone 3-8221 








WANTED — RAILS 


RAILS WANTED 
Any weight—any tonnage 
W. H. DYER CO., INC. 
2111-A Railway Exch. Bidg., St. Louls 1, Mo. 








STEEL RAILS 
16#, 2H. Bz. WH. WH. OH and Heavier 


MIDWEST STEEL CORPORATION 
518 Dryden St., Charleston, West 





RAILS, New and Relaying 


M. K. FRANK 
480 Lexington Ave., New York, N. Y. 


TIMBER & TIMBERLAND 
FOR SALE 





FOR SALE 


Timber Limit, in East Algoma Dist. Ontario, 
Canada. It borders on Georgian Bay and North 
Channel waters. Area 100 square miles. Stands 
of both hardwoods and softwoods. Owners 
becoming aged and desire to discontinue lum- 
bering. If interested write. 
the Ward Ednie Pulp & Lbr. Co., Ltd. 
Tehkummah, Ont. Canada 


MISCELLANEOUS 
FOR SALE 





CARPENTERS APRONS 
Write for prices and information. 


THE MINNESOTA SPECIALTY CO. 
Minneapolis, Minn. 





ALVERTISING YARDSTICKS 
basswood, 2-color. Same price as _ 1-color. 
Also Paint Paddles. Immediate shipment. 


R. J. DUMONT CO. 
156 So. Melrose Ave., Elgin, Ill. 


“BUSINESSES FOR SALE 





RETAIL LUMBER YARD FOR SALE 
On Eastern Shore, on main highway. New 
modern buildings, 5 acres land. Doing yearly 
business of $200,000. Inventory $60,000. Show- 
ing nice profit. Only interested buyers reply. 
‘Address Box T-48 American Lumberman, Inc. 
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BUSINESSES FOR SALE 





Retail Lumber Yard 


Small yard with railroad siding in Lead Belt 
of Missouri. Priced ht. Address Box T-5@ 
American Lumberman, Inc. 


For Sale By Owner Retail Lumber business 
located in Northern Minnesota in good dairy 
community. Good buildings and equipment. 
Address Box 716 Gonvick, Minnesota. 





FOR SALE: Lumber and Building Supply in 
Pueblo, Colorado. Best location in Pueblo. 
Will lease real estate, etc. Sales volume 
extra good. Reason selling sixty years in 
lumber business. Address W. G. Brown, 
Lamar, Colorado, Owner. 





Sash and Door Business, St. Paul, Minn. Ac- 
tively engaged in School and Commercial 
Millwork also Stock Millwork Sales. Will sell 
majority interest $20.000 down, balance terms. 
Modern Building, Machinery Complete. Ex- 
ceptional opportunity for = person. 
Address Box T-49 American Lumberman, Inc. 


FOR SALE 
Good Nebraska Yard | ted in Corn Belt. 
Good clean dry stock under good sheds. Own- 


er wishes to retire. Address Box T-33 American 
Lumberman, Inc. 





SAWMILL FOR SALE — Modern Gircular in A-1 
condition, running capacity 20,000 ft., Forano 
pee ag jack ladder, trimmers, slashers, di 
tank, shingle mill, sorting table complete wit 
wagons, all shafting, belts, pulleys, etc., in- 
cluding camp and camp equipment as bunks, 
blankets, stoves, cookery, etc. Location 90 
miles from Ottawa, Ontario, Canada. Address 
Box S-48, American Lumberman, Inc. 





Lumber and Coal yard, 3 buildings, excellent 
condition, 1!/, acres. Location western New 
York State, town 10.000 population. Owner sell- 
ing due to expanding sawmill interests. Write 
McMillen Lumber Company, Sheffield, Pennsyl- 
vania. 





FOR SALE: Retail lumber yard in county seat, 
rich farming area. Town often ranks first in 
State per capita sales. Planty of room. Best lo- 
cation in town. Owner has other interests. Wil- 
liams Lumber Co., Kennett, Mo. 





Small country lumber yard for sale; located at 
Normany, Illinois, three miles west of Walnut, 
Ill., on state route 92. Rich farming community. 
Buildings are practically new; over 600’ North- 
western railway trackage. Operated as a con- 
tracting yard. Profitable business to date this 
year, with good volume booked ahead. At 
present, three crews workmen, totalling 12 men, 


Real Estate $14,000. 


ALDEN F. HUNTER. REALTOR 
80S Richard St. 
Henry. Illinois, Phone-32 





Wholesale Distribution Yard 


Best location in Ohio serving 300 retail yards 
excellent industrial section. 1953 volume $480.- 
000 sales 50% over last year. Also good carload 
volume. No real estate to buy, railroad lease, 
good sheds, office and equipment. Fixed assets 
$2 inventory $80,000. Inventory can be 
reduced quickly or liquidated for prompt sale 
Could be converted to good retail yard. Ad- 
dress Box V-25 American Lumberman, Inc. 


LUMBER YARD 
The most outstanding wholesale concentration 
yard in the Southwest is for sale due to own- 
er’s retirement. Can be readily converted to 
retail operation. An unusual opportunity. Ad- 


dress inquires to Box 8-68, American Lumber- 


man, Inc. 


Buitpinc Propucts MERCHANDISER 





PROMPT SHIPMENT 





ALUMINUM CORNERS FOR BEVEL SIDING 
Vex6 7c resale 
Vox8 8c resale 
¥ex8 8c resale 
¥%x8 8c resale 
Wo x 10 9c resale 
5, x 10 9c resale 
¥% x 10 Sc resale 
%qx 12 , lle resale 


ALUMINUM CORNERS FOR DOLLY VARDEN 
% x Sl, for %y x6 .. 7c resale 
ig x 7g for Vg x 8 8c resale 
% x 7/2 for 44 x 8 8c resale 
5g x 7/4 for 1° xB 8c resale 
5g x 91/4 for 1° x 10 9c resale 
2” WIDE BASE—250/Carton 


$75.00 ORDERS FREIGHT PREPAID 
(Selling only to dealers) 
HOSKING PAPER & SUPPLY 


P.O. Drawer 43 Wilmette, Ill. 





LUMBER & DIMENSION 
FOR SALE 





FOR SALE 
PONDEROSA PINE BOARDS 


and White Fir Dimension. 
Car Load Shi: mts from Idaho. 
Address Box 8-42, erican Lumberman, Inc. 





Kiln Dried Douglas Fir Industria] Clears 
Standard sizes through 16/4 


Alse 
Extension Ladder Rajls 


Mouldin Cut Door Stock 
Millwork Blanks Step-Ladder Stock 


Inquiries answered prompitly:. 


Al Clements Lumber Co. 


P. ©. Box 908 
Eugene, Oregon 


Phone 5-3317 TWX EG049 


For the ‘Do-it-yourself’ Shop — Northern Hard 
Reck Maple Blanks 18 x 18” x 
up eof kiln dried steck — surfaced 2 sides 
shine each {. o. b. New York State Shipping 
Point. Address Box T-31, American Lumber- 
man, Inc. 


QUICK SERVICE TO DEALERS 
CL or LCL shipments 


Hardwood and Sohgoot 
Architectural Trim and Woodwork 


Stair Treads and Risers 
Plank Flooring—Wail Paneling 
Door Sills and Thresholds 
Special Windows and Doors 
Church Furniture 
Quick Estimating Service 


2,000,000 feet of hardwoods and 
softwoods in stock 


THE BUCHANAN LUMBER COMPANY 
Cumberland, Maryland 





Hardwood Lumber — Crating, Car Bracing, 
loading and skid timbers, Railroad Ties, here 
in our Yard. Also Sawed to Order at Ilinois 
and Indiana Mills for direct shipmeat. Send 
list for delivered prices. John Brennan & Co., 
5859 Ogden Ave., Chicago, lilinois. 


Need Room for Mill Expansion. 
Must Sacrifice following: 

200 Open Wds. 1000 Gizd. Sash. 

300 Rusco Comb. Frames and Windows. 
500 Redwood Comb. 5. S. & Screens. 
3 Racks Asst. Mouldings. 
1500 Gal. Brocado Paint. 
Many Other Items. 


Siegel Lumber Company, 4815 W. Grand Ave., 
Chicago 39, Illinois. 


* Glued 


USED MACHINERY FOR SALE 





Allis-Chalmers 22” x 42", Corliss engine serial 
22472; 475 Horse Power, Steam, driving with a 
flat leather belt — Allis-Chalmers Generator, 
2200 Volts, 92 Amp. 3 Phase, 60 Cycle, 450 
RPM, with Allis-Chalmers belt driven Exciter, 


116 Volts, 83.3 Amp., 1150 RPM. Excellent 
condition wee ae .. $3000.00 


Electric Machinery Co., G tor and Exciter, 
(Rebuilt by Gregory Electric) 100 KVA, 440 
Volts, 3 Phase, 900 RPM, 60 Cycle. Good 
condition : $500.00 





PAUL BUNYAN COMPANY 
St. Ignace, Michigan 





INTERNATIONAL LOG LOADING TRACTOR 


International Crawler Tractor, Model T-9, with 
Austin Western full revolving swing crane, 
hydraulically controlled. Gov't. purchased, 
excellent condition. Price $2750.00. 

oO. C. Evans — Mt. Sterling, Ky. 


Motors and Generators, A.C. and D.C. for 
sale at attractive prices. Large stock of New 
and Rebuilt motors on hand at all times. Ex- 
pert Repair service. Send us your inquiries. 
Vv. Mz SSBAUM 6& CO., Fort Wayne, Ind. 





FORK LIFT TRUCKS 


Ross 

Capacity 18,000 Ibs. 
Lift 171/2 ft. 

Power steering 

All weather cab 


Hyster 

Capacity 15,000 lbs. 
Lift 171/, ft. 
Hydraulic steering 
Hydraulic brakes 


1 Diesel Fork Lift Truck 
Capacity 10,000 Ibs. 
Lift 10 ft. 

Power steering 

Power brakes 

Four wheel drive 


Gerlinger Fork Lift Truck 
Capacity 16,000 Ibs. 

Lift 12 ft. 

Power steering 

Power brakes 

Overhead guard 

Less than three years old 


Hvster 

Capacity 7500 lbs. 
Lift 19 ft. 
Hercules engine 


Roses 

Capacity 15,000 Ibs. 
Lift 14 ft, 

Power steering 
Power brakes 

All weather cab 


The above trucks are reconditioned and quar- 
anteed for 60 days against hanical defects. 


We sell on time payments, and will take other 
equipment in trade. 





Harvard Evuipment Co., Inc. 
291 Cambridge Street, 
Allston 44, 

Massachuse’!s 

Telephone St-2-0826 


LIQUIDATION SALE 


Flectric Mc ors and Switches, all sizes. Pulleys, 
Sorockets, Gears, Shafting all sizes. Sawmill 
Chain, Mill Suppli etc. Wheland Carriage, 
complete with air set, air nigger, air kickers, 
air compressor and tank. Band Mill, Resaw, 
Trimmer, Edgers, Sawmill Transfer. Machine 
and Blacksmith Shop Equipment. Unit crane 
(diesel) with log grapple. 





Lake Linden Lumber Co. 
Lake Linden, Michigan 
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MAUK Seattle Lumber Co. 


Seattle 5, Washington 


The C. A. MAUK Lumber Co. 


Telede, Obie 
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(To obtain more data on advertised products see page 


IN HIS HOME-LIKE OFFICE, E. A. Lakin, president, 
(center) explains details of a new home to a young couple. 


Pleasant Surroundings Lowers 
Sales Resistance 


President E. A. Lakin of Hagerstown (Md.) Lum- 
ber Company, says making the customer comfort- 
able in well-designed surroundings is an important 
factor in selling the complete house job. 

The friendly comfort of warm architecture gives 
the customer a feeling of company reliability, Mr. 
Lakin believes. A feature of the showroom is an over- 
hanging balcony which is used to display unusual 
items such as mirrors and large kitchen appliances. 
A 10-ton sprinkler air-conditioning system keeps the 
showroom and offices comfortable at all seasons. 

Four salesmen, working on good salaries, year-end 
bonuses and car rates of 7¢ a mile, overcome the 
greatest sales obstacle—that of getting the customer 
into the store. 

The firm places its greatest effort behind package 
selling and about 25% of its total sales are complete 
home units. Several building lots are kept available 
as another inducement to new-home sales. 





Coming—Next Issue 


A Kansas dealer found his old-time store layout led 
to confusien and lost sales. He brought in an architect 
to observe store layout for himself. The new, smart- 
looking small-city store is far more efficient. Read what 
this dealer’s problems were and how he solved them. A 
Toledo dealer has developed a garage package that is 
bringing in $100,000 annually. Look for these features 

just two of the valuable and interesting articles you'll 
find in the June 28th issue. 
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There’s a real helper 
in the modern kitchen 


The practical home-maker appreciates 
the time-saving, step-saving conven- 
iences offered in today's modern 
kitchen styling. 


This new era, which has eliminated 
much of the drudgery of housework 
through new efficient household 
appliances, has created the need for 
well-planned kitchen interiors. 


The beautiful, lustrous cabinet hard- 
ware here illustrated adds to the 


over-all beauty of the domestic scene. 


























Smooth, functional performance is 








also assured. 


Look jor this\ \ flag symbol 


No. 460 No. 460A*4 No. 460Z%4 
Semi-Concealed Hinges 


No. 218 Door and Drawer Pull No. 142 Flush Puil No. 141 Flush Sash Lift 
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BRIXME 


Better Mortar tor Blocks 


BETTER BOND 


To obtain good concrete block walls, the best possible 

— 
bond must be secured between the block and the mortar. ANIWYIaG P 
wherever they come into contact with each other. 
The mortar must stay soft and plastic long enough to let 
the bricklayer level. plumb and straighten the unit 





Lo 
adjust it to its final position in the wall 
mortar stiffens. 


before the 


Brixment mortar has high water-retaining capacity. This 
prevents the porous unit from sucking the water out of 
the mortar too fast. It gives the bricklayer sufficient time 
to bring the block to its final position, while the mortar 


is still plastic enough to form a good tight bond with 


the block. 





